Insurance Advertising 


Conference 





THE EASTERN 


A WEEKLY NEWSPAPER 


Enteied as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 


Fifty-sixth Year, No. 26 


IAC To Bolster 
Agent Competition 
With Direct Writers 


See Producers Advisory Council as 
Answer to Agents’ Need 
for Advertising Material 


SALUTE STOTT’S PROPOSAL 


Harry V. Carlier and William H. 
Doty Sound “Usefulness” Key- 
note of Conference Meeting 


By Wat tace L. Ciapp 


Atlantic City, N. J., June 27—The In- 
surance Advertising Conference, holding 
its 32nd annual meeting here at the 
Claridge Hotel with about 100 members 
attending, demonstrated throughout its 
sessions a determination to play an in- 
creasingly important role in enhancing 
the importance and community useful- 
ness of the independent local agent. 
Stimulated by a challenging address this 
morning by John C. Stott of Norwich, 
N. Y., public relations chairman of 
National Association of Insurance Agents 
and a past president of that organiza- 
tion, the IAC is ready to do its part 
in the setting up of the Producers Ad- 
visory Council proposed by Mr. Stott. 
This would be a company-sponsored of- 
fice from which independent local agents 
could obtain assistance on advertising, 
direct mail and public relations pro- 
grams. At a time when agents are up 
against the competition of direct writers 
and specialty companies, such a clearing 
house of information would be particu- 
larly helpful. Further details on Mr. 
Stott’s proposal, which has the complete 
endorsement of the NAIA, are reported 
in the casualty-surety section of this 
issue, 


Carlier and Doty Sound Keynote 


Harry V. Carlier, Northern Assurance, 
IAC’s president, and William H. Doty, 
Aetna Insurance Group, IAC’s vice 
president, sounded the “usefulness” key- 
note of this meeting in their opening 
remarks this morning. Uppermost in 
Mr. Carlier’s mind was an advertising 
clearing house unit, which had points of 
similarity to Mr. Stott’s idea. He de- 
clared that “there is no better body than 
the IAC to organize and maintain such 
a clearing house,” and hoped that it 
would meet with a favorable reaction 
pong advertising-minded company of- 
cials 


Mr. Carlier also proposed that IAC 


(Continued on Page 34) 
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MDRT Meeting At 
White Sulphur Has 
Large Attendance 


Registration More Than 600 at 
Time of Opening Session; Chmn. 
George B. Byrnes Presides 


MEMBERSHIP GROWN TO 1,500 


New York Life Is Company Leader 
in Number of Members With 207; 
Nine Women Now Belong 


By CLarENCE AxMAN 


White Sulphur Springs, W. Va.—The 
Million Dollar Round Table, 
ized in 1927 by top writers of 
insurance and which has become 
the most important educational bodies in 


American history, is holding its annual 


organ- 
life 
one of 


Its membership 
The sessions began 
in the auditorium of the hotel at a 
breakfast presided over by George B. 
3yrnes, chairman of the MDRT last 
year and general agent of New England 
Mutual in New York City. When he 
called the meeting to order there was a 


has grown to 1,500. 


registration of more than 600. 
Company Leaders in Membership 
Discussing the shift of companies hav- 

ing the most MDRT members he said, 

first places are now held by New York 

Life with 207, Northwestern Mutual with 

172, Massachusetts Mutual with 101, New 

England Mutual with 86 and Equitable 

Society and Mutual Benefit Life are ‘tied 

for fifth place with 56. There are nine 

women members. 

T. Coleman Andrews, 
Internal Revenue, one of 
speakers on the program, is a staunch 
admirer of life insurance and his 
ciates give him credit for removal ot 
the premium paying test. Formerly, if 
the assured paid premiums on his own 
contract, regardless of whether he owned 
the contract, it was considered taxable 
in his estate. That has been changed. 


Guests Attending 


Commissioner of 
the principal 


asso 


Among the guests of MDRT here are 
Bruce E. Shepherd, manager, Life In- 
surance Association of America; Holgar 
J. Johnson, president, Institute of Life 
Insurance; President Robert L. Walker, 
CLU, and Executive Director Lester O. - 
Schriver, of National Association of Life 
Underwriters, and Leslie Dunshall of 
Canadian Life Underwriters Association. 

In his talk President Walker said in 
part: 

“In looking ahead in the long range 
future I see many perplexing problems. 
The basic tenets and patterns in which 
our business has reached its present emi- 
nence are being brought in question. 
Some are asking quite openly whether a 
better distributional system may not be 
devised. In many areas the vendors of 
special policies of the semi-tontine and 
profit-sharing type are slaughtering our 
earned reputation by making fantastic 


(Continued on Page 6) 
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Philadelphia Life Achieving New 
Records in 50th Anniversary Year 


Under Leadership of President Wm. Elliott Company Has 
Boosted Assets to $40 Million and Insurance in Force 
to $241 Million; Agency Manpower Growth Credited 
to Vice President Joseph E. Boettner 


The Philadelphia Life Insurance Co. 
of Philadelphia, Pa., is now in the midst 
of its 50th anniversary year and the 
company, under the progressive leader- 
ship of President William Elliott, has 
made great strides. Its total assets are 
now close to $40,000,000 in contrast to 
$900,000 at the close of its first year; 
its insurance in force is in excess of 
$250,000,000 compared to $17,000,000 back 
in 1905, and new paid-for insurance pro- 
duced by its agents in 1954—best year 
experienced to date—topped the $50,000,- 
000 mark, an increase of 20% over the 
1953 record. 

These noteworthy evidences of prog- 
ress are the result of a well organized 
program mapped out by President Elliott 
when he assumed leadership of Philadel- 
phia Life in 1946. At the close of 1945 
—the company’s 40th anniversary year— 
total assets stood at $18,000,000 and in- 
surance in force at $65,000,000. New busi- 
ness that year was only $6,000,000. Mr. 
Elliott realized that “a shot in the arm” 
was not only necessary: but demanded if 
the company were to ‘hold its own in a 
highly competitive business. He initiated 
an agency building program; took the 
first steps to attract high quality man- 
power into the home office organization ; 
and lost no time in bringing up to date 
and making more salable the Philadel- 
phia Life’s policy contracts. 


Emphasis on Manpower Development 


The year-end figures of 1950 tell the 
impressive story of Mr. Elliott’s first 
four years at the helm. Insurance in 
force had jumped to $140,000,000; assets 
were up to $26,000,000 and new paid-for 
business that year was $31,900,000. This 
sizable increase in production reflected 
his emphasis on agency manpower de- 
velopment. His objective,.as explained 
in a recent conversation with The East- 
ern Underwriter, was to build a field 
force of top grade men qualified to 
maintain a high production average. 
This meant that if an agent did not 
have such qualities as stamina, sales 
ability, alertness to the ever changing 
needs of his clientele, he could not fit 
into the Elliott pattern. 

The past ten years of this develop- 
ment program have shown the wisdom 
of his ideas. The avetage size of policy 
produced has steadily increased and 
stood at $8,400 for 1954. For three con- 
secutive years—1951 to 1954—Philadel- 
phia Life obtained a higher percentage 
of its new insurance from present pol- 
icyholders. Best of all, under home of- 
fice encouragement, agents of the com- 
pany in increasing numbers have availed 
themselves of opportunities for educa- 
tional training. The result is that the 
agency staff now includes six members 
of the Million Dollar Round Table, and 
these men have set a goal for them- 
selves of adding to Philadelphia Life’s 
representation in this top-flight group 
in the industry. 

In other words, each MDRT member 
accepted the challenge given by Mr. 
Elliott to “take under his wing” so to 
speak, another promising agent in the 
organization whom he felt to have the 
Possibility of making MDRT member- 
ship. This idea has already produced 
results, yee gad the MDRT members 
Include Russel Gohn of York, Pa.; 
Harry Thoms of Norristown, Pa.; Jack 
Wardlaw of Raleigh, N. C.; Allan Sil- 





verman and James G. Dorman of Phila- 
delphia, and James Durkin of Dallas, Pa. 
Gives Credit to V. P. Joseph E. Boettner 


Mr. 
production 
Joseph E. 


Elliott gives full credit for the 
results in recent years to 
Boettner, CLU, vice presi- 
dent and superintendent of agencies, 
who joined Philadelphia Life in 1951 
after eight years as a general agent of 
the Home Life of New York. In recog- 
nition of his services Mr. Boettner was 
advanced to vice presidency in 1954 after 
his initial years as superintendent of 
agencies. Under his stimulation the field 
force has grown to 150 operating in 15 
states, and a fine spirit of esprit de 
corps is maintained. 

Working in close cooperation with 
Messrs. Elliott and Boettner on produc- 
tion are the following younger execu- 


Fahian Bachrach 
BOETTNER, CLU 


JOSEPH E. 


tives: James H. Burdick and Allan L. 
Smith, both superintendents of agen- 
cies; Philip H. Bentz, director of public 


relations, and John P. Enright, assistant 
superintendent of agencies. 


Elliott in Spotlight at Birthday Dinner 


Biggest event this year for Philadel- 
phia Life was the recent dinner-dance 
in honor of President Elliott and Mrs 
Elliott. It marked the culmination of a 
successful president’s birthday month 
campaign during May in which the com. 
pany’s field organization produced in 
excess of $7,000,000 of new business, a 
27% increase over the highest previous 


birthday month’s production in May, 
1954. 
Paying tribute to the outstanding 


producers in this campaign, Mr. Elliott 
noted that 16 agents personally paid for 
over $100,000 during the month. Many 
others maintained the necessary pace to 
qualify for the company’s bi-centenniai 
convention which will be held in April, 
1956, at the Hotel Fontainebleau, Miami 
Beach. Winners in the president's club 
for greatest volume in the campaign 
were Russel G. Gohn, John T. Lord, 
Herbert Edelstein, Erwin Gaston and 


George H. Werl. Producers’ club prizes 
for greatest number of paid applications 
were awarded to Alex Newstein, E “4 ety 
T. Stephenson, I. D. Elmore, Sr., I 





Elmore, Jr., and Edward B. Carr. 

In addition recognition was paid by 
Mr. Elliott to the leading general agents 
for volume during the month’s cam- 
paign: Charles H. Smolens, Edwin A. 
Schweriner and the Wirkman Co. Lead- 
ing regional directors were A. H. John- 
son and Nevin A. J. Loose. 


Elliott Educational Foundation 


Particularly pleasing to Mr. Elliott at 
the dinner was when the General Agents’ 
Association and Regional Directors’ As- 
sociation presented him with checks to 
be deposited in the William Elliott Edu- 
cational Foundation. This fund was es- 
tablished a year ago by the general 
agents for the purpose of extending 
loans or grants to assist the children 
or dependents of the Philadelphia Life 
family to further their education. Since 
that time, through contributions made 
by the field organization, directors of 


the company, employes, and an annual 
Foundation Day, the fund has_ been 
sizably increased. So far no requests 


have been received for educational as- 
sistance but Mr. Elliott has expressed 
the hope that “no one will have a feel- 
ing of embarrassment in applying to 
the Foundation .. . 


Early History and Original Officers 


On a recent visit to the Philadelphia 
Life home office a reporter of The East- 
ern Underwriter delved into some of 
the early history of the company and 
its founders. Incorporated on April 17, 
1906, the company was organized for the 
purpose of taking over the business of 
the Philadelphia Mutual Life which 
started in October, 1905, on an assess- 
ment basis. Along with its policies the 
mutual company sold subscriptions to 
the stock of the proposed Philadelphia 
Life Insurance Co. and in this way 
sufficient capital and surplus was sub- 
scribed for a stock company with a rider 
issued that removed the assessment fea- 
ture from the policy. 

Thus, all the capital and the originally 
contributed surplus of Philadelphia Life 
was obtained without any deductions for 
commissions or expenses. This method 
of placing the stock resulted in its wide 
distribution which has continued to the 
present time. 

Founder of both companies 
first president was Andrew J. Maloney, 
an outstanding Philadelphia attorney 
and banker. Small quarters were occu- 


and their 


pied by Philadelphia Life in the North 
American Building, Philadelphia, until 
1915. In that year the companv moved 
into its present building at 111 North 


Broad Street where in recent years addi- 
tional space has been acquired to keep 
pace with growing service requirements. 

Andrew Maloney continued as _presi- 
dent until his death on September 10, 
1921, when he was succeeded by his son, 
Clifton Maloney, also a lawyer. For the 
next 25 years he served as president and 
continues his active interest in the com- 


pany today as a member of its board 
of directors. 
William Elliott came into the Phila- 


delphia Life picture in November, 1934, 
when he purchased the R. S. Plummer 
agency of Philadelphia. He had pre- 


viously served with the Travelers Insur- 
ance Co. for six years as field assistant 
and then as assistant manager in its 
Philadelphia branch. Desiring to return 
to personal production, Mr. Elliott re- 
signed his Travelers position. He has 
never regretted this move for it proved 
to be a stepping stone to the executive 
position which he occupies todav. 


It is recorded in Philadelphia Life 
annals that the Elliott agency was a 
success from the start, rising to the 
rank of No. 1 agency of the company 


which position it maintained from 1936 
through 1944. A year or so later Mr. 
Elliott headed a group of Philadelphia 
businessmen which acquired control of 
the Philadelphia Life. In the interim 
(1944- 46) he had given World War Il 
service as a commander in the U. S. 
Submarine Service. He was in charge of 
the submarine repair unit for the east- 
ern coast. 

Further background facts on his ca- 
reer point to his attendance at the 
United States Naval Academy at An- 
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napolis in 1925, his engineering studies 
at Drexel Institute of Technology, and 
his first engineering job with the Ameri- 
can Bridge Co. in Philadelphia. He made 
quite a name for himself as a specialist 
in Diesel engines. Today his chief out- 
side interests are golf and farming, and 
he and Mrs. Elliott devote much time 
to the Children’s Hospital of Philadel 
phia of which he is a member of the 
board of trustees. He is also chairman 


of the finance committee at Aero Serv- 
ice Corp., active in church and civic 
affairs. 


Accomplishments of the Company 


Now at the height of its expansion 
program, Philadelphia Life reported a 
50% increase in new paid-for production 
for the first quarter of 1955. Its objec- 
tive this year is to top the $60 million 
mark in new business, and with the 
impetus of its Five Star program the 
company is confident that this goal will 
be achieved. 


This Five Star plan was conceived a 
year ago when President Elliott and 
Vice President Boettner decided to re- 


duce the number of policies in its rate 
book and to concentrate on just five 
including Preferred Risk Ordinary life, 


juvenile and retirement income. The 
response from the field was immediate 
and gr itifying. The company noted a 


“sudden burst” of term conversion to its 
new Preferred Risk plan. The results 
since that time have more than justified 
the change-over. Said Mr. Elliott: “The 
idea of simplifying both sales material 
and our rate book and making our agents 
experts in a few plans is basically sound 
and is bound to work out to a success- 
ful conclusion,” 

Today 95% of the company’s agents 
are specializing on five plans which 
cover a man’s life span. Vice President 
Boettner in a recent convention address 
spoke of them as follows: “The Guar 
anteed Estate Builder takes care of a 
child’s early years and the face amount 
quintuples at age 20. This is followed by 
the PLICO Protector which offers max 
imum protection at low rates when the 
client is at a younger age. The PLICO 
Preferred takes him into the years when 


he has increased earnings and thus is 
able to covert his Protector term insur 
ance to the PLICO Preferred Risk Or 


dinary policy. After this time the client 
begins to think in terms of retirement 
and this phase is covered by retirement 
income endowment at age 65. For the 
client who is uninsurable because of a 
physical impairment or occupational haz 
ard, we have the annuity.” 

As a final word, it is appropriate to 
mention that 82% of the stock of this 
company is owned by the directors, of 
ficers, employes and agents. Breakdown 
of its distribution shows a wide owner- 
ship among Philadelphia Life’s fieldmen. 
This is one of the strongest reasons for 
the sound growth of the company. 
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Ward Phelps Named by 
National Life of Vt. 


SUPERINTENDENT OF AGENCIES 





Former Field Relations Director of 
Mutual of N. Y. Takes Over New 
Duties August 1 


Appointment of Ward Phelps, CLU, 
as superintendent of agencies of Na- 
tional Life of Vermont, Montpelier, ef- 





fective August 1, was announced by 
Clyde R. Welman, CLU, agency vice 
president. 

Widely known in the life insurance 
business, Mr. Phelps was director of 





WARD PHELPS 


field relations of Mutual Life of New 
York, a post he has held since 1952. 
He joined that company in 1944 and a 
vear later was appointed director of 
training. 
ee “f ] Pay r 29a re 
Prior to that he served for ten years 


as a consultant in the company rela- 
tions division of the Life Insurance Sales 
Research Bureau, Hartford, now known 


as Life Insurance Agency Management 
Association. In that capacity he trav- 
eled considerably about the country, 


visiting many head offices, and speaking 
f managers and life underwriter 
i meetings. Mr. Phelps en- 
tered the life insurance business in 
1930 as a member of the home office 
agency department of the Sun Life In- 
surance Co. 

With Mutual of New York, Mr. 
Phelps gained distinction in his work 
with the nationwide training organiza- 
tion for the company’s field forces. Dur- 
ing that time he continued his interest 
in the affairs of LIAMA serving on the 
management training committee and sev- 
eral others. 

The son of YMCA missionaries, 
Phelps was born in Kyoto, Japan, and 
attended grade and high school in that 
country. He is a graduate of Yale Uni- 
versitv; a deacon of the Second Con 
gregational Church, Greenwich, Conn., 
and president of the Greenwich YMCA 


before 


association 


Mr. 
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Annual Meeting Program 
Of Life Advertisers Assn. 


The annual meeting of the Life Insur- 
ance Advertisers Association will be 
held at Hotel Essex, New York City, 
September 14-16. President of the as- 
sociation is A. H. Thiemann, second vice 
president, New York Life. The follow- 
ing is the list of speakers: 

Superintendent Leffert Holz, 
York State Insurance Department. 
J. Myers, president, 


New 


Clarence New 
York Life. 

Gardner Cowles, president, Cowles 
Magazines, Inc., and a director of Bank- 
ers Life Co. 

Milton J. Goldberg, assistant superin- 
tendent, agency department, Equitable 
Society. 

Pierre Martineau, director of research, 
Chicago Tribune. ; 

Edgar Morton, director of agencies, 
North American Life of Toronto. 

Alex F. Osborn, chairman of board 
and co-founder of Batten, Barton, Durs- 
tine and Osborn, Inc. 

George P. Shoemaker, CLU, general 
agent, Provident Mutual Life. 

Theme of the conference 
“Geared for Action.” 


will be 


Continental Assurance 
Makes Rate-Policy Changes 


Continental Assurance has distributed 
new soliciting manuals to the field, fea- 
turing major changes in rates and poli- 
cies. Most changes were made effective 
June 15 with a few deferrable to August 
1 at the discretion of producers. 

Chief among the changes was sharp 
reduction in waiver of premium rates 
with maximum decreases applying at 
younger ages. Percentage-wise, on Or- 
dinary life plans. the decrease aver- 
aged approximately 35%. 

Reflected in revised annuity and re- 
tirement income rates are changes due 
to increased longevity. In the case of 
annuity rates, the interest factor used 
in calculating premiums was raised so 
that some rates, instead of an increase, 
show an actual decrease. Shift was made 
in commuted values of retirement in- 
come contracts, changing maturity values 
and increasing early cash values so that 
new contracts actually are more attrac- 
tive to buyers. 

A further reflection of mortality im- 
provement is found in settlement option 
4 (life income), effective August 1. The 
new table provides $6.16 monthly income 
against $6.30 under the former table. 

Liberalization marks the change in the 
lite expectancy Term conversion period. 
In all cases, conversions may now be 
made up until five years before expira- 
tion. 

Previously, conversion was allowed up 
to five years before expiration, but not 
after age 65. 

Continental Assurance’s new non-can- 
cellable accident and_ sickness _ policy, 
rates, limits, and occupational classifica- 
tions have been incorporatd in the new 
manual. Also included are three new 
contracts: Underwriters Preferred, Life 
Paid Up at 65 with return of premiums 
and the Family Security contract, which 
provides reducing Term insurance with- 
out a basic policy. 
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GROUP MANAGERIAL OPPORTUNITY 


Regional Group Manager for New York company. Territory—Atlantic and New 
Must be thoroughly experienced in Group Sales and Service. | 
Salary commensurate with experience plus production incentive. Please reply to 
Box 2330, The Eastern Underwriter, 93 Nassau Street, New York 38. 





Tufts Doctor of Laws Degree 


For Hancock Director Hanify 

The third company official to be hon- 
ored by educational institutions ‘this 
month, John Hancock director, Edward 
B. Hanify, was awarded an honorary de- 
gree of Doctor of Laws at the commence- 
— exercises at Tufts College on June 


Mr. Hanify, who is a partner of 
Ropes, Gray, Best, Coolidge & Rugg, 
Boston law firm, is a graduate of Holy 
Cross College and Harvard Law School, 
and is a member of the American Law 
Institute and the Boston and Massa- 
chusetts Bar Associations. 

Active in civic and community activi- 
ties, Mr. Hanify is president of ‘the 
board of managers of the Boston Dis- 
pensary and a member of the advisory 
board of the Massachusetts Department 
of Public Welfare. In 1950, he served as 
chairman of the Greater Boston Com- 
munity Fund Campaign, and in ‘that 
same year was one of ten Bostonians 
under 40 years of age whom the Boston 
Chamber of Commerce honored with an 
award of merit at the Boston Jubilee. 

John Hancock’s executive vice presi- 
dent, Byron K. Elliott, was awarded the 
honorary degree of Doctor of Laws by 
Indiana University last week, and Di- 
rector Ralph Lowell was similarly hon- 
ored by Bates College. 





United Benefit’s Group Life 
Passes $500 Million Mark 


United Benefit Life of Omaha’s Group 
life insurance in force passed the $500,- 
000,000 mark in May, Albert W. Randall, 
assistant vice president and manager of 
the Group department, announced. 

Mr. Randall attributed the Group de- 
partment’s accomplishment to the con- 
tinued expansion of Mutual of Omaha’s 
and United of Omaha’s network of re- 
gional Group offices and the increased 
use of Group insurance in our economy. 

Three offices—in Detroit, Denver and 
Columbus, Ohio—were added to the net- 
work last year. A major expansion pro- 
gram is now underway, with more new 
regional Group offices in at least four 
major markets planned for this year. In 
addition, the staffs of present offices are 
being bolstered with additional person- 
nel as they complete six months in the 
Group training program. 

Teamed with the many regional Group 
offices is the entire Mutual of Omaha 
and United of Omaha staff of over 100 
general agents, who supervise more than 
325 service offices and more than 10,000 
career-irained representatives through- 
out the 48 states, the District of Colum- 
bia, Canada, Alaska, Hawaii, Puerto 
Rico and the Canal Zone. 

Group department premium income for 
United of Omaha last year increased 
82% over 1953. Mutual of Omaha Group 
premium income for the same period in- 
creased 39%, 
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Don't Waste Time 
“Shopping” .. . Make 


SAMUEL D. ROSAN 
AGENCY, INC. 


Your One-Stop Super 
Market for Life 


NEW ADDRESS 
14 Maiden Lane, New York 38 
BEekman 3-8114 


CONTINENTAL ASSURANCE CO. 
Chicago, Ill. 
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Ordinary Sales Increase 


Nevada showed the greatest rate of 
increase in Ordinary life insurance sales 
in May with Montana second and Mis- 
sissippi third, it is reported by the Life 
Insurance Agency Management Associ- 
ation, which has analyzed May sales by 
states and leading cities. Countrywide, 
Ordinary business increased 19% in May, 
compared with May, 1954, while Nevada 
sales gained 79%. In Montana, May sales 
were 78% over a year ago and in Mis- 
sissippi, 42%. 

For the first five months, with national 
Ordinary sales up 17% from the year 
before, Nevada led with an increase of 
64%, with Montana in second place, 
up 52% from the corresponding period 
of last year. 

Among the large cities, Detroit showed 
the greatest rate of increase for May, 
with a gain of 40%. Boston was next, 
with purchases up 37%. Detroit also led 
for the five months with a gain of 29%. 





Guarantee Mutual Officers 
Mark 25th Anniversaries 


The second week of June marked the 
completion of 100 years of service in to- 
tal for four officers of Guarantee Mu- 
tual Life, Omaha. Within a few days 
of each other four men joined the Guar- 
antee Mutual Life in 1930 in the latter 
part of May and the first part of June. 
They were J. Kenneth Cummins, Fred 
C. Heidemann, Harold E. Gabrielson and 
Earl C. Christensen. Twenty-five years 
later in 1955 all four are officers of the 
company and celebrated their 25th an- 
niversaries by receiving from President 
Ralph E. Kiplinger gold wrist watches 
appropriately engraved. 
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Men of confidence... 


No one recognizes the 
value of confidence more 
than the life insurance underwriter. 
From the outset of his career, he learns that 
his confidence, or lack of confidence, is quickly reflected in 
his client’s attitude toward him and the company he repre- 
sents. He also learns that only when he thoroughly under- 
stands his profession can he expect to have the confidence he 
needs to succeed. 

That’s why more and more underwriters are turning to 
The American College of Life Underwriters for specialized 
education on a college level. Through the College’s compre- 
hensive program of study, underwriters not only develop an 
understanding of their profession in its broadest sense but 
more important, learn how to interpret that knowledge in 


terms of answering individual needs and wants. By familiariz- 


ing themselves with the many complex facets of life insurance, 
they expand their fields of opportunity. They increase their 
earnings substantially—quite often during the course of study. 
Moreover, they discover that the College brings them greater 
prestige and public acceptance. 

The Union Central Life Insurance Company recognizes 
the tremendous influence The American College of Life 
Underwriters has in developing successful career underwriters. 
And to encourage its own field force, the Company supplies 
study books and supplementary material. In fact, the Com- 
pany pays all authorized expenses for successful graduates. 
For Union Central knows that C.L.U. graduates are better in- 
formed and better equipped to serve themselves and members 


of their communities with confidence. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 
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Annual Meeting At White Sulphur Springs 





Elect Arthur F. Priebe 
Round Table Chairman 


WITH PENN MUTUAL IN ILLINOIS 


New Vice Chakvenee Is Howard D. 
Goldman, CLU, of Richmond; Both 


Have Long Experience 





The new chairman of the MDRT is 
Arthur F. Priebe of Rockford, Ill., who 
has been with Penn Mutual since 1933. 


Born in Omaha he is a graduate of 
University of Illinois, Class of 1927, 
where he majored in accounting. He 
worked his way through college and 





F, PRIEBE 


ARTHUR 


among other activities ran the Daily 
Ilinois, the college newspaper, and also 
he sold life insurance part-time. After 
leaving U. of Ill. he entered salesman- 
ship and became vice president of a 
manufacturing company in a small Ilh- 
nois City, and then in 1935 he joined 
Penn Mutual Life in Champaign, IIL, 
five years later going to Rockford, IIL, 
with that company. 


For ten years a qualifying member of 
MDRT he rolled up 215 months of con- 


secutive membership in his company’s 
Leaders Club. One of the most sought 
after speakers in the business he has 
appeared before many life underwriter 
associations in United States and Can- 


ada and has described his programming 


and marketing methods to a number of 
graduating classes including Extension 
Division of Purdue University. He has 
held all offices in Rockford Life Under- 


writers Association and is past president 
of the Rockford Chamber of Commerce 
and of Community Chest of that city. 
New Vice Chairman 
chairman of MDRT is 
Goldman, CLU, who is with 


Mutual in Richmond. A 
University of Virginia, he 


New vice 
Howard D. 
Northwestern 
graduate ot 


Ciena Northwestern Mutual in 1924 
when 20 years old. He was appointed 
general agent for the state of Virginia 


in 1949. Mr. Goldman first qualified for 
MDRT in 1942 and has been a member 
every year since. He is a past president 


of Richmond Life Underwriters Asso 
ciation, of the Richmond CLU chapter 
and of the Life Insurance and Trust 


Council. 


MDRT Women at Meeting 


The women members of MDRT who 
attended its convention in White Sul 
phur Springs this week are Sis Hoff- 
man, Cincinnati; Alyse Laemmle, Los 
\ngeles; Ethel Gwinn, Chicago, and 


Moo kit New York. 


Tsui, 











MDRT Annual Meeting 


(Continued from Page 1) 


estimates and promises that honest men 
know cannot be kept. The agent is often 
being bypassed to ‘the advantage of 
those who made no sale and are not pre- 
pared to render service. Some visualize 
a one-shot mass distribution package to 
cover total needs including all depend- 
ents. 

“We have under Social Security at 
present levels a program that is danger- 
ously unsound. All of these things indi- 
vidually and collectively are threats to 
the life insurance business as we know it 
and to the agency system under which 
life insurance has reached its present 
mass acceptance. These are common 
problems to all agents.” 


The Program 


The program of MDRT opened with 
a breakfast on Tuesday morning pre- 
sided over by Chairman George B. 
3yrnes who is a general agent of the 
New England Mutual in New York. This 
was followed by an invocation by Rev. 
L. O’Brien, S.J., director of Loyola 
Jesuit Retreat House, Portland, Oregon. 
President Robert L. Walker of National 
Association of Life Underwriters, who 
is with Peninsular Life, Orlando, Fla., 
made an address. 

At Tuesday morning’s session Arthur 
F. Priebe, CLU, who for past year has 
been vice chairman of MDRT, and who 
is with Penn Mutual, Rockford, IIL, 
presided. He introduced Donald G. 
Dutcher, surrogate, Bergen County, New 


Jersey, whose topic was “What Happens 
When a Man Dies?” 

Next came the powerful drama “Is 
This Your Life?” which was written and 
directed by Laflin Jones, CLU, home 
office official of Northwestern Mutual 
Life. 

Room-Hopping Sessions 
On_ Tuesday afternoon came room- 


hopping sessions with these moderators: 
Vincent A. Miletti, Northwestern Mu- 
tual, Newark, “Periodic Revaluation of 
Business Interests”; Harry Steiner, CLU, 
Equitable Society, Chicago, “Business 
Insurance—What a Business”; Edward 
J. Mintz, New York Life, Salinas, Cal. 
“Motivating Business Estate Owners to 
Necessary Action Under 1954 Revenue 
Act”; Harry R. Schultz, CL U, Mutual 
of New York, Chicago, “Partnerships 
Provide Problems”; Paul W. Cook, CLAN, 
Mutual Benefit Life, Chicago, “ ‘Imaging’ 
Business Insurance Into Being”; Lusk 
G. Hardy, Imperial Life, Toronto, “Es- 
tate Planning in Canada”; David W. 
Ashley, CLU, Northwestern National 
Life, Fort Worth, and Selby L. Turner, 
New England Mutual, New York, “In- 
suring Physicians”; Grant L. Taggart, 
California-Western States Life, Wyom- 
ing, “Insurance for Widows and Or- 
phans”: Donald G. Dutcher, “Probate 
Procedures.” 

New developments in 
Agent’s Estate” were discussed at 
Wednesday morning’s session with 
George B. Byrnes as chairman and Lam- 
bert M. Huppeler, vice president, New 
England Mutual, as moderator. This ses- 
sion was addressed by John Barker, Jr., 
general counsel of New England Mutual. 

There followed a panel of MDRT 
members on. basic. selling techniques, 
with William D. Davidson, CLU, Equi- 
table Society, Chicago, presiding; mod- 
erator was G. Nolan Bearden, general 
agent, New England Mutual, Beverly 
Hills. Speakers were J. S. Sierra, Great 
Southern, Dallas; Edward Russo, North- 
western Mutual, Baltimore, and Daniel 
H. Coakley, New York Life, Boston. 

Room-hopping topics and speakers 
Wednesday were these: 

Benjamin Stern, New England Mutual, 


“Planning an 


New York City, “The Vanishing Ameri- 
can—The Man Who Owns His Own 
Life Insurance.” 

Loren D. Stark, CLU, Connecticut 
Mutual, Houston, “Estate Planning To- 
day.” 


Kenneth R. Mackenzie, CLU, New 


Mintz Reviews Cases Closed 


Under 1954 Revenue Cod2 

Edward J. Mintz, CLU, Salinas, Calif., 
New York Life, reviewed cases he has 
closed under the 1954 Revenue Code. 
Two specific cases were made possible 
under Section 303: the first was where 
stock represents less than 35% of one’s 
gross estate. The second was where one 
owns stock in more than one corpora- 
tion. Additional sales were also made 
to those who bought insurance under 115 
UG) (3). 

Discussing Section 302 where estate 
doesn’t qualify under Section 303, but 
where insured wants to put part of his 
stock redeemed without a dividend, he 
cited two situations: 

(A) After redemption, stockholder or 
his estate must retain less than 50% of 
the voting stock and less than 80% of 
the voting stock he held before redemp- 
tion. 

(B) Even if, all of the stock is re- 
deemed, possibility of dividend if estate 
owner's | spouse, child, grandehild, or 
grandchildren are among the remaining 
stockholders. 

_Stock purchase rather than stock re- 
tirement may be only safe mechanism of 
buying stock of deceased stockholder in 
such cases. 





Keep on Track, Says Coakley 

Daniel H. Coakley, New York Life, 
Boston, talked on the importance of 
closely following the sales track, and the 
danger in any deviation. Most impor- 
tant to remember, he said, is being 
highly selective in prospecting to avoid 
waste of time. 

“Spend a minimum amount of your 
hours in your office and a maximum 
amount with prospects, customers and 
centers of influence,” he advised. 





England Mutual, Boston, “Trusts Sell 


Insurance, Too.” 


William L. McKechney, Northwestern 


Mutual, Chicago, “Fundamental Estate 
Planning.” 

Dan A. Kaufman, CLU, Northwestern 
ae Chicago, “The In-Between 
ase, 

Sam H. Rumph, CLU, Northwestern 
Mutual, Atlanta, and George M. Vena- 
ble, Northwestern Mutual, Columbus, 
Ga., “Selling the Combined Pension- 
Profit Sharing Package to the Same 
Corporation.” 

Leo P. Mirsky, CLU, New England 
Mutual, New York City, “Pensions That 


Sell Themselves.” 

Ron Stever, CLU, Equitable Society, 
Los Angeles; Harold L. Regenstein, 
Massachusetts Mutual, and C. — 
Post, CLU, both of New York, Group 
Coverages and Variable Annuities.” 


Presiding at Thursday’s session was 
Howard D. Goldman, CLU, Northwest- 
ern Mutual general agent, Richmond, 
Va. 


First speaker was Denis B. Maduro, 
New York lawyer. 

Next came the principal speaker at 
the convention, Commissioner of In- 
ternal Revenue T. Coleman Andrews. 

A panel then took place on current 
sales opportunities. Moderator was 
Theodore C. Widing, CLU, Provident 
Mutual, Philadelphia. sgh were: 
J. Welldon Currie, New England Mu- 
tual, Miami, “Selling Business Insurance 
in 1955,” and Edwin G. Davies, Manu- 
facturers Life, Los Angeles. 

A special session for Canadian mem- 
bers had Arthur F. Priebe presiding 
and moderator was Paul Audet of Pru- 
dential Assurance, Quebec City. David 
A. Donaldson, CLU, London Life, To- 
ronto, and Rodney Hull, Mutual Life 
of Canada, spoke on business insurance 
and estate analysis. Sol Eisen, Canada 
Life, had as his topic: ‘ ‘Pension Trusts, 
Group Annuities, Deferred Compensa- 
tion, Employe Benefit Plans in Canada.” 


— 


Surrogate’s Warning 
About Making of Wills 


MISTAKES WILL BE COSTLY 


Surrogate Dutcher Says Avoid Contro. 
versy or Lawyers Will Be 
Your Heirs 


Surrogate Donald A. Dutcher of Ber. 
gen County, New Jersey, told MDRT 
“What Happens When a Man Dies?” 
The most exciting business in the world, 
he said, is that of dealing “with dead 
men’s money,” and the persistent, quar- 
relsome, but lovable people who think 
they ought to get it. 

“Most of us are hopeful that we will 
come into possession of one or more of 


those fabulous inheritances 
wealthy relatives or friends,” he said. 
“If actual distribution is delayed, we 
become inquisitive, then concerned, and 
finally aggravated. Each of us should 
know something of the mechanics—the 
legal processes—that bridge the capa- 
cious gap between the date of death and 
the transfer of money and property t 
the heirs. 

“Then, too, the majority of us have 
been or will be called in to manage some- 
body’s estate. This little known and less 
understood venture presents a challenge 
of the first magnitude. We should have 
at least a minimum understanding of the 
qualifications and requirements of such 
a complex job. 

Judge Dutcher then discussed _ the 
problems from three points of view: 

1. The standpoint of those who dic 
leaving a will, and common _ mistakes 
made in drafting and execution of such 
instruments. 

2. The absence of a will, the greatest 
mistake of all. 

3. The appointment of legal guardians 
for minor children. 

Some Subjects Discussed 


from our 


He described executors; their integ- 
rity; whether executor is still living: 
indecision, superstition, joint owner. 
ship, contrivance, consanguinity,  busi- 
ness ownership, and the agent. 

One point he made was this: “What 


you leave: at your death, let it be with- 
out controversy, else, the lawyers will be 
your heirs.” 





O. Kelley Anderson Gives 
World Atlas as Souvellil 


For many years the home office of 
each MDRT chairman has presented to 
each member: of MDRT and guests at 
MDRT annual conventions a_ souvenir 
of the meeting. At the breakfast session 
of the MDRT meeting in White Sul- 
phur, President O. Kelley Anderson, 
New England Mutual Life, announced 





Deni 
City | 


| change 


under 
Amo 
provisi 
yersiol 
cident 
able Cl 
versio! 
of cast 
law. | 
interes 
most ‘ 
For 
the in 
an eX! 
signme 
of rev 
if the 
policy 
which 
certain 
sured 

assign 
certain 
the as: 
the pt 
happet 
same 1 
case W 
life of 
party 

ficiary 
in the 


In tl 
a revel 
less th 
serves 
expres: 
will re 
upon 

event. 


The 





J 


In di 
benefit 
Bernar 
ark, to 
Imm. 
$255. 

Mon 
more ¢ 
Mon 
child u 
No § 
est chil 
age 65. 
At: 
month] 
ing) $1 
and wi 
month] 





that his company was presenting a worl 
atlas. These books, leather bound, with 
the recipient’s name imprinted in gold, 
were mailed to the members and guests 
to obviate the need of carrying them 
home from White Sulphur Springs. 





Davies on Effect of Doing 
AwayWith Premium Pay Tes 


It is possible to sell millions of dollars 
of life insurance under the new 195 
revenue provisions which eliminate the 
premium paying test in determining 
whether or not life insurance will bé 
taxable as part of the decedent’s estate 

Commenting on this, Edwin G. Davies 
Manufacturers Life, Los Angeles, sail 
that under the new legislation it ™ 
longer matters whether or not the de’ 
ceased directly or indirectly paid_ th 
premiums for life insurance carried om 
his life. The test is whether or not. the 
insured at the time of his death retainel 
any incidents of ownership in the pr 
ceeds. 
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Million Dollar Round Table Annual Meeting At White Sulphur Springs 





—_—_—_ 


Denis Brandon Maduro, New York 
City lawyer, told MDRT members of 
changes in estate planning techniques 
under 1954 revenue code. 

Among other things he discussed the 
in 1954 code that a “5% re- 
versionary interest” constitutes an in- 
cident of ownership. He saw consider- 


able confusion in the meaning of a re- 
yersionary interest, especially the types 
of cases Where it arises by operation of 
lav. In his opinion, the reversionary 
interest is not only a simple one, but in 
most cases, is academic. 

For example, in the type of case where 
the insured makes an outright gift of 
an existing policy by an absolute as- 
signment, the only way that the problem 
of reversionary interest could arise is 
if the instrument of assignment or the 
policy contract contains any provision 
which either (a) expressly states that 
certain rights are reserved to the in- 
sured and are not the property of the 
assignee, or (b) expressly states that 
certain rights which are transferred to 
the assignee will return to and become 
the property of the insured upon the 
happening of certain specific events. The 
same rules apply in the second type of 
case Where a new policy issued on the 
life of the insured is applied for a third 
party who is also named the sole bene- 
ficiary and the sole owner of all rights 
in the new policy. 


provisi¢ mn 


New Insurance 


In that second case of new insurance, 
a reversionary interest cannot exist un- 
less the new policy either expressly re- 
serves certain rights to the insured, or 


expressly provides that certain rights 
will revert or be vested in the insured 
upon the happening of any specific 
event. 


The third type of case is where an 





Lewis on SS Benefits 


In discussing maximum Social Security 
benefits used in a life insurance program 
Jernard G. Lewis, The Prudential, New- 
ark, told MDRT of these: 
Immediate lump sum death benefit of 
$255. 

Monthly income to widow with two or 
more children under age 18—$197.10. 
Monthly income to widow with one 
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child under age 18—$147.80. 

No SS income to widow after young- 
est child reaches 18 until widow becomes 
age Od. 

At age 65, widow receives $73.90 
monthly for life. Husband (wife not liv- 
ing) $108.50 monthly for life. Husband 
and wife, both living and age 65, $262.80 
monthly for life. 





. 

Small Corporation Prospects 
George M. Venable, Northwestern Mu- 
tual, Columbus, Georgia, and Sam H. 
Rumph, CLU, same company, Atlanta, 
gave their views to MDRT this week 
on selling the combined Pension-Profit 
sharing package to the small corpora- 
tion. They said employe incentive and 
retirement programs are important to 
small corporations as well as to large. 
Combination of plans enable corpora- 
tions to take full advantage of tax sav- 
Ings without large fixed commitments. 
Plans tend to reduce turnovers. 


Meeting for Canadians at 
White Sulphur Springs 
A special session for Canadian mem- 
bers of MDRT was held on Thursday 
ot this week. Among guests was C. W. 
Mealing, North American Life agent and 


President of Life Underwriters Associa- 
tion of Canada. 


Maduro on Reversionary Interest 


existing policy is transferred to an irre- 
vocable trust, and this illuscrates a re- 
version by operation of law. 

Assuming that title to a policy is com- 
pletely transferred to the trustee of 
the trust in this third type of case, a 
reversionary interest cannot exist unless 
either (a) the trust agreement contains 
provisions which expressly provide that 
some right in the policy belongs to the 
insured or will revert or be vested in 
the insured upon the happening of a 
specific event or (b) the trust agreement 
fails to contain provisions which dispose 
of the policy and its proceeds under al 


possible circumstances to persons or 
parties other than the insured or his 
estate. 


Under the operation of the applicable 
laws of property rights, the absence of 
those provisions may result in the pos- 
sibility that the insured or his estate will 
become the owner of the policy or its 
proceeds at some future date. This is 
what is known as a “reversion by opera- 
tion of law.” 

There have been several articles and 
talks which raise the question as to 
whether a reversionary interest exists by 
operation of law where an insured age 
50 makes an outright gift of his policy 
to his wife age 50. The alleged theory 
is that the husband has more than a 
5% chance of surviving his wife, and she 
may bequeath the policy to him by will, 
and, therefore, a reversionary interest 
exists. The only error in that alleged 
theory is its conclusion which assumes 
that a right of inheritance or an ex- 
pectancy of an inheritance is the same 
in law as a reversionary interest. 

Mr. Maduro said he could not sub- 
scribe to that conclusion or assumption. 





RETIREMENT LEGISLATION 


ALC and LIAA Ask That Life Insurance 
Be Included in Self-Retirement 
Plan Tax Legislation 

If Congress enacts individual retire- 
ment legislation, life insurance should be 
included as one of the methods by which 


individuals would be permitted to accu- 
mulate their own retirement funds, the 
American Life Convention and Life In- 
surance Association of America said 
this week. In a statement filed with the 
House Ways and Means Committee in 
connection with hearings on the Reed- 
Jenkins-Keogh self retirement legisla- 
tion, the two life company organizations 
expressed accord with the underlying 
philosophy of the proposed legislation, 
which would allow individuals who are 
not covered by company retirement 
plans to exclude a portion of their an- 
nual income from Federal income taxes 
if they set up self-retirement savings 
plans. : 

However, the ALC and LIAA said the 
legislation should be amended so that 
individuals who establish their own re- 
tirement plans to gain the advantages 
of the proposed tax law would not be 
deprived of the right to select life in- 
surance because it is one of the most 
important and extensively used methods 
of providing personal retirement bene- 
fits. 

If the individual retirement problem 
is to be solved along the lines of the 
pending legislation, the ALC and LIAA 
said, “the life insurance companies 
strongly recommend that the bills be 
amended to include a provision permit- 
ting individuals to accumulate their re- 
tirement savings in both new and exist- 
ing life insurance policies without the 
intervention of a trust. Only the sav- 
ings feature of the policy would qualify 
for tax deferment. The cost of the in- 
surance protection as distinguished from 
the savings feature of the policy would 
not qualify. This tax treatment would 
parallel the use of life insurance policies 
under qualified employe pension plans.” 





, 
a level 


Planning an Agent’s Estate 
Discussed by John Barker 


John Barker, Jr., vice president and 
general counsel of New England Mutual 
Life, discussing new developments in 
planning an agent’s estate, dealt in some 
detail with the Oates case decision of 
the Seventh Circuit Court of Appeals 
permitting the spreading of renewals on 
the 15-year period 
retirement. This levels the 
Federal income tax as well as the com- 
mission, provides a satisfactory pattern 
of retirement income for the recipient, 
and if he dies during the period of pay- 
ment it furnishes a somewhat 
stable income for the widow. 

“The taxing authorities have lost one 
important contest in the Oates case,” 
said Mr. Barker, “but they cannot be 
expected to relax their efforts to find 
some vulnerable feature in the spreading 
agreements which apply to vested re- 
newals 


basis over 


following 


more 


on business already produced. 
While this case has represented the law 
for three years, these may be years of 
armed truce. 

“The 


spread 


that have made a 
arrangement avail- 
that the agent 
must agree to assume all the risks that 
it entails. If the tax court should require 
him to include what he would have re- 
ceived under his prior to its 
amendment, then he must shoulder this 
burden either by complying or by en- 
gaging counsel to resist the ruling. Lest 
this sound too discouraging, I will ven- 
ture the opinion that the Oates decision 
is good law and should continue to be 
followed as long as the parties to the 
spread-out amendment appreciate that 
it is not subject to revocation or modi- 
fication after it has been put in opera- 
tion.” 

Mr. Barker also discussed the use of 
testamentary trusts, outright bequest, 
marital deduction, selection of fiduciaries 
and the selection of an attorney. 


companies 
commission 
able have each insisted 


contract 





Currie on Business Insurance 

J. Welldon Currie, New England Mu- 
tual, Miami, in discussing before MDRT 
sale of business insurance in 1955, said 
that an agent must first classify his pros- 
pect. Is it a close corporation with one 
to five stockholders? Is its stock listed 
on the open market? Is it a one-man 
business? Is it a partnership or what? 
After the prospect has been classified, 
he must be qualified. The information 
desired for qualification information 1n- 
cludes who runs the business, how old 
the executives are, whether it is a suc- 
cess, what is the operating working 
capital, the net worth, the sales volume, 
and the bills paid, and, frequently, do 
assets include cash value of life insur- 
ance owned on officers ? 





MDRT Sees Jones Drama 


Laflin C. Jones, CLU, director of in- 
surance services and planning of North- 
western Mutual Life, and most famous 
dramatic sketch writer in life insurance, 
has written a new play for Million Dol- 
lar Round Table. Its objective is to 
make each agent in the audience iden- 
tify himself with the principal character 
on the stage and thus gain a more vivid 
insight into his own role in his work in 
his community. The play, called “Is This 
Your Life?” was presented on Tuesday 
morning at the Greenbrier. From Mil- 
waukee came the play’s star, Kenneth 
W. Greaves of Shorewood Players, that 
city. 





| Outgoing Chairman 








Falion Bachrach 


B. BYRNES 


GEORGE 





Stark on Estate Planning 

In estate planning today Loren D. 
Stark, CLU, Connecticut Mutual, Hous 
ton, Tex., said these are some topics to 
be considered: 
‘Valuation of estate assets: business 
interests and other interests. 

Reconstructing the estate inventory: 
cost based on different distribution pat 
the will of each 


terns contained in 


owner, cost based on the adoption of a 
gift program. 

Analysis of the residual estate: what 
is to be liquidated and what is to be 
retained. 

Estate liquidity: life insurance solves 
the problem. 


The Widows and Orphans 

Grant L. Taggart, veteran MDRT 
member of Cowley, Wyo., California- 
Western States Life, gave as themes 
at a MDRT panel in White Sulphur 
Springs on “Insurance for Widows and 
Orphans,” these highlights: 

This type of insurance is the agent's 
greatest compensation. 

To write a substantial amount of this 
insurance is the agent’s responsibility to 
his friends and neighbors. 

Many such applications bring success 
for agents and service to others. And it 
is important to be each other’s renewal 
agents. 

The emphasis is necessary in writing 
educational endowments. 


Miss W yatt to Marry 
Judith Wyatt, daughter of Clarence 
W. Wyatt, vice president of John Han- 
cock in charge of Group activities, and 
Mrs. Wyatt will marry Richard Patton 
Melick on July 16. The wedding cere 
mony will be performed in South Con 
gregational Church, Centerville, Mass. 


MRS. H. N. SLOANE GOLF WINNER 

Mrs. Harold N. Sloane, whose husband 
is a general agent of Continental Assur- 
ance in New York, was one of the win- 
ners in a recent member-guest golf tour- 
nament of Hampshire Country Club in 
Westchester County. Playing with Mrs. 
Harold Sporn, she and her partner won 
the low net prize. The Sloanes’ home 
golf course is at Vernon Hills, C.C 


Tuckahoe, N. Y 
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Joy Layton Leaving 
Life Ins. Assn. of Amer. 


CHARGE OF CLIPPING SERVICE 





Former Well-Known Newspaper Woman 
and Friend of Brilliant Writers 
and Humorists 





Joy Layton, for some years in charge 
of the magazine and newspaper reference 
the library of Life Insurance 
America, and whose early 
journalism here, is 


work of 
Association of 
career was in daily 
soon to retire. 
Born in Newark, 
of that 


a member of an old 


family city, she was educated 


Leo Friedman 


JOY LAYTON 


at Barringer High School there. Her 
first position was with an advertising 
concern. Next, she joined the staff of 


the old New York Globe where she was 
in charge of the clipping service. The 
Globe had the most. brilliant 
staffs of any and Miss Layton 
became a friend of many there who 
have since become famous in literature, 
drama and art as well as journalism. 
They included Russell Crouse, co- 
author of “Life With Father” and “Call 
Me Madam,” the big Irving Berlin- 
Ethel Merman musical; Bob Ripley, 
whose “Believe It or Not” drawings are 
still syndicated to papers throughout the 
world although he has been dead for 
some years; Webster, the Herald Trib- 
une cartoonist whose satirical drawings 
are still widely printed daily although 
he also is dead. 
Maxwell Anderson, 


one of 
paper 


Pulitzer Prize 


playwright; H. I. Phillips, humorous 
columnist of Scripps-Howard newspa- 
pers; Wesley Stout, former editor of 
Saturday Evening Post; Henry Seidel 
Canby, editorial chairman, and Amy 
Loveman, associate editor, Saturday 
Review. 

From the Globe Miss Layton went 
with the Post, one of the oldest daily 
papers in the United States. 

The late George T. Wight, manager of 


Association of Life Insurance Presidents 


(now Life Insurance Association of 
America), offered her the clipping job 
of the association. She said she would 


accept it temporarily as she was con- 
sidering several jobs in journalism, ad- 
vertising and in the financial district 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAIn 4-7951-2-3 











George A. Bangs Dead at 87 


George A. Bangs, 87-year-old former 
president of American United Life, died 
recently at his residence in Indianapolis. 

3orn in LeSueur, Minn., Mr. Bangs 
went to Indianapolis in 1933 when he 
becaming managing director of the old 
United Mutual Life. After the merger 
of United Mutual and American Cen- 
tral, he became managing director of 
the new company, American United 
Life. He was elected president in 1940 
and retired in 1948 





about which she had been approached. 
3ut she liked working for the Associa- 
tion and the people in it, and remained 
there. 

When Miss Layton was attending Bar- 
ringer High School in Newark one of 
her teachers was Sara Fawcett, art 
director of Newark schools, who thought 
that Miss Layton had art talent and 
could do well in commercial art. She 
has always maintained her interest in 
art and still has many designs she did 
in the art school. 

“I really started to draw when I was 
10 years old,” she told the writer. “I 
may try to put on pottery or ceramics 
some designs I formerly drew. And may- 
be I will also do some writing. I also 
expect to take another trip abroad.” 


General Agents and Managers 
Program, NALU Convention 


M. L. Camps, chairman of the General 
Agents and Managers Conference which 
will be held August 23 at National As- 
sociation of Life Underwriters annual 
convention in St. Louis, says that five 
of the principal speakers before the 
meetings will be John A. Lloyd, execu- 
tive vice president, Union Central; 
Robert W. Osler, Rough Notes Co.; 
Kenneth R, Strang, John Hancock, De- 
troit; Bethel W. Walker, New York Life 
manager, San Francisco; and Horace R. 
Smith, CLU, Connecticut Mutual, super- 
intendent of agencies. Program chair- 
man is Henry M. Persons, manager, 
Mutual Life of New York, Chicago. 
_Mr. Lloyd will start off the first ses- 
sion which will be a luncheon at 
Hotel Jefferson. Mr. Osler will discuss 
“An Outside Look Inside Agency Man- 
agement.” Mr. Strang will evaluate hu- 


man factors. Mr. Walter will talk on 
agency operation. Mr. Smith will tell 


how new agents are trained. He will be 
featured at a two-hour evening program 
at which step-by-step training will be 
illustrated. This particular part of the 
program will be called “Day by Day for 
a Year with the New Agent—From Ap- 
prenticeship to Career Capacity.” 

















FOUNDED IN 1867 
IN DES MOINES 


FORREST G. SHERER 
TERRE HAUTE 
INDIANA 





Annually, since 1931, the Equitable Life 
of lowa has recognized, by its Hall of Honor 
award, pre-eminence among its field associ- 
ates in matters of production, conservation, 
average size policy, and other major factors 
of effective career life underwriting. Once 
attained, the Hall of Honor award cannot 
again be won by the same field underwriter. 


Forrest G. Sherer, Terre Haute, Indiana, 
a member of the Company's Indianapolis 
general agency since 1938, is the 1955 
Hall of Honor agent. Notably effective 
as a career life underwriter, Mr. Sherer 
qualifies regularly for the Company's Presi- 
dent's Club and is a member of the Million 
Dollar Round Table of 1955. 


F auirasie LIFE INSURANCE 
COMPANY OF IOWA 





General Agent in Wichita 
For Northwestern Mutual 


RUSSELL L. LAW,. JR. 


Russell L. Law, Jr. has been named 
general agent of Northwestern Mutual 
Life at Wichita, Kansas, according 
announcement by Grant L. Hill, vice 
president and director of agencies. Pres. 
ently a special agent in his father’s Bal- 
timore general agency, Mr. Law succeed 
Henry W. Laffer, who is retiring from 
general agency work. 

Mr. Laffer signed his first contract 
with Northwestern Mutual in 1916 ani 
has been a general agent for the last 
25 years. He will continue his 39 years 
association with the Northwestern Mv- 
tual as a special agent in the Wichita 
agency in order to service his long list 
of personal policyholders. 

Mr. Law has been a special agent since 
1946, becoming an outstanding producer. 
He has won a number of company ani 
industry honors including the National 
Quality Award five times. He qualified 
for the Million Dollar Round Table 
in 1954 and 1955. He is a graduate oi 
the Massachusetts Institute of Tech- 
nology. During World War II he served 
three years in the Air Force attaining 
the rank of first lieutenant. 


to an 





James M. Stanley Named 
Regional Group Manager 


Appointment of James M. Stanley, a 
regional group manager of Lincoln Ne 
tional Life for western Missouri, Kan- 
sas, Oklahoma, and Arkansas has been 
hg 

The Kansas City Group office, headed 
by Mr. Stanley, will provide Group in- 
surance service for Lincoln National Life 
agents and brokers as well as admini- 
strative assistance to the company’ 
Group policyholders in this four-state 
area. 

Prior to joining Lincoln National, Mr. 
Stanley was associated with a general 
insurance agency in St. Joseph, Mis- 
souri, soliciting all lines of insurance 
and heading their Group and life depart 
ment. It was through his activity in the 
Group field that he became acquainted 
with The Lincoln. He has participated 
in a comprehensive home office training 
program, including considerable field 


work in the production and service 0! 
Group insurance. 








“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


it. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 
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Conn. Mutual’s Series of 
New Policies in Effect 


MANY LIBERALIZED FEATURES 





New Policy Forms Completely Restyled; 
Documentary Appearance Retained, 
Yet Easier to Read 
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After July 1, when Connecticut Mutual 
Life’s new policy series goes into effect, 
new policyholders will not only receive 
contracts with many liberalized features 
but they will also find reading them a 
less formidable task. 

Although completely restyled, the new 
policy forms retain most general fea- 
tures of the “documentary series” un- 
der which the Connecticut Mutual has 
issued more than a million policies since 
1927. The revision affected 43 basic 
policy forms, 91 different inside contract 
pages and 16 extra benefit agreements. 

Paralleling premium reductions and 
liberalizations in family income, decreas- 
ing term, additional indemnity and waiv- 
er of premium disability agreements 
which went into effect with the com- 
pany’s new rate book May 6, the new 
policies incorporate additional liberaliza- 
tions in provisions for change of bene- 





ficiary, automatic premium loan, ex- 
tended and paid-up insurance and Term 
conversion. 

Under the new policy series, benefi- 
ciary changes will be handled without 
sending policies to the home office for 
endorsement, and the change of bene- 
ficiary register has been eliminated. 

New provisions also allow for merging 
outstanding or accumulated dividends 
with cash value in purchasing extended 
or paid-up insurance. However use of 
dividend accumulations to pay premiums 
continues as a valuable policy provision. 
Request for automatic premium loan 
may now be made in the application, 
thus bringing it to the. attention of 
applicants and making it easier for 
agents to put the provision into effect. 
Where the value of a policy is insuffi- 
cient to pay an annual or semi-annual 
premium due, the method of payment 
may automatically be changed to quar- 
terly. 

Term conversions may now be made 
up to age 63, where normal conver- 
sion period permits. The former limit 
was age 60. ; 

The policy face includes a new owner- 
ship designation, in addition to the regu- 
lar exercise of privileges clause. 


Improve Typography and Design 


Improvements in typography and de- 
sign make the new policies more invit- 
ing to read. Perhaps more important, 
rearrangement of provisions into clearly- 
identified categories makes it easier for 
policyholders to understand fully the 
many benefits they are purchasing with 
their premium dollars. 

Typographic improvements include use 
of a more readable type face, bolder 
headings and wider spacing to open up 
large text areas for easier reading. 
Items on the policy face are in tabular 
arrangement, with vital facts easily lo- 
cated at a glance. 

Hand-drawn headings and _ borders 
have replaced the Old English lettering 
and scalloped designs, giving policies a 
more modern look without sacrificing 
the “documentary” appearance of the 
contracts. 

Use of a whiter, more opaque stock 
and new inks gives a sharper, crisper 
appearance to the entire policy series. 
The new design also includes a new 
lithographed picture of the company’s 
home office in Hartford. 

The new policies were designed with 
the advice of artist Bert Chambers of 
Concord, Mass., and the Bassette Co., 
Printers, of Springfield, Mass. 


Insurance Almanac of 1955 


The 1955 edition of the Insurance 
Almanac, an annual publication contain- 
ing facts and statistics on insurance, has 
been printed and is being distributed to 
subscribers. Consisting of two volumes 
it is published by the Underwriter Print- 
ing and Publishing Co., 116 John Street, 
New York. Volume I, the 1955 edition 
of “Who’s Who in Insurance,” contain- 
ing 4,000 biographical sketches of execu- 
tives, officials, agents and others in the 
insurance business, was published earlier 
in the year. 

The second volume of the Insurance 
Almanac, the 43rd annual edition, is a 
1,056-page reference book of factual and 
statistical information on all branches of 
insurance. The company section gives 
the officers, coverages and territory of 
all types of companies. Other sections 
of the almanac cover state Insurance 
Departments, all types of insurance or- 
ganizations, agents and brokers, adjust- 
ers, actuaries, insurance management 
groups, new companies organized, name 
changes, companies retired, brokers’ 
regulatory laws, resident agents’ laws, 
workmen’s compensation officials, legis- 
lative sessions, insurance definitions, in- 
surance journals, etc., all indexed for 
ready reference. 


NEW GROUP REPRESENTATIVES 


D. F. Genzlinger and A. B. Busch Re- 
ceive Mutual of Omaha and United 
Benefit Life Appointments 


Dean F. Genzlinger and Allen B. 
Busch has been appointed Group repre- 
sentatives for Mutual of Omaha and 
United Benefit Life of Omaha, Albert 
W. Randall, assistant vice president, has 
announced. 

Mr. Genzlinger joined the Chicago 
regional Group office under John Hoard, 
regional Group manager. Mr. Busch 


joined the Detroit district Group office 
under Walter C. Mailand, district Group 
manager. Both have just completed six 
months in the Group training program in 
the home office. 





Expansion Program Underway 


A major group expansion program is 
now underway, Mr. Randall said. Pres- 
ent regional group offices are being ex- 
panded and new offices in at least four 
major markets are planned this year. 
Three were added last year. 

Mr. Genzlinger has been associated 
with Mutual of Omaha and United of 
Omaha for two and a half years. He is 
a graduate of Creighton University. Mr. 
Busch attended Grinnell College and the 
University of Nebraska. 











Successful life insurance man— 


average production $500,000 per year—inter- 
ested in connection as manager or assistant 
manager (supervisor) in metropolitan New 
York or Long Island agency. Six years' life 
sales experience—has partially completed 
CLU course. Age 33, married with 2 chil- 
dren. College graduate. Address Box 2329, 
The Eastern Underwriter, 93 Nassau Street, 
New York 38, N.Y. 











R. F. Roof Named in Texas 


P ° 
For Lincoln National 
Appointment of Rudy F. Roof as re- 
gional Group manager of Lincoln Na- 
tional Life for the states of Texas and 
Louisiana has been announced. 

The Southwestern Group office, headed 
by Mr. Roof, will provide Group insur- 
ance service for Lincoln National Life 
agents in Texas and Louisiana as well 
as administrative assistance to the com- 
pany’s Group policyholders in that area. 

Mr. Roof is a graduate of the Univer- 
sity of Dayton with a degree in Business 
Administration. Prior to joining Lincoln 
National, he spent three years as a first 
lieutenant with the Army, serving in the 
Far Eastern Command. He has partici- 
pated in a comprehensive home office 
training program including considerable 
field work in the production and service 
of Group insurance. 

















Do Franklin Representatives 
REALLY wake oo muck money? 


? 


Py 


in cash earnings in 


* 
mounted to $8,008.29. 
Walla Walla, Wash. 


My Frankl 
1954 4 


Harley Michaelis, 


ole Mr. Michaelis ranked 350th in earned income for the year 1954 





Lhe Priendly 
IRAN TILIDN ILIF 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 

The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 

Over One Billion Eight Hundred Million Dollars of Insurance in Force 


CHAS. E. BECKER, PRESIDENT 





INSURANCE 
COMPANY 
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Clark Made Agency Head 
For Provident in Chicago 





CLARK 


GARNETT Y. 


president and 
Mutual, 
Sen- 
Clark as manager 


James H. Cowles, vice 


manager of agencies, Provident 
appointment of 
Garnett Y. 
of the company’s Chicago No. 9 agency. 
Mr. Clark William T. Moffly 


who from managerial 


has announced the 


ior Agent 


succeeds 
has resigned re- 
sponsibilities because of a heart ailment. 

\ graduate of St. Mr. 
Clark Annapolis 
with the Henry 
1938. He has been a Provi- 
dent Mutual million dollar producer and 
in 1952 and Mil- 
lion Dollar He has quali- 
fied nine 
the company 
of the company in 
Man-of-the-Month 


He has been 


John’s College, 


has been associated in 


company’s J. Hooper 
\gency since 
1954 was a member of 
Table. 


times for the top sales club of 


Round 


and has led other agents 
monthly sales as 
five times. 

a national committeeman 
Life 
is a member of Sigma 


for the Annapolis Association of 
Underwriters. He 


Alpha 


tarian; is a 


and a_ Ro- 


Annapolis 


Epsilon Fraternity, 
the 
and has served as 
\merican Red Cross. 

served in the Navy during 


director of 
Banking & Trust Co. 
chairman of the 


Mr. Clark 


World War II in the Atlantic, European, 
and Pacific theatres and is now a Com- 
mander, USNR. 


Mr. Moffly, who prior to his Chicago 
appomtment was assistant manager of 
agencies for the company, will return to 


duties at the home office in Philadelphia. 


Prudential Opens New 
Agency in Washington, D.C. 


Further expansion of Prudential activi- 
ties in Washington, D. C. was an- 
nounced this week with the opening of 
its third sales agency in the nation’s 
capital. The new Prudential organization 
will be known as the Potomac Agency, 
and will complement the company’s 
other Washington offices and will. be 
devoted primarily to development. of 
brokerage business in the District of 
Columbia and in four Maryland coun- 
ties. 

Dale A. Jackson, 
insurance office in 
1950 to 1953 and for the past two years 
division manager of Prudential’s Wash- 
ington Agency, will direct operations. 

Mr. Jackson is a graduate of Southern 
Methodist University, class of ’48. He 
has served on the board of directors 
of the Bethesda Md. Chamber of Com- 
merce, and on the insurance committee 
of the Washington Board of Trade. He 
is on the membership committee of the 


head of a general 
Washington from 


District of Columbia Life Underwriters 
Association and is a member of the 
General Agents & Managers Associa- 
tion 


More Loans on Income 
Producing Properties 


P. S. BOWER GIVES VIEWPOINT 


Great-West Assistant General Manager 
Lectures Before Mortgage Bankers’ 
Association School 


insurance companies still 
loans on_ private 
homes as the backbone of their real 
estate investment program they are 
showing an increasing acceptability for 
mortgage investment in income produc- 
ing properties. This statement was made 
in Evanston, Ill, last week by P. S. 
Bower, assistant ” general manager and 
treasurer of Great-West Life. 

Mr. Bower’s comments were made in 
a lecture at, Northwestern University 
addressing the School of Mortgage 
3anking of the Mortgage Bankers As- 
sociation of America. He is the only 
Canadian member of the association's 
board. 


life 
mortgage 


While 


consider 


Analysis of Insurance Mortgage 
Investments 


Discussing the industry’s investments 
in income producing real estate Mr. 
Hower said that currently two-thirds are 
in income producing real estate. 

Currently, two-thirds of the industry’s 
investments in income producing prop- 
erty are currently tied to apartment 
dwellings, he said, while about 25% is 
in store property and the small balance 
in industrial property. 

Commenting on the industry’s “rec- 
ognized reluctance” to invest in mort- 
gages on income producing properties, 
with the exception of apartment dwell- 
ings, he said this was due to these facts: 
investment departments were already so 


busy in the single family residential 
tield; general lack of understanding, and 


sometimes fear of the investment poten- 
tialities of income producing properties ; 


and frequent poor experience of mort- 
gage loans on such properties in the 
past. 


“Nevertheless, | think it is only fair to 
add that there is an increasing accept- 
ability of revenue producing real estate 
as a medium of investment for more 
and more life insurance funds,” he con- 
tinued, 


A Trend 


Mr. Bower said a major trend in the 
real estate outlook of many companies 
was the development of equity invest- 
ments. Through the growth of its equity 
investments the life insurance industry 
was departing from its historical position 
as creditor and mortgagee and getting 
increasingly into the realm of ownership. 
rom this aspect of real estate invest- 
ment the “purchase-leaseback” as an in- 
vestment médium had found acceptance 
among a wide group of compamies. 

He predicted that as the economies of 


Canada and the United States grew, in- 
surance codes would be amended from 
time to time so that more equity funds 


could be made available by life insurance 
er for the development of busi- 
ness and industrial properties. 


ROBERT E. REIFF ADVANCED 

Robert E. Reiff, agent for Occidental 
Life of California since 1953, has been 
named assistant brokerage m: paaeer in 
the company’s Providence, R. , branch. 

Reiff qualified for the cane *s 1955 


Eastern regional convention, and is a 
member of the Occidental’s Millionaires 
Club. 








Cuil Will #8. Happy to Bie You 


AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


Charge Accounts Are Welcome 


EMIL PANGAL—Genial Host to Downtown Diners for over 26 Years 


my 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Emanuel Dash Marks 25th 
Anniversary With U. S. Life 


Emanuel Dash, president, Dascit Un- 
derwriters, is celebrating his 25th an- 
niversary as general agent for United 
States Life. Mr. Dash entered the in- 
surance business in 1920 as an agent 
for Equitable Life Assurance Society. 
After ten years as an agent, he opened 
his own general agency in 1930 at 123 
William Street with the Brooklyn Na- 


tional Life which was _ subsequently 
merged with United States Life in 
1935. His agency is now located at 


75 Fulton Street, New York. 

Mr. Dash has built his agency into one 
of the leading production units of the 
company. In 1954 his agency paid for 
over 12 million dollars of business and 
is expected to do in excess of that 
amount in 1955. The agency has won 
the President’s Award on several occa- 
sions. This award symbolizes the out- 
standing agency of the company for the 
year. 





ALC-LIAA Ask Exclusion 
From SEC Registration 


Life insurance companies are well 
regulated by the states and should be 
excluded from provisions of pending 


Federal legislation which would require 
companies whose stock is traded in the 
over-the-counter market to register with 
the Securities and Exchange ‘Commis- 
sion, it was stated this week by Ameri- 
can Life Convention and Life Insurance 
Association of America. 

In a statement filed with the subcom- 
mittee on securities of the Senate Bank- 
ing and Currency Committee, the com- 
pany organizations pointed out that the 
life insurance business has long been 
adequately supervised by the states and 
full disclosure of all financial and ad- 
ministrative facts is an integral part of 
their regulation by state authorities. 
Registration with the SEC would be an 
undesirable, unnecessary and costly re- 
quirement, the ALC and LIAA stated. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill, 








Hearthstone Insurance Co. of Mass. 
395 Commonwealth Ave. — Boston, Mass, 


Combined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 






President 


Lansing Agency Manager 
For State Mutual Life 





GLENN B. 


MOORE 


State Mutual Life has appointed Glenn 
B. Moore as manager of its agency in 
Lansing, Mich., which has been closed 
since 1935. Until recently associate gen- 
eral agent for Aetna Life, Mr. Moore 
has devoted practically all of his busi- 
ness career to life insurance since he 
was graduated from Michigan State Col- 
lege. 

An Army veteran, he is a past presi- 
dent of the Calhoun County Michigan 
State Alumni Club and is active in the 
Lansing Life Underwriters Association 
and the Lansing General Agents and 
Managers Association. 
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A. D. Sileo Joins Guardian 


As Sales Promotion Asst. 





ALFRED D. SILEO 


Alfred D. Sileo has joined the agency 
department of the Guardian Life as sales 
promotion assistant. Mr. Sileo will work 
with Sales Promotion Director John A. 
Buckley on advertising, publicity and 
the promotion of the Guardian’s com- 
plete portfolio of Ordinary and accident 
and health plans, and will also supervise 
publication of the Guardian’s field maga- 
zine, “Service.” 

A graduate of New York University, 


Mr. Sileo began his insurance advertis- 
ing career with Union Labor Life, and 
was most recently director of sales pro- 
motion for United States Life. 
During World War II, Mr. Sileo 
served with the Army in Europe. He is 
a member of the Life Advertisers Asso- 
ciation and resides in Whitestone, L. I. 





Multi-Employer Plans to 
Pay Retirement Benefits 


One of the first multi-employer plans 
to pay retirement benefits to building 
trades workers on the Pacific Coast has 
been underwritten by the Equitable So- 
ciety. The plan is a Group Annuity pro- 
gram which provides pension benefits for 
about 1,800 union plumbers in the 
Fresno, Calif., area, regardless of the 
number of contractors employing them 
over the years. The selection of Equi- 
table was made by the board of trustees 
of the Valley Group Pipe Trades Pen- 
sion Trust of Fresno. 

Under the plan, a participating con- 
tractor contributes to the pension trust 
fund 10 cents for every hour each of 
his employes works. The fund is pro- 
fessionally administered by Allied Trust 
Fund Administrations, Inc., with the So- 
ciety guaranteeing the pension benefits 
purchased under its flexible new Non- 
Contributory Deposit Administration 
ontract. 

The idea for the program was devel- 
oped through negotiations between the 
contractors and Fresno area locals of 
the United Association of the Plumbing 
and Pipe Fitting Industry. The plan was 
designed to the specifications of the 
Pension trust’s board of trustees, com- 
— of five representatives from the 
locals and five from the contractors. 





OCCIDENTAL BROKERAGE MGR. 

Jim S. Burleson, for the past year as- 
sistant brokerage manager in Occidental 
Life of California’s Houston branch, has 
heen promoted to brokerage manager 
there. A native of Houston, he is a 
World War II veteran and entered the 
life insurance business in 1953. 





Johnson & Higgins on 
Key to Pension Plans 


SAY REALISM IS NECESSARY 





Prices Rarely Remain Stable; Balanced 
Dollar Annuity and Equity Annuity 
Necessary 





Many of the pension plans in oper- 
ation in the United States are unrealistic 
since they have been set up to operate 
over long periods of time disregarding 
the fundamental economic fact that 
prices rarely remain stable for long pe- 
riods of time, according to Johnson & 
Higgins, insurance brokers, actuaries and 
pension plan advisers. 

Only a small portion of the money 
set aside by an employer under a pen- 
sion plan today is used to provide pen- 
sions to present pensioners. Most of the 
money is paid into the plan to provide 
pensions payable many years in_ the 
future. For this reason the effective- 
ness with which an employer spends his 
pension dollar is measured, not by the 
purchasing power of today’s pension at 
today’s prices, but by the purchasing 
power of tomorrow’s pension at tomor- 
row’s prices. 


A Balanced Retirement Program 


Johnson & Higgins describes in the 
current issue of the Employe Benefit 
Plan Bulletin a method which provides 
greater assurance that the pension dol- 
lar will actually provide the retirement 
security expected when it was paid into 


the plan. i: 
This method consists of a balanced 
retirement program providing both a 


dollar annuity and an equity annuity. 
The equity annuity is simply an annuity 
system worked out in units instead of 
in dollars. The units represent a share 
in the market value of a trust fund 
invested in common stocks. 

The equity annuity is a new develop- 
ment, recently perfected to give prac- 
tical application in pension plans to 
these long familiar financial principles: 

The investment approach which will 
produce long range purchasing power 
with the least risk is a program hedged, 
or balanced, between fixed dollar in- 
vestments and common. stocks; and, 
2. Common stocks w hich have no claims 
against them except in terms of their 
market value ‘are safer than common 
stocks with dollar claims against them. 

Johnson & Higgins advises employers: 

1. Re-evaluate your pension plan from time 
to time to make certain that pension dollars are 
being spent as effectively as possible under cur- 
rent conditions; 
satisfaction 
at today’s 


2. Don’t be lulled into illusory 
because a pension plan is adequate 
price levels; 

3. Think ahead to the purchasing power which 
today’s contributions will provide during the 
many years pensions are being received; 

4. Study the application of the equity annuity 
principle to your individual pension situation. 





Indianapolis Life Breaks 
President’s Month Record 


Indianapolis Life field associates ex- 
ceeded their May President’s Month goal 
of $6,000,000 by a wide margin and went 
on to write a record-breaking volume of 
business as they honored their president, 
Walter H. Huehl, during the feature 
campaign of the company’s Golden An- 
niversarv Year. 

The Nate Kaufman Agency of Shelby- 
ville, Indiana. produced the largest vol- 
ume of President’s Month business in 
the company’s history by topping the 
million dollar mark in examined busi- 
ness. This is the first time that one of 
the company’s agencies has reached the 
Million Dollar mark during President’s 
Month. 

Nate Kaufman, the company’s leading 
producer in ten of the past eleven years, 
for the sixth consecutive year won the 
Walter H. Huehl Award, given to the 
leading individual producer during Presi- 
dent’s Month. He submitted applice ations 


for $830,000 during the campaign as he 
led his 
mark. 


agency to its record-breaking 
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Opens District in Dayton 

The Life Insurance Company of Vir- 
ginia has established a new district 
office in Dayton, Ohio. John W. Babb 
has been named manager; James A. 
Kirby and Paul V. 
managers. 

Mr. Babb was formerly associate man- 
ager of his company’s Charleston, West 
Va. district, and has more recently been 
a field training supervisor. Mr. Kirby 
and Mr. Dorman were previously com- 
pany agents in Charleston, West Va., 
and Pontiac, Mich., respectively. 

Life of Virginia’s Dayton Ordinary 
agency, established in 1930, will con- 


tinue under the management of John 
D. Shafer. 


Dorman associate 


Prudential Anniversaries 

Four managers who head Prudential 
district offices in three eastern states, 
celebrated long-service anniversaries 
with the company in June. 

Charles F. Lehmann of the Union City, 
N. J. district heads the veterans with 
35 years service. Albert J. Rudge of 
the East Liberty district in Pittsburgh 
and George E. Hartman of Williamsport, 
Pa., each have completed 30 years while 
Milton Korngut of the Dorchester, Mass. 
district observed his 25th year. 

All of the managers joined the com- 


panv as agents and advanced through 
staff managerships to their present 
posts. 


Appoint Francis S. Darrell 

Due to the recent trend in marketing 
of life insurance through channels of 
employer-employe co-operation Graham 
& Warren, Aetna Life general agents in 
Baltimore, have appointed Francis S. 
Darrell, Baltimore, to head a new di- 
vision of the agency to be known as 
business consultation service. 
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National Life of Canada 
Names Lawson President 











LAWSON 


HAROLD R. 


The board of directors of National 
Life Assurance of Canada has elected 
Harold R. Lawson president of the com- 


pany to fill the vacancy created by the 
death of the late Robert Fennell, Q.C. 
At the same time John A. Rhind was 
elected vice president and treasurer. A. 
Howard Moffat continues as vice presi- 


dent and superintendent of agencies and 
Lawrence C. Bonnycastle continues as 
vice president. 


J. J. Posthauer Advanced 


John J. Posthauer, manager of Pa- 
cific Mutyal Life’s St. Louis Group in- 
surance oifice since 1951, has been ap- 
pointed regional Group insurance super- 
visor of the central division. 

In his new position Mr. Posthauer will 
be responsible for coordinating Pacific 
Mutual Group insurance activities of the 
Atlanta, Chicago, Dallas, Houston, In- 
dianapolis, Kansas City, New Orleans 
and St. Louis offices. He will continue 
to maintain his offices in St. Louis. 

Lloyd W. Harmon, who has been as- 
sistant manager at St. Louis, has been 
advanced to the post of Pacific Mutual 
Group insurance manager there. Mr. 
Harmon began his Pacific Mutual career 
in Seattle in 1949, 


Cosmopolitan Names Allen 


As Director and Chairman 


The Cosmopolitan Life of Memphis, 


Tenn., announced the election of Harold 
Allen, special partner of Allen & Co., 
New York investment banking firm, as 
director and chairman of the board. 
The company is engaged in the busi- 


and Ordinary 
insurance in 


ness of selling Industrial 
life insurance and accident 
the state of Tennessee. It was. incor- 
porated in 1923 and began business in 
February, 1924. The number of policies 
in force total approximately 141,183. 

H. W. Durham, president, stated that 
Mississippi, Arkansas and Alabama 
probably will be the first states entered 
by Cosmopolitan Life when it undertakes 
an expansion program this fall. 


INCREASES CAPITAL STOCK 


New Mexico Life, \lbuquerque, has 
raised its capital] stock from $250,000 to 
$500,000 and will launch immediately an 
agency expansion program, Dr. L. G. 
Rice, Jr., president, announced. 

The boost in capital stock was author- 
ized at a stockholders mectins June 1. 
It was at this meeting that Taos Skies, 
Inc., a newly-formed New Mexico invest 
ment company, invested $500,000 in the 
company. Principal stockholder in Taos 
Skies, Inc., is multi-millionaire Jack 


Danciger of Fort Worth, Texas. 


Equitable are 


Presentation of annual honor awards 
to two outstanding field men and the 
election of officers highlighted the recent 
golden anniversary meeting in Atlantic 
City of the Equitable Society’s General 
Agents and Managers Association, the 
“Old Guard.” 

Clyde J. Manion, Detroit, 
major league baseball star, was named 
honor agent, while Jesse O. Barbour, 
Morganton, N. C., was designated honor 
unit manager. Newly-elected officers, all 
managers, are: President, Fred 
G. Holderman, Jr.; vice president, Ar- 
thur D. Hemphill, CLU; secretary, M. P. 
Dickenson, and treasurer, J. Brooke 
Johnston, CLU. 

Mr. Manion, whose career as a catcher 
with the Detroit Tigers, St. Louis Browns 
and Cincinnati Reds kept him in the 
sports headlines from 1920 to 1934, was 
selected as honor agent for his guidance 
to youth and participation in other com- 
munity activities as well as for his life 
insurance achievements. With the Equi- 
table in Detroit since his retirement 
from the major leagues, he works there 
with the American Legion’s Junior 
Baseball League and civic groups. He 
has been among the Society’s top pro- 
ducers for years, passing $1,000,000 in 
production annually since 1950, and is 
a member of ‘the company’s C. L. Lund- 
gren agency, Detroit. 

Mr. Barbour, a former letter man in 
football, baseball and soccer at Lynch- 
burg College, Virginia, held the left- 
handed golf championship of North and 
South Carolina for years, and last year 
won the consolation prize in the National 
Left-Handed Golfers tournament. A dis- 
trict manager in Morganton, he is con- 
sidered one of the Equitable’s outstand- 
ing recruiters and trainers of career 
underwriters. His participation in civic 


former 


agency 





“Old Guard” Meets 


tion’s choice for the unit manager award. 
He is a member of the Society’s H. S. 
White agency, Charlotte. 

Mr. Holderman, who, in Peoria, man- 
ages the Equitable’ s largest rural agency, 
brings his experience as association vice 
president to the presidency. The group’s 
new vice president, Mr. Hemphill, who 
was formerly its secretary, is manager 
of the San Francisco agency. Secretary 
Dickenson, a former member of the 
executive committee, heads one of the 
Society’s four agency offices in Phila- 
delphia. Mr. Johnston, who was reelected 
treasurer, manages one of the Equita- 
ble’s 15 New York City agencies. 

Ray D. Murphy, the Society’s presi- 
dent, welcomed association members, 
their wives and guests. Alvin B. Dalager, 
senior vice president in charge of agency 
affairs, reviewed the group’s accomplish- 
ments and told its members that their 
“helpful guidance has assisted immeas- 
urably in bringing the Society to its 
present high standing in our industry.” 
He thanked the association for its coun- 
sel and unselfishness and said its “influ- 
ence has been widely and strongly felt 
in Equitable affairs for this entire half 
century.” 

Members of the “Old Guard’s” new 
executive committee and the location of 
agencies they manage are: Taft Woody, 
immediate past president, Harrisburg; 
Henry C. Johnson, Atlanta; Maxwell M. 
Shaffran, New York; Coy G. Eklund, 
CLU, Detroit; John N. Sullivant, Jr., 
Shreveport; Richard Berlin, Spokane; 
J. Smith Ferebee, Richmond; Ben _ T. 
Embry, Kansas City, and George J. 
Woodward, Columbus, Ohio. 

The three-day affair, held in the Hotel 
Claridge, began June 16, with an execu- 
tive committee session. On Friday all 
active members attended the annual 
closed meeting and then joined their 
wives and guests at a reception in ‘the 
evening. The open meeting, a luncheon 
for the ladies and a dinner dance con- 
cluded the activities. 





work weighed heavily in the associa- 
Walter S. Story Dies Heads Worcester Agency 
Walter S. Story, 76, former editor of Appointment of Frederick E. Dick as 
home office and agency publications of manager of the Prudential’s agency in 


including 
on June 


the Mutual Life of New York. 
Points, died at Chatham, N. J., 
23 following a long illness. 

Before joining Mutual Life he ‘had 
written works of fiction for young peo- 
ple, four in all. Two of his best known 
novels were “Skinny Harrison” and “The 
Uncharted Island.” His retirement from 
Mutual Life came some years ago while 
the company’s head office was in down- 


town New York Citv. He is survived 
bv a widow, Mrs. Elsie M. Wolcott 
Story. 





Pacific Mutual Promotions 


Pacific Mutual Life has announced 
promotions for two members of its 
Group department staff—Harry Bubb 
and Ivan D. Pierce. Both men, for- 
merly regional Group supervisors, now 
have been named assistant secretary, 
Group department and assigned new su- 
pervisory responsibilities on the home 
office staff. 

Mr. Bubb will assume over-all respon- 
sibility for the Group field service divi- 
sion and Mr. Pierce will be responsible 
for all sales and field training activities 
of Pacific Mutual’s Group retirement 
and profit sharing division. 





TOLEDO ASS’N OFFICERS 

. J. Kusner, a district manager for 
Equit: ible Life Assurance Society, has 
been installed as 1955-56 president of the 
Toledo Association of Life Underwriters 
\. E. Von Sacken is retiring president. 


Other officers are Walter Johnson, 
first vice president, and Donald W. 
Warner, second vice president. New 


trustees are Frank J. Drlik and William 
L. McVicker. 





Worcester, Mass., has been announced. 
Mr. Dick joined Prudential in 1941. 
After serving in sales and supervisory 
positions with the Boston and Portland, 
Me., agencies, he transferred to the 
home office in 1953 as a training con- 
sultant. Subsequently he was promoted 
to brokerage supervisor and then to 
assistant director of field training, spe- 
cializing in Group insurance. During 
World War II he served as an Air Force 
captain, seventh fighter group. 





Pan-American Ad Campaign 

Pan-American Life, New Orleans, 
will begin a national advertising cam- 
paign, July 11, according to an an- 
nouncement by President Crawford W. 
Ellis. Media to be used will be Time 
magazine and Newsweek magazine. 
Theme of the campaign will be “Love 
Costs Money.” Each advertisement will 
stress the need for money to care for 
the prospect’s loved ones and show that 
it costs money to give those they love 
the comforts of life, as well as stress 
how life insurance, and Pan-American, 
can solve those problems. 

The campaign will be under the direc- 
tion of R. L. Hindermann, Pan-Ameri- 
can director of public relations, his staff 
and the Stone-Stevens advertising agency 
of New Orleans. 





Tarbell, Pease, Fredericks 


Retire From the Travelers 
Three officers of the Travelers are 
retiring. They are Thomas F. Tarbell, 
vice president and actuary; H. Randall 
Pease, controller, and Fredrik H. O. 
Fredericks, attorney. 





Rhodebeck Back From _ 
Business World Tour 


VISITED ABOUT 20 COUNTRIES 





American Life of Delaware President 
Tells of Global Operations; 700 
Agents in Pakistan 





Richard Rhodebeck, president, Ameri- 
can Life Insurance Co., has returned 
from a _ round-the-world trip during 
which he visited branch offices, agencies 
and affiliates of the company in tthe 
Far East, Asia, Middle East and Europe, 
his itinerary covering about 20 countries, 

The American Life Insurance Co. was 
originally chartered in 1921 as the Asia 
Life and specialized in writing insurance 
in the Orient. In 1951, deciding to enter 
the world-wide market, the name was 
changed to American Life, and it is one 
of the six insurance companies of the 


American International Group. The 
American Life has elected to write 
exclusively in foreign fields. The com- 


pany has used the privileges granted by 
Delaware law to invest its reserves in 
the countries whose people it insures, 

Mr. Rhodebeck said this week that 
this global investment plan has fostered 
global acceptance of the company, its 
policies and its over-all practices. The 
operations of American Life Insurance 
Co.’s subsidiary, the Philippine-American 
Life of Manila, were recently the sub- 
ject of a long study by the National 
Planning Association of Washington, 
D. C., which study has been issued as 
a 94-page booklet by National Planning 
Association. 


May Write $10,000,000 This Year 


in Pakistan 


One notable achievement of American 
Life. Mr. Rhodebeck said, is its record 
in Pakistan where it began operations 
in 1952. At present the American Life 
has more than 700 agents in Pakistan. 
From the beginning Chester Hagander, 
formerly with Lincoln National Life in 
U. S. A., has managed the American 
Life’s Pakistan operation. President 
Rhodebeck is confident that in Pakistan 
American Life will write (U. S.) $10,000,- 
000 in the current year. These results, 
he said, are being accomplished by using 
American methods modified to suit local 
requirements. Among affiliates of Ameri- 
can Life, in addition to Philippine- 
American Life, are American Interna- 
tional Assurance Co., Hongkong; Ameri- 
can Insurance Co., Havana, and Seguros 
Venezuela, Caracas. 





U. S. Chamber’s Ins. Comm. 


Eight new members of insurance com- 
mittee of Chamber of Commerce of the 
United States are Claris Adams, ALC: 
Millard Bartels, Travelers; Byron K. 
Elliott, Tohn Hancock; James C. Hullett, 
Harford Fire;; Powell B. McHaney, 
General American; John V. Russell. 
Philadelphia Manufacturers Mutual; and 
James F. Coleman, United Medical Ser- 
vice, Inc. Chase M. Smith, Kemper 
Companies, is chairman of the com- 
mittee. 





Travelers Promotes Massie; 


Name 7 Field Supervisors 

Several recent field appointments in 

life, accident and health lines have been 
announced by the Travelers. 

Herrick Stuart Massie, Jr., who has 
been field supervisor at Richmond. Va. 
has been promoted and appointed as- 
sistant manager at Charlotte, N. C., with 
headquarters in Raleigh. 

Seven field supervisors have been ap- 
pointed. They are Robert E. Dooley a 
San Francisco; Ivan L. Roberson, Okla- 


homa City; Jack H. West. Jr., Jackson- 
ville; Clayton M. Haij, Minneapolis; 
Marvin E. Davis, Omaha; James 


Lively, Charleston: and George K. Salt, 
Miami. 

Charles W. Deter has been appo inted 
agency service representative at Sioux 
City. 
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Panel On Digestive Tract Disorders 


One of the most interesting features 
of the second session of the annual 
meeting of the medical section of Amer- 
ican Life Convention was a panel dis- 
cussion moderated by Dr. Ralph M. 
Filson, medical director of The Travel- 
ers, Hartford, on the subject ,“Digestive 
Tract Disorders.” The three-day meeting 
was held at The Homestead, Hot Springs, 
Va. this week. 

The moderator set the limits of the 
discussion by stating that the panel 
would concern itself with four points: 
(1) Methods of more complete develop- 
ment for insurance purposes of cases 
initially presented with histories of one 
or other type of digestive disorder, (2) 
Outlooks regarding tendencies to recur- 
rence or complete chronicity, (3) Various 
channels of potential mortality influ- 
ences from individual impairments under 
consideration, and (4) The over-all eval- 
uation of these risks from an insurance 
standpoint. 

The panel members discussed the vari- 
ous disorders of the digestive tract in 
turn with these considerations in mind, 
omitting any prolonged discussion of 
malignancy as a problem of real magni- 
tude by itself. 

Panel Members 

Members of the panel all from Hart- 
ford insurance companies were: Dr. 
Theodore M. Ebers, medical director, 
Connecticut Mutual Life; Dr. Kenneth 
F. Brandon, associate medical director, 
Aetna Life; Dr. Lyon H. Earle, Jr, 
medical assistant, Coinecticut General; 
and Dr. Robert A. Goodell, medical di- 
rector, Phoenix Mutual Life. 

The plan of the panel discussion was 
to trace the disorders of the digestive 
tract from top to bottom beginning with 
the minor problem of esophageal diver- 
ticula. In the course of the talk about 
esophogeal structures which required 
periodic mechanical dilation Dr. Earle 
gave the opinion that such impairment 
would need only mimimal substandard 
rating. 

Dr. Ebers led the discussion on indi- 


gestion, nervous stomach, hyperacidity », 


and irritable bowel, pointing out that 


the main problem is to discern which,’ 


of these functional disorders are simple, 
and innocuous and which are insidious| 
symptoms of malignancy of peptic ulcer, 
and other serious diseases. At older ages 
and larger amounts, there is a definite 
need for assurances that these so-called 
functional complaints are indeed no more 
than functional. 

On the topic of ulcers of the stomach 
and duodenum, Dr. Goodell declared that 
the classification of single and multiple 
attacks was ridiculous in the face of 
all impairment studies which indicate 
that peptic ulcers are a chronic condi- 
tion and that cases should be classified 
as mild or severe. Mildness would in- 
dicate successful medical treatment; se- 
verity successful surgical treatment. Dr. 
Goodell went on to indicate that his con- 
clusions were that the 1951 Impairment 
Study indicated a substantial extra mor- 
tality connected with cases of severe pep- 
tic ulcer. He went further to classif 
both gastric and duodenal ulcers as be- 
ing in the same rate group. 

In his discussion of the gall bladder 
diseases, Dr. Brandon referred to medical 
experience which indicates that this is} 
the disease of the “female, fat and 
forty.” He made a distinction between 
Single stone and multiple stone cases,' 


the latter being much the more serious’. 


and demanding a constant high sub-' 
Standard rating until after 
Whereas, the former would be regarded 
only as moderately substandard. 

Dr. Earle’s discussion of diverticulosis 
and diverticulities of the large bowel in- 
dicated that the former and milder dis- 
fase sometimes leads to the latter and 
More serious. The serious cases include 





































the possibility of future complications 
and must be given a moderately heavy 
rating until surgery eliminates the dis- 
eased portion of the bowel when stand- 
ard rates may apply after a_ waiting 
period of one or two years. 

Continuing the discussion, Dr. Earle 
pointed out that polyps in the large 
bowel although benign are premalignant 
and that the incidence of cancer in the 
bowel is four to five times greater in 
those with polyps as compared to those 
without. He divided cases into those 
who had one polyp removed and who 
could be accepted as standard with 
stringent examination; and that group 
which had multiple polyps and could not 
be insured unless there has been no 
recurrence for five years. The third cate- 
gory, the congential polyposis, is unin- 
surable because the great majority of 
these people develop cancer, unless a 
radical colectomy is performed. Then 
heavy substandard rates may be granted 
after a two or three year waiting period. 

The concluding topic, Liver diseases, 
reported on by Dr. Brandon, who stated 
that though acute hepatitis is a self lim- 
ited disease, a lingering viral hepatitis 
indicates continuing damage to the liver, 
leading to cirrhosis and uninsurability. 
Case histories indicating lingering hepa- 
titis must be handled with extreme care 
and each case judged on its own merits. 





Coronary Artery Disease 
Viewed by Dr. Cochran 


“The underwriting of known cases of 
coronary artery disease is less a game 
of actuarial roulette than a challenge 
to the life insurance industry ‘to remove 
lives so impaired from the rejected 
class, out of the realm of speculative un- 
derwriting, and place them in a group in 
which the expected extra mortality rate 
can be priced fairly and with reason- 
able accuracy,” declared Dr. Harry A. 
Cochran, Tr.. medical director of Lincoln 
National Life at the second session of 
the 43rd annual meeting of the medical 
section of American Life Convention 
held at Hot Springs, Va., this week. 

In presenting a paper on “Coronary 
Arterv Disease and Chest Pain—An Un- 
derwriting Experiment” written in coop- 


eration with Norman F. Buck, associate 


actuary of Lincoln National Life, Dr. 
Cochran presented the evidence gath- 
ered from a program his company has 
undertaken in the investigation of this 
underwriting field. 

He said that although it is clear that 
a definite manifestation of coronary ar- 
tery disease, as an impairment for life 
insurance, carries with it a high mortal- 
ity which will persist long after the in- 
cident itself, it is equally true that the 
best experience will be obtained on those 
cases in which complete clinical informa- 
tion to the incident of the attack is ob- 
tained. 

Dr. Cochran stated that an electro- 
ardiogram at the time of application 
is a must because the kind of informa- 
tion obtainable in this way seemed to 
give the best results in the cases under 
consideration. At the same time, he said 
that the most important factors to be 
considered in risk appraisal were the de- 
tails of specific history and methods of 
treatment used in the past. In addition, 
Mther factors such as build, occupation, 
and family history should have their 
place in an underwriter’s evaluation. 

The problem concerning chest pain 
other than that associated with coronary 
artery disease is very difficult to classify 
and much will continue to depend on the 


judgment of the individual underwriter. 


In evaluating this special group for 
insurance, Dr. Cochran stated that the 


Pcloser the case history is to that tvnical 
surgery, \\ 


of actual coronary artery disease, or the 
less that is known about it, the more 
unfavorable is the case. The best cases 
will be those in which the history is not 
typical, the investigation complete, and 
the electrocardiographic studies within 
normal limits. 

Even with the application of these 





General American Changes 

General American Life of St. Louis 
announces comprehensive changes in its 
line of Ordinary insurance. They in- 
clude rate reductions, dividend increases, 
liberalization in coverages and under- 
writing. 





Pacific Mutual Rehabilitation 
Plan Upheld by High Court 


The California Supreme Court has 
upheld the rehabilitation and mutualiza- 
tion plan of Pacific Mutual. The second 
time the plan has been before the court, 
it is the court’s second approval of the 
plan. The majority opinion was written 
by Chief Justice Phil Gibson who said 
there was no merit in complaints of 
stockholders of the old company who 


had brought the action. The opinion 
further said in part: 
“The price determination committee 


consisted of men highly skilled in mat- 
ters of insurance company valuation. 
Experts testified that the price fixed for 
the purchase of the stock was fair... 
that the proposed plan gave due regard 
and protection to the rights of all per- 
sons interested in the new company and 
would be fair in its operation.” 





Franklin Names Swartout 


As Director of Personnel 
Franklin Life of Springfield, Ill, an- 
nounces the appointment of Raymond 
Swartout of Wayzata, Minnesota, as 
personnel director. 

Mr. Swartout is a graduate of the Uni- 
versity of Minnesota and has had 12 
years’ experience in all phases of the 
personnel field. The last nine and one- 


half years he has been personnel di- . 


rector of Strutwear, Inc, at Minne- 
apolis. 

He is well known in civic affairs hav- 
ing been mayor of the city of Wayzata, 
and chairman and director of the Com- 
munity Chest Drives, in addition to 
other similar activities. He is a member 
of the American Legion. Toastmaster’s 
International, Twin City Vocational 
Guidance Association, and other profes- 
sional organizations. 





Underwriting of Juveniles 


Discussed by Dr. Collyer 


There has been a general improve- 
ment in the life expectancy of children 
which is parallel to that of the popula- 
tion in general, Dr. G. R. Collyer, medi- 
cal director of London Life, Ontario, 
Canada, told the concluding session of 
the 43rd annual meeting of medical sec- 
tion of the American Life Convention 
held in Hot Springs, Va., this week. 

In his discussion on “Underwriting 
Impaired Juvenile Risks,” Dr. Collyer 
pointed out that death rates on juven- 
iles, according to the Canadian statis- 
tics, are considerable from 0 'to 5 years 
and then are very low, the greatest 
proportion of deaths occurring during 
the first year. 

His comparison of the ten major 
causes of death in children in 1952 with 
the ‘ten major causes in 1932 shows that 
there was a relative decrease in the 
number caused by pneumonia, colitis and 
influenza, but a relative increase in those 
caused by prematurity or malformation. 
In other words, the science of medicine 
has made great strides in many areas, 
but cannot “cure” prematurity or nat- 
ural malformation, which are the two 
major practical problems in the under- 
writing of insurance for juveniles. 





standards, it will be up to the medical 
men to resist pressure from the agency 
departments which naturally build from 
the clinical interpretations. 

In conclusion, Dr. Cochran said that 
although his company has not conquered 
all its fears of this impairment, they 
have nonetheless, by this experiment, 
lessened the severity of the anxiety once 
displayed toward it. 





Straub Leaves Insurance Dept. 





Stanley Gerard Mason 


ADELBERT G. STRAUB, JR. 


Adelbert G. Straub, Jr., has resigned 
as Deputy Superintendent of Insurance 
in New York State. He will announce 
his future plans following a vacation. 

Mr. Straub joined the State Insurance 
Department as Deputy Superintendent 
in October, 1951, after practicing law 
for more than ten years, specializing in 
insurance and admiralty law. While with 
the Insurance Department he supervised 
the life, fire and marine, administration, 
policy and liquidation bureaus. He also 
directed the investigation of union and 
employer welfare funds which cul- 
minated in his report entitled “Whose 
Welfare?” 

Mr. Straub reorganized the Depart- 
ment along multiple lines, having pre- 
viously participated in the drafting of 
the multiple line legislation in New York 
State. He also conducted other studies 
and established the Department’s train- 
ing program for examiners and super- 
vised the publication of the seven-volume 
study entitled “Examination of Insur- 
ance Companies,” 

A graduate of Fordham University 
and Fordham Law School, he attended 
the Graduate School of Business of New 
York University, receiving his doctorate 
from New York University Graduate 
School of Law. 





Canada Life Underwriters 
Moving Into New Home 


The Life Underwriters Association of 
Canada, which next year will celebrate 
its 50th anniversary, has bought a build- 
ing at 224 Richmond Street, West, in 
Toronto, for its headquarters. It is three 
stories tall. 


Conn. Senate Defeats Bills 


Lowering Companies Taxes 

Bills proposing reduction in taxes 
against Connecticut insurance companies 
were recently defeated by the Connecti- 
cut Senate. 

One rejected bill would have reduced 
the premium and annuity tax from the 
present 1% to one-half of 1% in 1956 
and one-fourth of 1% in 1957. 

Another defeated bill would have re- 
duced the interest and dividends tax 
from the present 2%4% to an eventual 
one-half of 1% in 1959 and thereafter. 

Meanwhile, given final passage by thie 
Connecticut legislature was a bill to de 
fine unfair methods in the insurance 
business and permit the state Insurance 
Commissioner to make regulations to 
curb them after public hearings on 
charges. 
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MILLION DOLLAR ROUND TABLE | tion of affiliated corporations of Sun 
= A _ Oil Co. in four European countries, the 
The Million Dollar Round Table, an ; : _ . » pee mk 

big Saudi-American oil activities. Tech- 


organization of the top producers in “17: : : 
$2 million manufacturing 


plant in Paris. The plant of Atlantic 
Refining Co. in the Near East is a large 
Distributed about Europe are 
plants for the making of motor 
trucks, refrigerators, TV and other 
devices, 

The extent of the 


: nicolor has a 
life insurance, has much in 


about 


grown so 
1,500 life 
belong to it. 


membership that insur- 


ance salesmen now 2 
affair. 


It is an organization which stays aloof 
. cars 


from all political or legislative entangle- 


and 


ment, its objective being strictly educa- 


tional with all members ready to hand : . 
“ American banking 


out to others in the association the ideas ° ; “. £ 
a ‘ . operations is demonstrated by the fact 
and the techniques which have made Bie s besrignoire iaae 
- . / that the National City Bank of New 
them successful. Its philosophy is that 7 : 
; abroad and Chase- 


York has 65 branches 
Manhattan Bank, 
leading 


the basic principle of the organization : 
; ; ets also this city, has 60 
is personal performance. To become a a Mes . 

branches. The tourist agencies, 


member an agent must qualify by pay- 
$1,000,000 of 


. Pit . such as American Express Co. and 
ing for insurance measured 


T Thomas Cook & Sons, have a countless 

by MDRT standards, and those stand- Tomas Cook & Sons, have a comntle 
ards are high. number of branch offices. Most of the 
The annual meeting of MDRT was ™etican insurance companies are mem- 


American Foreign Insurance 
Association or are managed by Ameri- 
can International Underwriters Corp. 
The American insurance picture abroad 
will grow rapidly in stature as country 
country has gotten on its feet 
Two countries which have grown 
the post-war doldrums 
and Italy. A number of 
Far East are becoming 


White Sulphur Springs, bers. oft 


feature of the con- 


held this week at 
and an encouraging 


vention is the considerable number of 
the org 


the outstanding 


new men in anization. Some of 


members were able to ‘ 
atter 
and after “te! 


join at an age as early as 25, 


Table 


able to qualify each year thereafter. 


joining the Round they seem @8@!n. 
f rapidly out of 
are Germany 
countries in the 
more prosperous and industry-minded. 


ABROAD ss 


Robert I. Catlin, vice president of the 
Aetna Casualty & Surety Co., was hon- 
ored recently for his outstanding con- 
tributions during the past two decades 
the founders and more re- 
chairman of the Connecticut 
Safety Commission. The testimonial, an 
: album of congratulatory letters from 
time overseas those who have been associated with 
billion. The pre- Mr. Catlin in safety work, was presented 
to the Aetna official by Dr. Herbert J. 
Stack, director of the Center for Safety 
Education at New York University, at 


AMERICAN INDUSTRY 


One of the most notable features of 


the American economy is the growth 


of American industry abroad, the ex- 
processing as one of 


cently as 


pansion of manufacturing 
and trading operations in so many parts 
of the 


investment at the 


world. American non-government 
present 
is estimated at $16 
casualty lines 


United States 


miums on property and 


for insurance based on the 


market on risks located outside of the the recent National Safety Council 
United States now amount to more than awards luncheon in Hartford. 
* * * 


$30 million. These risks cover a widen 


ing variety of Edward A. Mundy has been appointed 
special agent in Connecticut for London 
& Lancashire Group. He succeeds Wil- 
liam H. Huntting who has been trans- 
ferred to the home office. Mr. Mundy 
is a graduate of University of Scranton 
and has had experience as a rating in- 
spector and special agent in the Connec- 
ticut field. 


industry including opera 


tions in hotels, oil, motor cars and their 
salesmanship, various types of machinery 
and appliances. 

Some examples are the 


Hilton Hotel 
millions and recently opened, the opera- 


new Istanbul 





constructed at a cost of 









a New York 
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%& HENRY E. NORTH 

Henry E. North, vice president, Metro- 
politan Life, in charge of its Pacific 
Coast division, and Mrs. North sailed 
this week for Europe from Canada on 
Empress of Scotland. They will visit 
Scotland, Ireland, England and France. 
A graduate of Harvard School of Busi- 
ness Administration Mr. North joined 
Metropolitan as an agent in 1913, became 
an assistant manager and in 1921 a 
manager. After being superintendent of 
agencies for seven years he was elected 
vice president in 1928, second vice presi- 
dent in 1933 and vice president in 1936. 
He went to California 18 years ago and 
has made a brilliant record there. The 
Pacific Coast division has made a 28% 
gain in production over the preceding 
year. Mr. North is one of the leading 
citizens of San Francisco, prominent in 
many activities. 

x: oe 


Thomas J. Watson, Jr., president of 
International Business Machines Corp., 
has been appointed chairman of the tem- 
porary commission on Juvenile Delin- 
quency, a State organization which in- 
cludes members of both the Senate and 


Assembly. 
x x * 


Harold E. Ryan, agent in St. Marys, 
Kansas, for Occidental Life of Califor- 
nia, has been elected as St. Marys’ 34th 
mayor. Mr. Ryan joined Occidental in 
1954, and has served as city commis- 
sioner since his election in 1953. 


* * * 


Stefan Hansen, director of Group in- 
surance of Great-West Life, has been 
named as one of a five-man board to 
study and set rates of payment which 
municipalities and the province of Mani- 
toba will make to hospitals for the care 
of indigent patients. 


* * * 


Burton W. Hall, purchasing agent for 
Massachusetts Mutual Life, has been 
elected president of the Association of 
Insurance Company Buyers. Mr. Hall 
served as secretary last year. 


* * * 


Enid Bethel has resigned as a field 
representative of British-American Life 
in Eleuthera Island, Bahamas. The only 
woman agent in the Bahamas, she has 
an extremely large acquaintance in the 
States and in England. Her family has 
lived in Eleuthera for more than 200 
years. In addition to her insurance busi- 
ness she has long run the Belmont, a 
guest house at Governor’s Harbour, 
Eleuthera. Miss Bethel is taking a 
vacation of several months in Europe. 

















JOSEPH R. STEWART 


Joseph R. Stewart, associate general 
counsel, Kansas City Life, who has been 
named chairman of the 1956 American 
Red Cross national fund campaign, has 
been active in Red Cross work for the 
past 14 years. During World War II 
he was superintendent of traffic in the 
Kansas City division of auxiliary police 
and he has been chairman of the Notre 
Dame Foundation endowment program. 

x ok x 


Leland F. Lyons, field vice president 
of the Greater New York division, New 
York Life, and a St. Lawrence Univer- 
sity graduate in 1930, has been elected 
president of the St. Lawrence Alumni 
Association for the coming year. He 
succeeds Charles M. Deal, attorney for 
American Telephone and Telegraph Co. 
Mr. Lyons has served his university as 
alumni fund class agent, as a member of 
the executive committee of the trustees 
committee on bequests, as a member of 
the parents committee, and, during the 
past year, as chairman of the annual 
Alumni Fund campaign, which reached 
a new St. Lawrence record of more than 
$62,000 in gifts from alumni, friends, 
and parents. He joined the New York 
Life in 1930, and was in its branch offices 
in Albany, Binghamton, Buffalo and 
Philadelphia. He became assistant vice 
president in the home office in 1952, field 
vice president for the Northeast Divi- 
sion in 1953, and was appointed to his 
present position in 1954. His home is in 


Scarsdale. 
* Ox 


Horace W. Brower, president of Occi- 
dental Life of California, will continue 
to serve another year as a member of 
the policy committee of the U. S. Cham- 
ber of Commerce. 

: & 


Ray D. Murphy, president of the 
Equitable Life Assurance Society of the 
United States, has been elected to the 
board of Chase Manhattan Bank. Mr. 
Murphy is president of the Life Insur- 
ance Association of America, vice pres- 
ident of the Chamber of Commerce of 
the State of New York, and a member 
of the board of the Life Insurance Medi- 
cal Research Fund. He is active in wel- 
in and philanthropic affairs in Mont- 
clair, N.J., where he resides. 


* * * 


Ernest N. Dennison has been ap- 
pointed supervisor of Canadian agencies 
of Paul Revere Life, with head office in 
Hamilton, Ont. He has been with the 
company since 1952. 
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George P. Schultze 


George P. Schultze, manager of the 
Washington, D. C., office of Home Insur- 
ance Co., has been presented with a sil- 
ver cup by the District of Columbia 
Association of Insurance Agents, which 
has named him the outstanding associate 
member for 1954-55. The association has 
a membership of approximately 100. Mr. 
Schultze has taken an active interest in 
its affairs since he joined it in 1935. He 
became an associate member when he 
went with the Home Insurance Co.’s 
organization. Mr. Schultze has taught 
in the insurance school of the D. of C. 
Association of Insurance Agents, and 
was chairman of the panel on inland 
marine insurance at its Insurance Day 
affair this year. Another honor which 
Mr. Schultze has had in Washington 
is his election as vice president of In- 
surance Managers Association of 
District of Columbia for the term 1955- 
1956. That association has a membership 
of 45. 

Born in Washington Mr. Schultze at- 
tended public schools and Southeastern 
University there. He started his insur- 
ance career in 1929 with the insurance 
and real estate agency of B. F. Saul Co. 
which, among other things, did a sub- 
stantial business in real estate mort- 
gages. He then became associated with 
the Washington Insurance Agency. In 
1943 he went with the Home as special 
agent in District of Columbia; was 
named assistant manager in 1945, and 
six years ago became manager. 

In Washington the Home has a three- 
story building in one of the best busi- 
ness locations in the city, and the ter- 
ritory supervised in addition to Dis- 
trict of Columbia consists of the Mary- 
land counties of Montgomery and Prince 
George and the Virginia counties of 
Arlington and Fairfax as well as the city 
ct Alexandria, Va. P. Norman Fenton, 
secretary of the Home, has general 
supervision of the company’s insurance 
operations in the territory. Making their 
headquarters in the Home’s building in 
Washington are three special agents in 
fire ond property lines. Manager of the 
Home Indemnity Co. is. Richard C. 
Marshall. 

Mrs. Schuitze was Virginia Crampton. 
They have two children: Richard G., 16, 
who is a high school student, and Carol 


yy tO 


* * * 


New Albany Committee for Research 
of Fire Laws 


Senator S. W. Horton, Suffolk County, 
chairman of the joint legislative com- 
mittee on fire laws, announces that the 
new committee has established research 
headquarters in the offices occupied by 
the former Temporary State Commis- 
sion on Fire Laws at 6 Elk Street, 
Albany. The committee is continuing the 
work of the temporary commission in 
Connection with the study, revision and 
codification of laws relating to volunteer 
firemen and fire prevention and protec- 
tion services in towns, villages and fire 
districts, 

Senator Horton also said that the com- 


the: 








mittee had appointed Charles W. Potter 
as counsel. Mr. Potter has been repre- 
sentative of the State Department of 
Audit and Control on the joint commit- 
tee on firemanic problems and served 
on leave of absence from such depart- 
ment as counsel to the former Commis- 
sion on Fire Laws and as a member of 
the joint committee on school fire safety. 

A specialist on laws relating to local 
government, Mr. Potter has resigned 
his position as chief consultant in munic- 
ipal affairs in the Department of Audit 
and Control to devote his full time to 
the work of the committee on fire laws. 


* * * 


Back From Honolulu 


William Leslie, manager, National Bu- 
reau of Casualty Underwriters, Ray 
Murphy, general counsel, Association of 
Casualty and Surety Companies, and 
Rollo E. Fay, Pacific Coast manager of 
the National Bureau, and their wives, 
have returned from a trip to Honolulu. 
While there Messrs. Leslie, Murphy and 
Fay attended a meeting of the Hawaii 
governing committee and of the rate 
committee of the National Bureau. They 
also attended the dedication ceremony 
of the new building of the Pacific Jnsur- 
ance Co. in Honolulu. 

Before leaving for Honolulu, Messrs. 
Leslie and Murphy had attended the 
convention in San Francisco of the Na- 
tional Association of Insurance Commis- 


sioners. 
x ok Ok 


Now Judge Mary Donlon 


Mary H. Donlon, nominated by Pres- 
ident Eisenhower to be a judge of the 
United States Customs Court, has a wide 
acquaintance with insurance people 
growing out of her former post as chair- 
man of New York State Workmen’s 
Compensation Board. In her new posi- 
tion she will reach a climax in a legal 
career which began when she was gradu- 
ated from Cornell University Law 
School. Her first position was in the 
law office of Daniel Burke in New York 
and later she became a partner of 
Burke & Burke, until 1944 when 
Governor Thomas E. Dewey appointed 
her chairman of the Workmen’s Com- 
pensation Board. She had had consider- 
able experience in corporation work 
while with the law firm, including han- 
dling legal matters for corporations who 
import goods into the United States. 

Miss Donlon served as chairman of 
the compensation board from the time 
of its organization in 1945 until the first 
of this year when she began to sit as 
an appeals judge, a member of a panel 
of three, in litigated cases numbering 
about 2,000. She was a member of the 
first group of lawyers to become mem- 
bers of the Bar Association of New 
York, there being a dozen women in 
this initial group. 

While chairman of the compensation 
board she appeared a number of times 
as a speaker before insurance organiza- 
tions. 


Insurance Division of American 
Management Association 


Among the most important insurance 
gatherings in the United States are those 
of the insurance division of the Ameri- 
can Management Association. This as- 
sociation, which is 32 years old, has a 




























division the following other officers were 
elected: vice president in charge of the 
general management division, Alden G. 
Roach, president, Columbia-Geneva Steel 
division, U. S. Steel Corp.; vice president 
in charge of manufacturing division, 
Robert K. Mueller, vice president, plas- 
tics division, Monsanto Chemical Co., 








L. to R.: Lawrence A. Appley, Roy L. Jacobus, manager, insurance department, 
Ford Motor Co.; Henry Anderson, Seth S. Faison. 


membership of 21,000. It consists of 
eight operating divisions. They are 
manufacturing, finance, office manage- 
ment, marketing, personnel, packaging, 
general management and insurance. The 
insurance division has 4,000 members. 
They are from all parts of the United 
States and Canada and also in the mem- 
bership are some insurance men from 
foreign countries, particularlv Europe. 

If a corporation joins AMA it must 
have at least five individual representa- 
tives. Some corporations have as many 
as 200 individual members of AMA. 
These representatives must elect to be 
in two of the AMA divisions. For in- 
stance, an insurance man would prob- 
ably be in the insurance and financial 
divisions. 

There were two regular insurance di- 
visional conferences held during 1954 
with an attendance by 1,800 executives. 

It is obvious that the insurance ses- 
sions are of great importance to the 
production side of insurance as the mem- 
bers of the division are often the insur- 
ance managers of the corporations, or 
the chief assistants to these managers. 
Generally, the procedure is to have an 
executive of the insurance business de- 
liver a talk after which the members 
of the insurance division shoot questions 
at him. As the AMA members are in 
every day business of buying insurance 
the questions are decidedly pertinent. 
That is one of the reasons these sessions 
are so largely attended, many persons 
from the company end also being in- 
terested members of the audience. 

Roy L. Jacobus, manager, insurance 
department, Ford Motor Co., is newly 
elected vice president in charge of the 
insurance division of American Manage- 
ment Association. In the accompanying 
picture he is congratulated by Henry 
Anderson, insurance manager, American 
Broadcasting-Paramount Theatres, Inc., 
New York, outgoing vice president. 
Looking on are Lawrence A. Appley, 
AMA president, and Seth S. Faison, 
manager of AMA’s insurance division. 
In his new capacity Mr. Jacobus will 
head up a voluntary council of business 
men who will the association in 
planning all activities in the insurance 
division, including conferences, seminars 
and research. 

At the time Mr. Jacobus was elected 


vice president in charge of ‘the insurance 


assist 


’ Springfield, 


Mass.; vice president in 
charge of the marketing division, S. T. 
Harris, Texas Instruments, Inc., Dallas. 
The annual business meeting of AMA 
will be held September 14 at Sheraton 
Astor Hotel, New York. 


* * * 


Panel on Export Credit 


discussions by several world 
trade leaders on “Export Credit and 
Transfer Guarantees” and “Taxation of 
Income Derived From Foreign Branches” 
took place at a special “World Traders 
Forum” sponsored by the international 
trade and transportation sections of the 
New York Board of Trade on June 29 
at the Hotel Commodore. 

The “Export Credit” panel consisted 
of R. H. Rowntree, chief, economics di 
vision, Export-Import Bank, Washington 
D.C.; E. D. Alyea, partner, Dewey, Bal 
lantine, Bushby, Palmer and Wood; 
Walter Harnischfeger, president, Har 
nischfeger Corp., Milwaukee; John H. S 
Barr, president-elect, Foreign Traders 
Association of Philadelphia; Ernest H 
Meili, senior vice president, J. Henry 
Schroder Banking Corp., and Francis X 
Scafuro, vice president, Bank of Amer 
ica International, and chairman, inter 
national trade section of the New York 
Board of Trade. 

Clifford R. Rohrberg, second vice 
president, Guaranty Trust Co. of New 
York, was the moderator and Stanley 
E. Hollis, president, American Foreign 


Panel 


Credit Underwriters Corp., was chair 
man. 
Ke Hom 
Overseas Appointments 
The Scottish Union & National has 
appointed Francis P. C. Ashe as over 


seas fire superintendent at London. He 
has been assistant overseas fire superin 


tendent since August, 1953. He ente~ed 
the service of the company in 1917, and 
worked in the Far East from 1926 to 


1950. 

Frederick T. Waggett been ap 
pointed assistant overseas fire superin 
tendent. He has been in the overseas 
department for nearly 28 years 1 has 


and 
supervised the company’s business in 
Europe. 


has 
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Plan Panel Series on 
Stock Fire Problems 


SPONSORED BY N. Y. C. AGENTS 





First Meeting Set for July 19, Will 
Hear Producers’ Viewpoints; Con- 
tinue Through Summer 





The production forces in Metropolitan 
New York City are going to get the 
chance to give their views on what’s 
right and what’s wrong with the stock 
fire insurance system. This unique op- 
portunity will present itself at a meeting 
sponsored by the New York City Asso- 
ciation of Insurance Agents on July 19, 
in the Great Hall of the Chamber of 
Commerce of New York State, 65 Lib- 
erty Street. 

It is designed as a means to get the 
producers viewpoint on problems in the 
stock fire insurance business and prac- 
tical suggestions for a solution. There 
will be no speeches from the dais nor 
will there be any experts on hand to 
answer questions or dispute contentions 
expressed from the floor. The meeting 
will be opened by the chairman who 
will explain the purposes and who will 
set the rules for getting the floor. The 
chairman will be assisted by a panel of 
four whose function it will be to keep 
the meeting running smoothly by pre- 
venting speakers from digressing or 
from violating the procedural rules. 
The chairman and the panel will all 
be members of the New York City In- 
surance Agents Association. 

Problems in Fire Insurance 

Albert E. Mezey, president of the 
association, revealed that this meeting 
on July 19 which will open at 3 p.m. and 
close at approximately 6 p.m. is the first 
of a projected series which will carry 
through the summer months. He said 
that subject matter of this meeting will 
be restricted to problems in fire insur- 
ance. Later meetings, he said, will take 
up casualty, compulsory automobile in- 
surance and other problems. The im- 
mediate and ultimate motive behind this 
series, President Mezey said, is to 
strengthen the stock agency system 
competitively and to get a real under- 
standing of public needs by _ hearing 
from those who know the public inti- 
mately. 

The meeting will be recorded steno- 
graphically, but to protect the identity of 
the speakers so as not to impinge on 
frankness, it will not be necessary for 
speakers to give their names. There 
will be no restrictions on who may 
speak within the time allotted for the 
meeting. 

The agerts’ association has also re- 
vealed that it will formally request the 
presidents of other local producer or- 
ganizations to poll their memberships 
requesting written suggestions from 
those who will not be able to attend the 
meeting and express themselves from 
the floor. : 

Armed with all these statements, Mr. 
Mezey said, we will then cull them care- 
fully, dropping out the duplications, the 
sublime and the ridiculous. With what 
is left, we expect to have such a com- 
prehensive collection of suggestions 
that we will be able to present them to 
the proper authorities for implementa- 
tion. 

Does Not Fear Competition 

The executive committee in a state- 
ment accompanying the announcement 
of this meeting declared that this series 
was not devised out of fear of compe- 
tition from any source. That takes in 
the direct writer and the department 
store counter, it said. We know that 
the stock agency system is still the 
best method of insurance distribution 

(Continued on Page 20) 


NFPA Issues Revised 
Fire Safety Standards 


Two new and revised fire safety stand- 
ards in the electrical series, and five re- 
vised series applying to standards for 
incinerators and rubbish handling, in- 
stallation of residence type warm air 
heating and air conditioning systems, 
use, maintenance and operation of indus- 
trial trucks, standard types of building 
construction and installation and use of 
first aid appliances has just been pub- 
lished by the National Fire Protection 
Association, it was announced by Robert 
S. Moulton, technical secretary of the 
Association. 

Officially adopted by the NFPA at its 
recent annual meeting in Cincinnati, each 
of the standards is now available in 
pamphlet form from the NFPA, 60 Bat- 
terymarch Street, Boston. They will also 
be included in the 1955 edition of the 
National Fire Codes, to be published in 
September of this year. 

The standards, by numerical designa- 
tion and title, are: (71) Standards for 
the Installation, Maintenance and Use of 
Central Station Protective Signalling 
Systems for Watchman, Fire Alarm and 
Supervisory Service (26 pgs), 25¢; (72) 
Standards for the Installation, Main- 
tenance and Use of Proprietary Auxiliary 
Remote Station and Local Protective 
Signalling Systems for Watchman, Fire 
Alarm and Supervisory Service (40 pgs), 
35¢; (82) (82A) Standards for Incinera- 
tors, Rubbish Handling (26 pgs), 35¢; 
(90B) Standards for the Installation of 
Residence Type Warm Air Heating and 
Air Conditioning Systems (18 pgs), 35¢; 
(505) Standards for the Use, Mainte- 
nance and Operation of Industrial Trucks 
(12 pgs), 25¢; (10) Standards for the In- 
stallation, Maintenance and Use of First 
Air Fire Appliances (70 pgs), 50¢; (220) 
Standard Types of Building Construction 
(5 pgs), 25¢. 





FREDERICK HUBEL RETIRES 





After 53 Years’ Service, Phoenix of 
London’s Oldest Employe Feted 
at Company Dinner 

Frederick Hubel has retired June 30 
after 53 years’ service to the Phoenix 
of London Group. The oldest employe in 
point of service, Mr. Hubel has been 
a fire examiner in the Eastern depart- 
ment, ? 

Earlier this month he was tendered a 
dinner by the officers of the company 
and his fellow-employes at which time 
he was presented with gifts. Mr. and 
Mrs. Hubel make their home in The 
Bronx, New York. 
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J. Frank Traynor Elected 
Head Rochester Bar Assn. 





J. FRANK TRAYNOR 


Rochester, N. Y.—J. Frank Traynor, 
partner in the law firm of Traynor & 
Skehan, has been elected president of 
the Rochester Bar Association. Much of 
Mr. Traynor’s practice consists of repre- 
senting fire insurance companies. 

According to Mr. Traynor, the Bar 
Association’s program for the coming 
year will be spearheaded by the work 
of a special committee, whose function 
will be to alert the public in the Roch- 
ester area against the tendency to have 
the State take over the trial of auto- 
mobile negligence cases through boards 
appointed by the State, and to alert the 
public and the members of the State 
Legislature to consider all of the for- 
seeable complications arising from any 
form of compulsory automobile liability 
insurance and other forms of state par- 
ticipation and competition with private 
industry so far as the highly technical 
subject of insurance is concerned. 

Mr. Traynor is a native of Platts- 
burgh, N. Y., and a veteran of World 
War I. He took his pre-law training at 
the University of Pennsylvania and re- 
ceived his degree from Albany Law 
School in 1927, Thereafter he practiced 
in Rochester and in 1950 formed a part- 
nership with attorney Philip J. Skehan. 

Mr. Traynor is a member of the 
American, New York State and Roch- 
ester Bar Associations. He is chairman 
of the committee on American citizen- 
ship of the Rochester association and 
former chairman of its complaints com- 
mittee. 





FIRM TO CHANGE NAME 
Farm Bureau Insurance Cos., Colum- 
bus, Ohio will change its name Sept. 1, 
to “Nationwide Insurance.” 
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Hartford Fire Has Auto 
Policy Supplement 


ENTITLED “AUTO D & D” FORM 





Policyholders Having B.I. Liability May 
Purchase Auto Death, Dismemberment 
and Loss of Sight Insurance 





Hartford Fire Insurance Co. Group 
has announced the availability of a new 
supplementary form of protection for 


automobile insurance buyers. Policyhold- 
ers having bodily injury liability, which 
includes the medical payments feature, 
with Hartford Fire Group member com- 
panies may, at their option, purchase 
new automobile death, dismemberment 
and loss of sight insurance (known as 
“Auto D & D”) in $5,000 and $10,000 
limits covering one, two, three or more 
related persons who are members of 
the same household. 

The coverage provides insurance against 
death, loss of sight or limbs sustained 
while entering, leaving or riding in an 
automobile or as a result of being struck 
by an automobile. Protection against the 
shock of financial loss that usually goes 
with accidental death or serious crippling 
injury is the objective of the new Auto 
D&D form. In the conviction that iit 
is in the best interest of policyholders 
to be protected first against medical 
costs of automobile accidents, eligibility 
for the new coverage is contingent upon 
the insured policyholders having medical 
payments Insurance. 


Benefits Under New Coverage 


Benefits under the Hartford’s new 
coverage are the limit of liability for 
the loss of life; both hands or feet or 
sight of both eyes; one hand and one 
foot; or either hand or foot and sight 
of one eye. One-half of the limit of 
the liability is provided for the loss 
of either hand or foot, one-third for 
the loss of the sight of one eye, and 
one-fourth for the loss of the thumb 
and index finger of either hand. Only 
the largest sum specified will be paid 
if more than one of the losses results 
from any one accident. 

This coverage is available and _pre- 
miums are based on one of the four 
following arrangements: named insured; 
insured and spouse; insured, spouse and 
one relative or, a “household,” which 
includes insured, spouse and all relatives 
residing in the same household. Annual 
premium costs range from $2.25 to $7 
for $5,000 coverage and $4.50 to $14 
for $10,000 insurance. 

Specific payments are provided for in 
the new coverage, which may be granted 
on new, renewal and outstanding auto- 
mobile policies. Thirty-one state insur- 
ance departments have so far approved 
issuance of the insurance by the vari- 
ous companies of the Hartford Fire 
Insurance Company Group. 





GAB Branch Office Changes 


The General Adjustment Bureau, Inc, 
reports two branch office changes. James 
K. Clark, formerly manager at Meridian, 
Miss., has been promoted to the mana- 
gership of the Chattanooga office. He 
succeeds George M. Lee, who has been 
made general adjuster in Tennessee. 

W. P. Crowgey, Jr. has been ap- 
pointed resident adjuster at Conway, 
a succeeding J. B. McCurry, made 
adjuster in charge of Gadsen, Ala, 
office. The Conway office is an extension 
of the Florence operation under the 
management of J. E. Lufkin, Jr. 





OHIO MULTIPLE LINE BILL 

A “multiple line” insurance bill has 
been given final passage by the Ohio 
Legislature and sent to the governor 
for signature. The measure will permit 
writing of fire and casualty coverage on 
the same policy. Ohio law heretofore has 
provided that fire insurance companies 
cannot write casualty insurance, and vice 
versa. Ohio was the only state with such 
a law left on its statute books. 
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Insurance Advertising Conference Meeting, Atlantic City, June 26- 28 





— 


Carlier Urges LAC Support For Sales 
Kit and Clearing House Proposals 


These Innovations Feature His Report as IAC President; 
Change in Name and Creation of an Outstanding 
Display Sign for Agents Also Discussed 


Atlantic City, N.J., June 28—In his 
president’s report submitted to the 
Insurance Advertising Conference at its 
closing session here at Claridge Hotel 
this morning Harry V. Carlier, assist- 


ant secretary, Northern Assurance, urged 
that cooperation be given by all Class 
“A” member of IAC to the plan adopted 
at the Hartford meeting last fall of pre- 





HARRY V. CARLIER 


paring a kit of ad material as a guide 
to stock company agents in their local 
advertising efforts. 

“Your executive committee has battled 
with this problem and considered many 
ways and means of putting it into work- 
able form,” said Mr. Carlier. “The final 
plan which has already been submitted 
to you, will be effective, I believe, and 
will not present too much of a financial 
burden. It is worth a trial. I think it 
will grow and eventually become self- 
supporting without further requests for 
funds.” 


National Clearing House for Ad Ideas 


The idea of setting up an insurance 
advisory committee of IAC to advise 
agents with advertising and news help, 
particularly in those towns that do not 
have professional advertising agencies, 
was also brought up by Mr. Carlier. 
This is similar to the plan proposed by 
John C. Stott of Norwich, N.Y. in his 
address of yesterday morning to the 
IAC. Given the needed company sup- 
port it would take form as a national 
clearing house for advertising and sales 
promotion material as well as a supply 
source for speakers to address local 
board and state association meetings. 

Mr. Carlier had previously referred to 
the proposal in his “call to order” re- 
marks at the opening session of this 
meeting. “There is no better body than 
the IAC to organize and maintain such 
a clearing house,” he said. 

He also called for expressions of opin- 
ion on the possibility of a change in 
IAC’s name from Insurance Advertising 
Conference to Insurance Advertising 
— cil. Mr. Carlier said that this would 

a slight but effective change. Simi- 


larly he asked for IAC opinions on the 
Suggestion for adopting a display sign 
which would identify agents of capital 
“I feel there is a dis- 


stock companies. 





tinct need for an outstanding identifica- 
tion so that the public will instantly 
recognize that where it is displayed is 
the place to submit their insurance prob- 
lems. Today with both mutuz al and di- 
rect writing competition, this becomes of 
paramount importance,” he said. 1 

It was Mr. Carlier’s thought that if 
this display sign idea were approved, 
the cooperation of the National Associa- 
tion of Insurance Agents should be ob- 
tained “as their approval to the idea 
is important.” 


Problems of Yesterday and Today 


Earlier in his presidential report Mr. 
Carlier spoke of the many changes 
which have taken place over the years 
in the insurance business. He was a 
member and attended the first annual 
meeting of IAC 32 years ago. “The 
problems of insurance advertising man- 
agers then were considerably less ardu- 
ous than those of today,” he remarked. 
“We had only to sell fire, windstorm, 
automobile, some side lines and the cas- 
ualty lines. Our advertising followed a 
modest pattern with little so-called gen- 
eral advertising but plenty of printed 
material for agents’ use. 

“The picture is very different in 1955. 
We have with us the problem of selling 
package policies and who can keep up 
with them. Then there is the competi- 
tion of certain direct writers which is 


causing so much (in my mind)) un- 
necessary concern among local agents 
who have also the fear of diminishing 


prestige of the American Agency Sys- 
tem. 

“These problems create a greater de- 
mand for assistance from the company 
advertising and public relations depart- 
ments. That ,demand is being met in 
many effective ways with splendid co- 
operation and understanding from com- 
pany officials as regards budgets. 


A.A. System Can Only Be Harmed by 
Apathy 

“The concern of agents as regards the 

future of the American Agency System, 

I think, is somewhat unfounded. That 

system is deep-rooted and those roots 

cannot be destroyed by direct writers. 


It could only be harmed by apathy. The 
public does not have to be sold on 
the services of the independent local 


agent. It is already sold. But the most 
popular product could disappear from 
the market if not kept constantly in the 
public eye. There is no room for com- 
placency in selling and this applies to 
the business of selling insurance serv- 
ices as well as any other commodity. 

“Fortunately agents have been quick 
to recognize that fact and today we 
have many cooperative advertising pro- 
grams of local boards and state associa- 
tions. The companies are also whole- 
heartedly cooperating in these efforts. 
There are very few company advertise- 
ments which do not call attention of 
the public to the role of the independent 
local agent. The advertising programs of 
local agents both individually and co- 
operatively are becoming wide-spread 
and effective. This is plainly indicated 
by the quality of the winning presenta- 
tions in the IAC awards program.” 

In closing, Mr. Carlier expressed his 
appreciation to all who had worked so 
cooperatively with him in the past year, 
mentioning in particular members of 
IAC’s executive committee and Clark 
Smitheman, North America Companies, 
who was chairman of the advertising 
awards committee. 


Doty Elected Pres. of 
Insurance Ad Conference 


SCHENKE V.P. AND BULAU SEC’Y 


A. M. Taylor, W. S. Burt, T. Ramsay 
Taylor Elected to Exec. Committee; 
reers of New Officers 





Atlantic City, N. J., June 28—William 
H. Doty, supervisor in the publicity de- 
partment of Aetna Insurance Group, 
Hartford, was elected president of In- 
surance Advertising Conference at its 
32nd annual meeting here this morning. 
Mr. Doty succeeds Harry V. Carlier, 
Northern Assurance assistant secretary, 
who has held this office during the past 
year. 

Edmund V. Schenke, advertising man- 
ager of Royal-Liverpool Insurance 
Group, was elected vice president of IAC 
and Alwin E. Bulau, assistant secretary 
of the Home Insurance Co., was named 
secretary-treasurer. 

Elected to IAC’s executive committee 
for a two-year term were Alden M. 
Taylor, Phoenix of Hartford; Willard 
S. Burt, National Fire of Hartford, and 
T. Ramsay Taylor, United States F. & 
G. The following will continue on the 
board for another year: W. Winthrop 
Clement, American International Under- 
writers Corp.; Lewis S. Dabney, Em- 
ployers’ Group, and Thomas Sherlock, Fi- 
delity & Deposit. 

The nominating committee consisted 
of three past presidents of [AC—Walter 
H. Riley, American Surety, chairman; 





Affiliated Photo—Conway 
EDMUND V. SCHENKE 


Rhea Hurd, American Associated Com- 
panies, and Irving D. Bothwell, Com- 
mercial Union-Ocean Group. 


Career of President Doty 


William H. Doty joined Aetna Insur- 
ance Group in September, 1953, and is 
ieee hand man to Assistant Secretary 

Sidney Holt. Previously he had been 
ack The Spectator as advertising and 
sales promotion manager for five years. 
He has an excellent background in pub- 
Ici relations, advertising and sales pro- 
motion, having served in one or more 
of these capacities with the Philco Corp. 
in Philadelphia, Hugo Wagenseil & As- 
sociates, Dayton, O., and Industrial Mar- 
keting, a Chicago busine ss magazine. 

A veteran of World War II, Mr. Doty 
is a graduate of the University of Chi- 





IAC Convention News 


Additional news articles on IAC’s 
annual meeting at Atlantic City are 
contained in our casualty department. 
See pages 28 - 30. 








WILLIAM H. DOTY 
cago and Charles Morris Price School 
in Philadelphia. 
Edmund V. Schenke 
Edmund V. Schenke has been with 


Royal-Liverpool Insurance Group for 
over 26 years having started as assistant 
to Ralph W. Smiley, then advertising 
manager, who retired several years ago. 
Mr. Schenke was promoted in 1944 to 





Pach Bros., 


BULAU 


N.Y. 
ALWIN E. 


advertising manager of the Globe In- 
demnity and the following year assumed 
charge of the advertising and publicity 
for the Eagle and Royal Indemnity Cos. 
He succeeded Mr. Smiley as advertising 
manager for the fire companies of the 
group in 1948, 
Alwin E. Bulau 

Alwin E. Bulau, who became affiliated 
with the Home Insurance Co. in 1930, 
had considerable field experience prior 
to that time. He began his insurance 
career as a local agent in Los Angeles. 
Later he conducted his own agency at 
St. Paul, Minn., and then in 1919 he 
joined the Westchester Fire as state 
agent for Minnesota and North Dakota. 
In 1921 he became a special agent for 
the Aetna at Columbus, O., and five 
years later took a similar post with the 
World Fire & Marine in Ohio. 

In his 25 years with the Home, Mr. 
Bulau has served successively as state 
agent in Ohio, state agent in Indiana, 
manager of the Indiana office, and then, 
in August, 1951, transferred to the head 
office in New York for special assign 
ments. He was named advertising mana- 
ger of the Home in April, 1952. 
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John T. Byrne Urges Congress Adopt 
Amendment to Mutual Security Act 


Talbot, Bird & Co. Board Chairman, Appearing Before House 
Foreign Affairs Committee, Recommends Legislation 
as Only Recourse to Prevent Discrimination 
of American Marine Insurers 


John T. Byrne, chairman of the board, 
Talbot, Bird & Co. and president of the 
Universal and Universal In- 
appeared before 
Affairs of 


Insurance 
demnity Cos. 
the Committee on 

House of Representatives, on behalf 
of the Association of Marine Under- 
writers of the United States, to urge 
adoption of an amendment to the Mutual 
Security Act of 1954. The proposed 
amendment would remove foreign dis- 
crimination against American marine in- 
surers and give the American marine 
insurance market the opportunity to 
compete on an equi il basis for the insur- 
ance of foreign economic aid shipments. 

Mr. Byrne in his presentation before 
the House Committee stated: 

“The Association of Marine Under- 
writers of the United States have been 
unable to induce the FOA to change 
its regulations with respect to marine 
insurance so as to allow the American 
marine insurance market to compete for 


recently 
Foreign 


the insurance on FOA shipments. The 
American marine underwriters now feel 
that the only way to prevent further 


damage being done to their market is by 
recourse to legislation.” 


Recommends Amendment 


In this connection, Mr. Byrne referred 
the committee to the amendment adopt- 
ed by the Senate, as follows: 

“Section 4 of S. 2090 amends Section 
131 of the Mutual Security Act of 1954 
by adding a new subsection (d) as fol- 
lows: 

‘In providing assistance in the procure- 
ment of commodities in the United States, 
United States dollars shall be made avail- 
able for marine insurance on such com- 
modities where such insurance is placed 
on a competitive basis in accordance with 
normal trade practice pr evailing prior to 
the outbreak of World War II. Pro- 
vided: that in the event a participating 
country, by statute, decree, rule, or regu- 
lation, discriminates against any marine 
insurance company authorized to do busi- 
ness in any State of the United States, 
then commodities purchased with funds 
provided hereunder and destined for such 
country shall be insured in the United 
States against marine risks with a com- 
pany or companies authorized to do a ma- 
rine insurance business in any State of 
the United States.” 

It was pointed out by Mr. 
the growth of discrimination in 
insurance by foreign countries, 
regulations which 
shipped to or from 
insured in their 


Byrne that 
marine 

“laws, 
decrees and require 
that commodities 
their countries must be 
domestic insurance markets, has been a 
disturbing factor in international trade 
since World War Such laws in effect 
give the foreign country’s domestic in- 
surance market a monopoly,” he _ said. 
Concern of International Organizations 

Continuing Mr. Byrne stated that with 
the removal of international competition, 
premiums inevitably become higher. This 
discrimination has reached such alarm- 
ing proportions that it has become the 
concern of various international organi- 
zations, he said. 

“The Economic and Social Council of 
the United Nations at its 13th Session 
in 1951,” said Mr. Byrne, “passed Reso 
lution 379G (XIID) which’ requested gov- 
ernments to adopt, in so far as possible, 
a policy of nondiscrimination in trans 
port (marine) insurance, and to permit 
the placing of transport insurance on the 
economic basis. The Secretary 
General of the United Nations made a 
tudy of this type of discrimination 


subject of a Report at- 


most 


which is the 





tached hereto, Document E/CN. 2/139, 
December 23, 1952. Since that report 
was made Colombia, Mexico and Paki- 
stan have promulgated laws or regula- 
tions which in effect require all imports 
into those countries to be insured in 
their domestic insurance markets. 
Discrimination Encouraged 

“FOA, by its refusal to grant dollars 
for marine insurance unless the parti- 
cipating country so requests, encourages 
participating countries to discriminate 
against the American marine insurance 
market, and to require that the insurance 
on FOA-financed shipments be placed in 
the domestic insurance markets of the 
participating countries.” 

Continuing, Mr. Byrne told the Con- 
eressmen, 

“There is little force in the argument 
that the participating country should be 
allowed to refuse to request dollars for 
marine insurance and thereby conserve 
its dollars for other purposes. If the 
foreign purchaser insures in his own 
currency and the commodities are dam- 
aged or lost during the ocean transport 
his loss will be paid in the foreign cur- 
rency and he will be made whole for the 
purchase price which he paid in his own 
currency into the participating country’s 
counterpart fund. Yet the commodities 
are still presumably needed by the par- 
ticipating country, and replacements of 
the lost commodities must be purchased 
with dollars, which necessitates a further 
allocation of dollars by FOA to the 





D’ Aquino Studios 


JOHN T. BYRNE 


participating country which sustained 
the loss. In the final analysis, the dol- 
lar loss, in such a case, is borne by the 
American taxpayer.” 

Mr. Byrne said that insurance pre- 
miums constitute a very small fraction 
of the total delivered cost of the goods. 
He cited a report of the Ad Hoc Com- 
mittee of the Specialists of the Ameri- 
can Republics to study freight and insur- 
ance rates of the American Economic 
and Social Council, “Under normal con- 
ditions of foreign trade, the cost of in- 
surance represents only a small propor- 
tion of the cost of the goods insured. 
The gross cost of marine insurance on 
such goods usually varies from 2/10 of 
1% to 7/10 of 1% of the delivered cost.” 

He pointed out that approximately 60% 
of total premiums received is returned 

(Continued on Page 25) 
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Idaho Ruling Approves 


Insurance Rate Fili 


An order of the Idaho State Insurance 
Commissioner which had rejected a filing 
of a rates and rules adjustment program 
on fire insurance by the Idaho Survey. 
ing and Rating Bureau was _ reversed 
by a memorandum decision handed 
down in Boise by District Judge M. 
Oiiver Koelsch, who favored the filing 
in its entirety. 

The rate filing, originally submitted to 
Insurance Commissioner Leo O’Connel] 
on April 22, 1954 involved a compre. 
hensive revision and both increases and 
decreases in approximately 80 per cent 
of the fire insurance risks in Idaho, 


Public hearings were held before the 
commission in June and July, 1954, and 
on Aug. 24, 1954, the Commissioner en- 


tered his order disapproving the filing 
in its entirety on the grounds that cer- 
tain of the rate changes were discrimina- 
tory in nature. The decision, on an ap- 
peal by the rating bureau, reversed the 
findings of the Commissioner and ap- 
proved all of the proposed rate changes, 

Main changes will be decreases in the 
rates on dwelling houses in municipali- 
ties with accredited fire fighting facilities 
and reductions on all public property and 
substantial increases on certain classes 
of commercial and industrial properties, 
particularly mercantile stores and ware- 
houses, together with their contents. The 
court found that both the rate increases 
and decreases were justified by the fire 
losses that were experienced in the state 
over a period of years. 

The rating bureau publishes fire in- 
surance rates for about 90 per cent of 
the first i insurance companies doing busi- 
ness in the state. The rates of all 
companies for which the bureau acts as 
agent will be affected by the decision 
when it becomes effective. 

Lawyers for the rating bureau were 
directed to prepare a formal decree and 
the state attorney general’s office, rep- 
resenting the commissioner of insur- 


ance, and attorneys for other interested 
parties were given 10 days to file 
objections. 





New Fire and Auto Rates 
Approved in Oklahoma 


Oklahoma City, Okla—New rates on 
fire, extended coverage and comprehen- 
sive auto insurance were approved last 
week by the State Insurance Board. 
Winning approval was the fire insurance 
rate which represents a reduction in 
rate and includes a $50 deductible fea- 
ture for extended coverage which _ in- 
cludes hail and windstorm. 

New rate with the deductible feature 
is $3.60 per $1,000 while the rate will be 
$4.00 per $1,000 without the feature. Ex- 
tended coverage on household contents 
is being cut from $4 to $3.60 per $1,000. 


Also approved was a National Auto- 
mobile Underwriters Association filing 
on physical damage, fire, theft, wind- 
storm and collision. The adjustment 


makes no change in the Tulsa rate while 
the Oklahoma City rate is being cut 
16.6% and the remainder of the state 
13.4%. On $50 deductible collision the 
réductiaa is an over-all 16.8 and $10 


deductible 26.9%. 


Sponsors Summer Fellowship 


For the fifth year, Fireman’s Fund 
Insurance Group is sponsoring a sum- 
mer Fellowship for_a college teacher 
of insurance. Hal Holt, instructor 
in the Department of Business at 
Phoenix College, Phoenix, Arizona, be- 
gan a six weeks’ study period in the 
home office of the company in San 
Francisco on June 27. Through inter- 
views with officers, department heads 
and specialists, he will get a compre- 
hensive picture of company operations 
and the insurance business as a whole. 
The summer Fellowship program is con- 
ducted in cooperation with the National 
Board of Fire Underwriters and _ the 
American Association of University 
Teachers of Insurance. 
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GAB in New Branch, Makes 
Field Management Changes 


The opening of a new branch office 
in Fall River, Mass. and several field 
management changes are reported by the 
General Adjustment Bureau, Inc. The 
new facility located at Fall River is un- 
der the management of Fred Kracke. 
The territory of the new branch in- 
cludes Fall River, Somerset, Swansea 
and Seekonk in Mass., Block Island and 
Newport County, Rhode Island, exclud- 
ing Jamestown Island. Mr. Kracke has 
been a member of the GAB staff since 
1947. Prior to this appointment he has 
been senior fire adjuster at New Bed- 
ford, Mass. 

In a series of changes effective imme- 
diately, Frank Fodell has been appointed 
general adjuster, western Pennsylvania, 
and William A. Maybury is transferred 
to Pittsburgh to succeed Mr. Fodell. 
John E. Landis, manager, Clarksburg, 
West Va. branch will replace Mr. May- 


bury at Altoona and Eugene Cornwell 
ed been appointed manager at Clarks- 


a Fodell joined the bureau at Pitts- 
burgh in 1931, having previously been a 
company fieldman in the western Penn- 
sylvania territory. He has since served 
continuously at Pittsburgh and was ap- 
point ted manager of that branch office in 
1945. 

Mr. Maybury has been a member of 
the GAB staff since 1936, when he 
joined the Pittsburgh office. He entered 
the Army in 1941 and was discharged 
in the rank of colonel in 1946 at which 
time he returned to the bureau and 
served in the Erie and Elmira offices. 
In 1952 Mr. Maybury was appointed 
manager of the Altoona, Pennsylvania 
branch office. 

Mr. Landis’ association with the bu- 
reau began in 1937 at Huntington, West 
Virginia, after previous insurance com- 
pany experience. He was appointed ad- 
juster-in-charge in Clarksburg in 1944 
and named branch manager of that office 
four years later. 

Mr. Cornwell became a member of the 
GAB staff at Clarksburg, West Virginia, 
in 1945. Two years later he was trans- 
ferred to the Charleston branch office, 
where he has since served as staff ad- 
juster. 





Philippines Commissioner 


At Luncheon of AFIA Here 


A recent luncheon guest of American 
Foreign Insurance Association at the 
Lawyers Club, New York, was Ceferino 
Villar, Insurance Commissioner of the 
Philippines who had come to this coun- 
try to attend the convention of Na- 


tional Association of Insurance Com- 
missioners. He has been a staunch sup- 
porter of friendly Philippine- -United 


States relations and has been particular- 
ly successful in creating an atmosphere 
of cooperation between the local and 
foreign insurance companies in the 

Philippines. He is to visit London, 
Switzerland and other European capit als 
before returning to Manila. 

Toastmaster of the luncheon was 
James O. Nichols, general manager of 
AFIA. Officials of AFIA and officers 
of member companies attended. 





APPLIES FOR CALIF. LICENSE 

Los Angeles—Christiana General In- 
surance Co., White Plains, N. Y., has 
made application for a certificate of au- 
thority to transact multiple lines of in- 
surance in California. The company 
transacts only reinsurance business. It 
has a capital of $1,000,000 and unassigned 
lunds of $1,406,893. Officers of the appli- 
cant are: President, Arne Fougner; vice 
President and secretary, Allen J. Hinkel- 
man; treasurer, Per M. MHabsson; 
controller, George H. Crofoot. . Ter- 
ence A. Hill, San Francisco, has been 
Named as agent for service. 












(CE see YOUR HOMETOWN AGENT! 







ror quatity PROPERTY INSURAN 


my product is property protection- 
and | sell the best! 
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Your own Home Insurance agent or broker is the man 
who can give you the best buy in insurance, on your 
prospec S home, your car, your business. His advice and profes- 
8 

















“I'm an insurance agent— 
an independent businessman. Like any 
good merchant, | take pride in what | sell you. 


“Most printed policies look pretty much alike. But that's not 
what | sell. | don't sell policies—I sell protection and services— 
my own and those of the company | represent. Together, 

we provide top-quality protection for the policyholder— 

the most in value for every insurance dollar.” 





sional services are at your command. See him now! 


THE HOME 


ORGANIZED 1853 


(Puaurance Company 
Home Office : 59 Maiden Lane, New York 8, N. ¥ 
FIRE +« AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock compony represented exclusively by over 40,000 independent local agents ond brokers 











The Home Insurance Company’s This advertisement 
current advertisement is your 
‘personal introduction” to new 


leads and prospects. 


appears incolor in: 


U. S. News & World Report 


By acquainting your prospects with ane 
— July 


the professional calibre of the services 
you render, this advertising builds good 
will for you and assures receptive 
attention to your suggestions. 


Better Homes and Gardens 
— August 


Advertising like the above is making friends 
for you and paving the way to sales 

every day. Take advantage of it! 

Your Home fieldman is ready to 

help you any way he can. 


THE HOME 


ORGANIZED 1853 CS O. 


Home Office: 59 Maiden Lane, New York 8, N.Y. 

FIRE . AUTOMOBILE - MARINE 

The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


American Home—August 
Nation's Business—July 
Business Week —July 16 
Town Journal — July 
Newsweek—July 1] 


Time—July 1] 


Astock company represented exclusively by over 40,000 independent local agents and brokers 


‘Co., Executive Vice 












Great American Group 
Honors Four Employes 


Officers of the Great American Group 
gave a luncheon at the New York State 
Chamber of Commerce, recently to honor 
four employes who received awards for 
excellence in scholarship at the School 
of Insurance during the school year just 
ended. 

Stephen W. Gorey earned the New 
York Ex-Fieldmen’s Society prize as the 
leading student in the Fire 
Physical Aspects course. Mr. 
employed as a fire inspector. 

Donald T. Kipp earned the A. Dun 
can Reid Memorial prize as the leading 
student in the Casualty Insurance Con- 
tracts course. Mr. Kipp is an under- 
writer in the compensation and liability 
department. 

Norman E. McPherson earned the 
Arthur F. Lafrentz prize and the Surety 
Association of America prize as the 
leading student in the Fidelity course. 
Mr. McPherson just completed home 
office training and represents the com- 
pany as bonding special agent at Pitts- 
burgh, Pa. 

Charles L. Schultz earned the Casu- 
alty and Surety Accountants Associa 
tion of New York prize as the leading 
student in the accounting principles 
course. Mr. Schultz is systems analyst 
in the research department. 

Vice President T. H. Bivin introduced 
the toast master, Vice President S. T. 
Skirrow. Mr. Skirrow pointed out that 
during the past 10 years 30 employes of 
the company have won prizes at the 
School of Insurance. W. E. Newcomb, 
president of the Fire Companies of the 
Great American Group, congratulated 
the graduates. President G. F. Michel 
bacher, of the Great American Indem 
nity Co., discussed the future of insur 
ance. Also present were Executive Vice 
President C. M. Close of the Insurance 
President W. J. 
Ahearn of the Indemnity Co., Paul Jor 
dan, educational director, and F. A. Fre 
denburgh, personnel director. 


New England Mutual Assn. 
Reelects All Officers 


The Mutual Fire 
tion of New 


Risks- 
Gorey is 


Insurance Associa- 
England at its recent an- 
nual meeting reelected President Clif- 
ford A. Peterson, president, Merchants 
& Farmers Mutual, Worcester. Other 
officers reelected were: Ist vice president 
—Minott M. Rowe, president, Worcester 
Mutual Fire, Worcester; 2nd vice presi 
dent — Harvey MacArthur, president, 


Quincy Mutual Fire, Quincy; secretary 
treasurer—Edward D. Sirois, assistant 
secretary-treasurer—Ethel M. Pratt. 


committee 
secretary, 
Providence; 
secretary, Attleboro 
Attleboro, Mass.; Harold 
A. Knapp, president, Norfolk & Dedham 
Mutual Fire, Dedham, Mass.; Arthur W. 
Benson, vice president, Pawtucket Mu 
tual, Pawtucket. 

George L. Barnes, attorney, Allen & 
Barnes, Boston was reappointed general 
counsel. T. C. Parker, treasurer, Dor- 
chester Mutual Fire was renamed au- 
ditor. 


Reelected to the executive 
were: Francis S. Goff, Jr., 
Providence Mutual Fire, 
R. Burton Forbes, 


Mutual Fire, 





Kentucky Assns. Elect 

Louisville, Ky—The Kentucky Fire 
Underwriters Association, meeting at 
Kentucky State Park, Gilbertsville, Ky., 
named Edward S. Jackson, Louisville, of 
the Yorkshire, as president ; H. Pell 
Brown, Lexington, of the American, 
vice president ; Edward L. Elder, Middle- 
town, Ky., of the Agriculture, secretary 
treasurer; and executive committee 
members, George Olmstead, of the Fire- 
man’s Fund; Milton MacGruder of the 
Firemen’s of New jersey; and Claude 
Purdom, of the Royal of Liverpool. All 
live in Jefferson County, Louisville area. 

The Kentucky Fire Prevention Asso- 


ciation meeting at ae same time, named 
Browne B. Bolton, Bradshaw & Weil, 


and reelected 
American, as 
London 


general agency, president; 
William Hamlin, Great 


vice president, and Carl Ratliff, 
secretary. 


& Lancashire, 
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WILLIAM MINTER RETIRES 
Vice President and Secretary, National 
of Hartford Group Has 35 Years’ 

Service 
Minter, vice president and 
the National of Hartford 
retire today, after 35 years’ 


William O. 
secretary of 
Group, will 
service with the 

A native of 


organization. 
Virginia, Mr. 


Minter 





WILLIAM O. MINTER 


joined the National of Hartford Group 
in 1920 as a special agent in Richmond, 
supervising the company’s business in 


Virginia, Maryland and D.C. He later 
served as state agent for North and 
South Carolina, and in 1928 was _ pro- 
moted to the home office in Hartford 
as agency superintendent. The follow- 
ing year he was elected assistant secre- 
tary, and secretary in 1940. In 1952, 
Mr. Minter was elected vice president 


and secretary of the Group. 

Mr. Minter has served on the govern- 
ing committee of the Insurance Rating 
Bureau of the District of Columbia, and 
the board of governors of the Maryland 
Fire Underwriters Bureau. 


Stock Fire Panel 


(Continued from Page 16) 
yet devised and we want to keep it 
that way. 
For that reason, the statement con- 
tinues, “we think that this series will 


develop a better rapport among all seg- 
ments of the business and it will un- 
doubtedly prove to be a most effective 
way of keeping the channels of com- 
munication open between the producing 
forces and those who occupy the deci- 
sion making level in the companies and 
the bureaus. 

“We feel that the information we de- 
velop will go a long way toward assur- 
ing that our growth will keep pace with 
the shifts in public needs and demands. 
We want to be up to the growth of 
the economy of the country and ahead 
of the field when it comes to providing 
product, service and price to the public 
we serve. When we do that, there will 
be no question as to whom the public 


will choose to provide its insurance. 
“Sure we want to hear gripes. We’d 
like them best if they are accompanied 


by practical suggestions for improve- 
ment, but we'll take them as_ plain 
gripes if that’s all the speaker has to 


offer,” the executive committee’s state- 
ment concludes. 

All segments of the industry are in- 
vited to attend, the New York Agents 


Association said. 


APPOINT HEIN SPECIAL AGENT 

Richard C. Hein has been appointed 
agent for Worcester Mutual Fire 
astern Massachusetts and Rhode 


special 
in e€ 


Island 





Rhode Island Approves 


Auto Rate Revisions 
Revisions in rates and rules have been 
filed in Rhode Island by the National 
Automobile Underwriters Association on 
behalf of its member and_ subscriber 
companies and approved by George A. 
sisson, Insurance Commissioner for the 
state for use effective June 27. The new 
rates and premiums for automobile ma- 
terial damage coverages result in an es- 
timated annual decrease of $65,000. 
Private passenger comprehensive pre- 
mium levels were increased resulting in 
an average increase for the entire state 
of approximately 21%. Private passen- 
ger collision premium levels were de- 
creased resulting in average reductions 
for the entire state approximating 7% 
on $50 deductible coverage and 4% on 
$100 deductible coverage. The over-all 
effect for private passenger cars in the 
entire state for all coverages is a re- 
duction of approximately one-half of 1%. 
In addition to these premium reduc- 
tions collision premiums for family Pri- 
vate Passenger Automobile risks which 
involve young women operators under 
25 years of age but with no men oper- 
ators under 25 years of age are reduced 
13% where the woman operator under 
25 years of age is neither the owner 
nor the principal operator, a credit of 
10% is approved for risks where all 








Pacific CPCU Chapter 
Hear Lloyd’s Manager 


Los Angeles—John E. Spencer, Lloyd’s 
Department manager of Swett & Craw- 
ford, addressed the Pacific Chapter 
CPCU at its June meeting, at which he 
gave some interesting data on the pres- 
ent economic situation in England, hav- 
ing just returned from a two months’ 
visit to England. 

He gave a description of the manner 
in which Lloyd’s of London operates. He 
spoke about the current problems in- 
volved in ple ge 2 business, both direct 
and excess, in the London market, the 
chief of which is there are too few ‘indi- 
viduals who are “leaders” and actually 
handle the volume of business that flows 
into the London market. He declared 
that free and open competition in re- 
spect to American business exists in 
London. 





drivers under 25 years of age have suc- 
cessfully completed a Driver Education 
Course which meets the standards es- 
tablished by the National Education 
Association and sponsored by a recog 
ized secondary school, college or uni- 
versity. These reductions are in addition 
to the premium level reductions quoted 
above. Other rate and rule changes are 
made. 














PRESTON H. KELSEY, S 


New Directors, 


ROBERT C. BORWELL, 


Chicago Toronto 


New York Pittsburgh 
San Francisco Seattle 
Minneapolis Vancouver 
Detroit St. Louis 
Boston Indianapolis 


Los Angeles Montreal 





We are pleased to 
announce the election of the following 


Officers and Directors 


Chairman of the Board and Chief Executive Officer, 
LAURENCE S. KENNEDY, New York 


President and Chief Administrative Officer, 
HERMON D. SMITH, Chicago 


Vice-Chairman of the Board, 
HERBERT F. EGGERT, New York 


Vice-Chairman of the Board, 
san Francisco 


Chairman of the Finance Committee, 
CHARLES WARD SEABURY, Chicago 


Vice-Chairman of the Finance Committee, 
WALTER A. SCIe*WINDT, New York 


Chairman of the Executive Commillee, 
W. DONALD Maus, New York 


Vice-Chairman of the Execulive Committee, 
JOUN HOLBROOK, New York 


THEODORE W. BAILEY, New York 
Chicago 


MARSH & MCLENNAN 


1 neorporated 


Insurance Brokers 


St. Paul Tulsa 
Duluth New Orleans 
Portland Phoenix 
Buffalo Milwaukee 
Atlanta Cleveland 
Calgary Havana 
Washington London 


























AETNA COS. FIELD CHANGES 


Expansion of Boston Office, Automobile 
and Standard Fire Cos. Announce 
Personnel Promotions 


Expansion of the Boston office and a 
number of field personnel changes jp 
the fire division of the Automobile Ip. 
surance Company and the Standard Fire 
Insurance Company have been ap. 
nounced. 

An eastern Massachusetts office has 
been established at Boston with Maurice 
W. Leland, special agent there for the 
past two years, named manager. Special 
Agents William S. Mason and H. Iry- 


ing Charnock have been promoted to 
state agents, a eastern Massa- 
chusetts. William Cunningham, spe- 
cial agent at otha has been trans- 
ferred to the new office. 

William C. Coughlin, Jr., special 


agent in northeastern Pennsylvania, has 
been advanced to state agent in the 
Philadelphia, southern New Jersey and 
Delaware territories. Raymond D. Hou- 
lihan, Jr., has been transferred as spe- 
cial agent in the territory from All bany, 
NYS 

Paul T. Haring, Jr., special agent in 
Maine for the past two years, has been 
advanced to state agent in eastern — 
York, with headquz no aa at Albany, ef- 
fective July 1. Robert B. Collins, tide 
special agent at Waterloo, Ia., will be 
transferred to the Maine territory. 

Albert C. Mayo, formerly special agent 
at Richmond, Va., has? been transferred 
to Wilkes-Barre, Pa.j and placed in 
charge of the northeastern Pennsylvania 
territory. Special Agent Robertson Mac- 
kay has been transferred from the north- 
ern New Jersey territory to central New 
Jersey, with headquarters at Asbury 
Park. 





APPOINT WALTER P. WHITE, JR. 


Succeeds Joseph W. Loftus as Pacific 
Fire Division Manager of Automo- 
bile and Standard Fire 
Walter P. White, Jr. has been ap- 
pointed manager of the Pacific fire 
division of the Automobile Insurance Co. 
and the Standard Fire. He succeeds Jos- 

eph W. Loftus. 

Mr. White joined the companies in the 
Pacific fire division in 1937 and the fol- 
lowing year was appointed special agent 
at Los Angeles, being advanced to as- 
sistant manager a year ago. A graduate 
of Stanford University he twice served 
in the Navy and has the rank of. lieu- 
tenant commander. 

Mr. Loftus joined the Aetna Affiliated 
Companies in 1928 as a special agent, 
four years later being promoted to 
superintendent. Since 1942 he has been 
manager of the Pacific fire division with 
headquarters in.San Francisco, the terri- 
tory embracing California, Arizona and 
Nevada. 


Name Bush Asst. Secretary 


Of North Star Reinsurance 


Blakely W. Bush has been appointed 
an assistant secretary of North Star Re- 
insurance Corp., a member of ithe Gen- 
eral Reinsurance Group. 

Mr. Bush will be a fire and inland ma- 
rine underwriter in General Reinsurance 
Group’s midwestern department in Kan- 


sas City, Mo. He had previously been 
with the E ‘employers Reinsurance Corp 
A native of Kansas City, Mr. Push 


was graduated from the University of 
Missouri in 1950. He is a member o: the 
board of governors and the secretary of 
the Insurance Society of Kansas City 
and received his designation as a C?CU 
in 1954. 


NATIONAL UNION DIVIDEND 
Pittsburgh, Pa—Directors of National 
Union Fire, parent company of National 


Union Indemnity and Birmingham Fire, 
have declared a cash dividend of 50 cents 
per share on the capital stock, payable 
June 30, to stockholders of record June 


14. 
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Diemand Addresses Bucknell 
Graduates, Awarded Degree 


More than 2,000 people who attended 
commencement exercises at Bucknell 
University, Lewisburg, Pa. recently 
yeard that the keystone of knowledge is 
character, during an address by John A 
Diemand, president, Insurance Co. of 
North America Companies, Philadelphia. 

Mr. Diemand, who received an hon- 
orary degree of Doctor of Laws from 
Bucknell president Merle M. Odgers, 
delivered the commencement address at 
the university’s 105th annual graduation 
exercises. 

Directing his remarks to the Class of 
1955, Mr. Diemand said, “Know-how 
means mastery of the facts, and no 
more. Whether the tools of today are 
used to wreck Modern Man, or to re- 
mold him more nearly in his Maker’s 
image, will depend on something quite 
apart from the know-how that you and 
others like you are just now taking from 
your campuses into commerce—some- 
thing quite apart from the dollars and 
goods into which that know-how can be 
turned, 

“It will depend upon the character 
which you and your classmates of the 
Free World have and prove in these 
days of decision. Character is some- 
thing know-how cannot make, nor dollars 
buy. If you find it in books, it will be 
beyond the words and between the lines. 
Character is something on which no pro- 
fessor will ever give a numerical mark,” 
he emphasized, 

“You are about to set out on a new 
phase of your life. In your hands and 
head you take with you more than aver- 
age know-how. In your hearts you have 
a true set of values. The best of the 
good wishes we all give you is that you 
use them well,” he concluded. 





Licenses in Canada 


Granted to Five Companies 
North River Insurance Co. has been 
granted certificate of registry to carry 
on in Canada the business of accident, 
plate glass and theft insurance in addi- 
tion to the classes for which it is already 
registered. 

United States Fire Co. has’ been 
granted permission to carry on the busi- 
ness of employers’ liability, plate glass, 
public liability and theft insurance in 
addition to the classes for which it is 
already registered in Canada. 

The Continental Co. has been author- 
ized to transact in Canada the business 
of fire, accident, aircraft and certain 
other insurance limited to the insurance 
of same property as is insured under a 
policy of fire insurance of the company. 

American Surety Co. of New York has 
been granted a certificate to carry on 
employers’ liability and public liability 
insurance in addition to the classes for 
which it is now registered in Canada. 

Nordisk Reinsurance Co., Ltd., has 
been granted certificate to carry on 
Weather insurance in Canada, limited to 
the insurance of the same property as 
is insured under a policy of fire insur- 
ance of the company, limited to the 
business of reinsurance only, in addition 
to the classes for which.it is already 
registered in Canada. 

Hanover Fire Co. has been granted a 
certificate to carry on employers’ lia- 
bility and public liability insurance in 
addition to the classes for which it is 
already registered in Canada. 


AIUC Golf Winners 


The ninth annual C. V. Starr & Co— 
American International Underwriters 
zorpoestan golf tournament was won 
by AIUC Executive Vice President, 





A, E. Gilbert, with a low gross score 
of 81. Second low gross was won by 
C R. Smith, of CV. Starr, & Co. 


bonding department, with a score of 
8. Mr. Gilbert also won the hole-in- 
one prize which he relinquished to 
Tunner-up, E. M. Montefusco of the 
AIU fire department. 

The tournament, held at the Garden 
City "Commany Club on June 17th, was 
attended by 108 golfers. 


Springfield Cos. Transfer 


Wessendorf to San Francisco 


Roy E. Wessendorf, resident secretary 
at Chicago for the Springfield Insurance 
Companies, Springfield, Mass., is being 
transferred to San Francisco as resident 
secretary today. 

Mr. Wessendorf received his A.B. and 
M.A. degrees from the University of 
Missouri. He joined the Springfield 
Companies in 1926 at Chicago where he 
worked in various underwriting depart- 
ments, served as office manager and as 
an Inland Marine special agent. In 1947 
he was named superintendent of agen- 
cies in charge of Inland Marine opera- 
tions for the companies’ entire Western 
department territory. He was elected 
resident secretary in 1948. 

Mr. Wessendorf is a member of the 
Managing and Conference committees of 
the Farm Underwriters Association; of 
the Rocky Mountain committees of the 
Western Underwriters Association; of 
Planning and Research of the Western 
Conference of Special Risk Underwrit- 
ers; of the Executive and Conference 
committees of the Texas Insurance Ad- 
visory Association; and chairman of Oil 
Properties committee of the Texas In- 
surance Advisory Association. He is a 
member of the executive board of the 
North Shore Area Council and vice 
chairman of New Trier District Execu- 
tive committee of the Boy Scouts of 
America; and a member of the board of 
control of Wilmette, Il., Safety Council. 


Employers’ Group Promote 
Murray, Barter and Farley 


The Employers’ Group Insurance Com- 
panies of Boston have announced three 
new promotions. Richard Murray, for- 
merly superintendent of the forms de- 
partment has been appointed assistant 


underwriting manager. Mr. Murray will 
be responsible for the coordination of 
the general fire underwriting, inland ma- 
rine underwriting and fire reinsurance 
for all four companies. Mr. Murray has 
been associated with the Employers’ 
Group for over 30 years. 

Stephen J. Barter, assistant secretary 
of the Employers’ Fire, assumes the 
added responsibility of supervising the 
general fire underwriting functions for 
all four companies. 

John Farley, analyst in the compa- 
nies’ forms department since 1940 has 
been appointed to succeed Mr. Murray 
as superintendent of the forms depart- 
ment. 





NYBFU Elects Magrath, 
Richard as Board Heads 


J. J. Magrath, secretary, Federal In- 
surance Co., has been elected chairman 
of the board of directors of the New 
York Board of Fire Underwriters. Eu- 
gene C. Richard, manager, N. Y. office 
of the American Insurance Co. was 
elected vice chairman of the board. 








NO. 2 OF 


Says 





international organizaiton. 


me in my small town.” 


Every Pearl-American 


your inquiry. 


WE 









insuring public. Unlike the * 


between “‘Independent” and * 


capacity of THE 


rendered by **Independent” 





Service does Pay 


a_ Pearl - American 
Northeastern Iowa. This is his story: 
“One of my clients asked me if I could 
get trip insurance for two women friends 
of his wife who contemplated touring 
Europe for four months. 
told that because their itinerary included 
East Germany such insurance could not 
be obtained. I contacted your field man and he, through your 
New York office, arranged two inland marine policies in an 
Because of the contemplated visit 
to East Germany there was a considerable increase in premium 
but regardless, my client’s friends were happy. While I cannot 
put my finger on a substantial line which came to me as the 
result of this incident, I do know that my client and these two 
women ‘bragged’ about what THEIR insurance agent did and 
I know such word of mouth advertising isn’t 


Agent has at his 
facilities of one of the world’s greatest companies. 


BELIEVE 
the properly Baggs “Independent” local agent can best SERVE the 
‘Captive”’ 
surance facilities of the world. In the present and continuing struggle 
‘Captive” 
‘*Independent Local Agent” 
again and again. This series of twelve actual stories of everyday service 
agents is published in that spirit. Reprints 
are available without cost or obligation 
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DARGAN & CO., INC. 


110 William St., New York 38, N. Y. 
Telephone: Di 9-0670 Cables: NAGRAD 


WORLDWIDE FACILITIES 


ADJUSTERS—SURVEYORS 
INVESTIGATORS—SALVORS 


Offices or 
Dependable Representatives in 
every country throughout the World 


(Write for our Directory) 











Magsamen, Ass’t Secretary 
Phoenix of London Group 


The Phoenix of London Group an 
nounces the election of August C. 
Magsamen as assistant secretary of the 
Phoenix Assurance Co., Ltd.; the Co- 
lumbia Insurance Co. of New York; 
and the United Firemen’s Co. Mr. 


Magsamen has been with the Group for 


35 years, having become associated with 
it shortly after completion of his edu- 
New York. 


He is in charge of the home office fire 


cation in the city schools of 


underwriting department and was for- 
merly superintendent of the general 
cover and special risks departments. 
Mr. Magsamen is a past president of 


the Phoenix of London Quarter Century 
Club. 


To Retire After 31 Years 
Mary L. 


Harrison, supervisor, auto- 
department, Worcester Mutual 
Fire, has announced her plans to retire 
September 1 after 31 years of service 
with the company. Miss Harrison has a 
total of 44 years in the insurance busi- 
ness. She joined Worcester Mutual in 
1924 as manager of the then newly formed 
auto department. Previously she was 
associated for 13 years with Moore and 
Alvord Agency, Inc., Winsted, Conn. 

Miss Harrison plans to devote most 
of her time after her retirement to gar- 
dening and other hobbies. 


Lon-Man Guild Meets 


The tenth annual dinner meeting of 
The Lon-Man Guild, 25 year service or- 
ganization of employes of The London 
Assurance and its affiliate Manhattan 


Fire & Marine was held June 22 in the 
Club Suite of the Commodore Hotel in 
New York. 

The meeting marked tthe 235th birth- 
day of the London Assurance, its royal 


charter having been granted on June 2p 
1720. The gathering was addressed by 
United States Manager Walter Meiss 


and Deputy U. S. Manager Kenneth J. 
Bidwell. 


Ann Loughlin was reelected president 


for the 1955-1956 term. Other officers 
are Charles Kahl, vice president; Agatha 
McGuire, treasurer and Gertrude Gates, 


secretary. 


Louisiana Blue Goose 


Holds Annual Outing 

Edward O. Kennedy, local capital stock 
insurance executive, is the new most 
loyal gander of the Louisiana Pond of 
the Honorable Order of the Blue Goose, 
International. Mr. Kennedy was elected 


to this office at the Colonial Country 
Club outside the City of New Orleans, 
where the Blue Goose insurance frater- 


nal organization held its annual splash. 

Price H. Bowen was elected super- 
visor of the flock. Other officers include 
P. J. O’Reilly, Jr., custodian of the gos- 
lings; Charles W. Blackstock, guardian 
of the pond; William Foss, keeper of 
the golden goose egg; and E. W. Eberts, 
wielder of the golden goose quill. All 
are of New Orleans. 
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E. R. Ryder Gives N. Y. City Agents 


Closeup View of Homeowners ‘C’ Policy 


Edwin F. Ryder, all risks and inland 
marine manager in the Eastern depart- 
ment of St. Paul Fire & Marine in New 
York, had the close attention of over 
100 members of the New York City 
Association of Insurance Agents at a 
luncheon meeting June 21 as he ex- 
plained the main features of the Home- 
owners “C” policy. He did a lot to clarify 
the thinking of his agent audience on 
the homeowners’ forms which, he said, 
were the first big step in the trend ‘to- 
ward multiple or “package” insurance 
combining a number of coverages into 
one policy. 

Mr. Ryder explained that homeowners 
“A” and “B” policies were primarily 
intended to combine basic fire dwelling 
and residence burglary and theft cover- 
ages in one contract. Homeowners “C” 
is a further development in multiple 
coverage, providing a combination of 
dwelling, PPF, CPL and medical pay- 
ments. However, he said that the pre- 
mium savings under the “C” policy is 
not as great as under “A” and “B” in 
comparison to the cost of each policy 
individually. Whereas it runs to about 
20% under “A” and “B” it will vary on 
the “C” package from “‘very little’ up 
to 12% depending upon the territory. 

The speaker admitted that homeown- 
ers “C” is not the complete answer. 
“Kinks still have to be taken out of it 
and this will take time,” he said. How- 
ever, he felt that it represented a “good 
beginning” and offers “great promise” 
for the future. 


Must Be Owner Occupied 
Permanent Residence 


One point stressed by Mr. Ryder was 
that in order to be eligible for a home- 
owners “C” policy a risk must be an 
owner occupied permanent residence. 
The policy will not embrace another 
Iwelling, such as a seasonal house, but 
that can be covered, of course, under 
PPF separately. It is required that there 
be no more than a maximum of two 
families or boarders in a duplex house. 

Speaking of personal property aspects 
of the “C” policy the speaker said they 
follow identically the wording of the 
PPF contract, covering the named as- 
sured and members of his household 
and giving them worldwide coverage. 
There are no restrictions on this. per- 
sonal floater protection, he said. 

\dditional living expense is also pro- 
vided as well as loss of rental value 
which might be suffered due to fire. Mr. 
Ryder also gave details on the CPL and 
medical payments portions of this con- 
tract. 

He made a point of explaining that 
MPIRO’s homeowners “C” policy is not 
automatically affected when changes in 
rules, ete. are made by other rating 
bodies. “Such changes,” he said, “will 
not affect our homeowners policies until 
MPIRO makes its own filing and it is 
adopted by the individual states.” 

Limits of Liability 

Under the homeowners “C” the 
speaker said that the premium schedule 
starts off with a minimum of a $15,000 
dwelling and to $100,000 and 


goes up 


beyond that point if necessary. “There 
is really no limit,” he remarked. 

The mandatory minimum is set at 50% 
of the dwelling amount for personal 
property, and the increases are in mul- 
tiples of $1,000. As an example, in a 
$30,000 policy 6% should be collected for 
the “living expense” portion. 

The basic requirement for CPL under 
the “C” policy is $25,000 liability mini- 
mum and $500 medical payments mini- 
mum, At the option of the assured the 
coverage may be extended to include 
personal property of others. 

Replacement cost coverage can also be 
provided but it may be disregarded if 
the assured so wishes. 

Mr. Ryder’s comment on “limitations” 
was that there are just as many of 
them, if not more so, than the exten- 
sions of coverage. 

Deductibles 


The speaker’s main observation on 
“deductibles” was that when any loss 
exceeds $500 any deductible is disre- 
garded. In other words, when the claim 
is higher than $500 the deductible fea- 
ture in homeowners “C” will no longer 
apply. In passing he noted that there 
is a $50 optional deductible on wind and 
hail. 

Mr. Ryder then spoke of exclusions 
which are not contained in the policy, 
saying that “there is no exclusion as 
respects marring or scratching of fur- 
niture or breakage of fragile articles.” 

As he went into further detail on the 
“fine points” of the homeowners “C” 
contract it was noted that pencils were 
busy in the audience. Questions were 
being written for submission to the 

(Cantinued on Page 24) 


Presentation to Ray at 
N. Y. Agents’ Golf Party 


Photo by C. A. Ligibel 
Left to right—Golf Chairman John C. 
Weghorn, Low Gross Winner Herbert 
Ray, James J. Wilson and Fred Marsh, 


official score keeper. 


The highspot of the recent annual golf 
party of the New York City Association 
of Insurance Agents at Rockville (L. I.) 
Country Club came at the dinner when 
the golf prizes were awarded. The ac- 
companying picture shows Herbert Ray 
of Leslie D. Forman & Co., Inc., the 
low gross winner, receiving the Hooper- 
Holmes Bureau trophy from James J. 
Wilson, vice president of that agency. 

The president’s cup for the best low 
net, presented by Albert E. Mezey who 
heads the New York City Agents’ asso- 
ciation, was won by William A. Hans- 
sler, head of Hanssler & Co. 

Alan F. Ejfert, head of Eifert, French 
& Co., Inc., won the low net Class A 
prize; Ed McAndrew of Hall & Hen- 
shaw won low net Class B, and J. Court- 
ney Theurer, vice president of Theurer 
Agency, Inc., received the low net Class 
C prize. Low gross and low net prizes 
for guests were won respectively by 
Murray Kempner, a guest of the Jaffe 
Agency. Inc. and William Penn of 
Home Insurance Co. 

Kickers’ prizes were received by Felix 
McAndrew, Theodore Goetz, Jack Good- 
ing, Dr. E. Thall and Harry F. Legg. 
William Rusher of Hartford Fire was 
nearest to pin winner while high gross 
award went to Stanley Minsjer. 





FATTEY - CLINE AGENCY 
A business name has been ‘filed in the 
Erie County N. Y., clerk’s office for the 
Fattey-Cline Insurance Agency, East 


Aurora, N. Y., by Crawford W. Cline. 





How could MY survey 


be wrong? 


Well, it’s possible. Survey and analysis is a 
complicated field, requiring expert guidance. 
Sometimes a single false step can spoil your 


whole 


program. 


It might be a good idea to stop in and con- 


FIRE e INLAND & 
OCEAN MARINE ¢ AUTO 
PHYSICAL DAMAGE e 
BURGLARY ¢ BONDS e 
GLASS e DISABILITY 


pATTt 


sult us before setting out with pencil, pad 
and preconceptions. We won’t do your survey 
for you, but perhaps we can offer a fresh idea 
or two and save you wasted motion. 


So if it’s the right steer you want — survey 
suggestions in capsule form—drop in on us. 
You'll find a friendly reception at the Jaffe 
office, whatever the problem. 
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Shepherd Tells Group 


“Sell Service First” 

“Serving an assured with proper insur- 
ance protection is the most important 
commodity’ the insurance agent has to 
offer,” according to Alvin Shepherd, 
New Orleans insurance executive. He 
was principal speaker at the regular 
monthly meeting of Capital Stock Fire 
Insurance Agents Association held re- 
cently in New Orleans. 

Mr. Shepherd, owner of Alvin Shep- 
herd General Agency, is the newly 
elected president of Louisiana- Mississippi 
Capital Stock Managing General Agents 
Association which held its election meet- 
ing as part of the annual convention of 
the Mississippi Association of Insurance 
Agents recently concluded at Edgewater 
Park, Mississippi. 

Buying insurance on the installment 
plan, Shepherd told the group, is a new 
but very widespread plan which has been 
adopted in Louisiana and 41 other states 
for fire and allied types of insurance. 





MUSIL SENT TO WISCONSIN 

Gordon Musil, special agent, Ameri- 
can Insurance Co., Rockford — servict 
office, has been transferred to assist 
State Agent R. H. Rasmussen in north- 
ern Wisconsin. Mr. Musil, a veteran, is 
a graduate of Carroll College, Wat- 
kesha, Wisc., and the Advanced Mul- 
tiple Line Training Class at the home 
office. 





WILLIAM COLVILL DEAD 
William E. Colvill, 67, an insurance 
broker with the Haendel Insurance Co, 
Dayton, Ohio, for 20 years, died recent- 
ly. He was a resident of Dayton 4 
years. 





Additional Brokers and Agents 
news will be found on page 24. 
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ASSETS 














LIABILITIES 





Cash $ 6,504,482.72 Reserve for Losses. _$ 18,869,733.29 
Mortgage Loans on Real Estate 965,857.92 Reserve for Loss Expenses__._—«—1,6 41,500.00 
*Bonds and Stocks. 147,618,784.78 Reserve for Unearned Premiums 54,939,364.59 
Interest due and accrued 171,504.67 Reserve for Taxes and Expenses  2,459,097.50 
Agents and Departmental cube Funds held under Reinsurance 

Balances peice Tradiies tee srl! =, 97,886. 74008 
Real Getete oe All other Liabitities_ 1,104,179.18 
Equity in Marine and Foreign . 

Insurance Pools 9,022,449.11 Caan 10,000,000.00 
All other Assets. 1,455,742.29 Net Surplus _._-—=—s—SC«<i 5, 9001 6 86.76 

Total admitted assets_$172,752,301.40 Cee). 5 SERIES 500.40 

SURPLUS TO POLICYHOLDERS $85,901,686.76 
Securities carried at $3,290,509.33 in the above stat t are deposited as requircd by law. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
DECEMBER 31, 1954 








ASSETS 

Cash $ 598,124.35 
Mortgage Loans on Real Estate 1,841.96 
*Bonds and Stocks 13,083,787.60 
Interest due and accrued. 34,661.45 
Agents and Departmental 

Srrenees | 4 935,891.86 
Real Estate 160,000.00 
All other Assets. 400,669.59 





Total admitted assets___$15,214,976.81 





LIABILITIES 
Reserve for Lesses ________$ 1,971,464.67 
Reserve for Loss Expsnses__ 171,500.00 
Reserve for Unearned Premiums  6,113,108.65 
Reserve for Taxes and Expenses 284,672.50 
All other Liabilities ______ 26,299.08 
Capital __ 1.000,000.00 
Ne? Surplus 5,647,931.91 
Total $15,214,976.81 





SURPLUS TO POLICYHOLDERS $6,647,931.91 


Securities carried at $795,921,11 in the above statement are deposited as required by law. 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1954 : 


























ASSETS LIABILITIES 
Cash $ 704,674.28 Reserve for Losses $ 5,351,118.39 
Mortgage Loans on Real Estate 349,567.43 Reserve for Loss Expenses —_ 465,500.00 
*Bonds and Stocks __. 36, 221,447.38 Reserve for Unearned Premiums 15,579,819.80 
Interest due and accrued 66,711.94 Reserve for Taxes and Expenses 803,582.50 
Agents and Departmental All other Liabilities. eres 51,729.61 
Balances 2,824,359.57 Capital 3,000,000.00 
All other Assets. 206,228.78 Net Surplus _______. 15,121,239.08 
Total admitted Assets__$40,372,989.38 Total $40,372,989.38 
SURPLUS TO POLICYHOLDERS $18,121,239.08 
Securities carried at $2,754,310.37 in the above stat t are deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1954 





ASSETS 
Cash $ 2,158,645.87 
Mortgage Loans on Real Estate 53,792.36 
*Bonds and Stocks __ 43,576,089.40 
Interest due and accrued .___ 121,764.91 


Agents and Departmental 


Balances 3,594,144.55 





Equity in Marine and Foreign 
Insurance Pools 141,845.57 


Ali otter Astete 243,951.19 
Total admitted Assets__$49,890,233.85 





LIABILITIES 

Reserve for Losses $ 18,433,961.00 
Reserve for Loss Expenses __._1,779,775.00 
Reserve for Unearned Premiums 13,366,920.06 
Reserve for Taxes and Expenses _1,513,059.00 
Funds held under Reinsurance 

RMU co es 189,825.78 
All other Liabilities 7 280,587.95 

Capital __ 2,000,000.00 

Net Surplus ____  —————S“«~«W2,3226,, 105.06 

Total $49,890,233.85 





SURPLUS TO POLICYHOLDERS $14,326,105.06 


Securities carried at $4,440,750.05 in the above stat 


Western Department 


120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


t are 





deposited as required by law. 





LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1954 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1954 











ASSETS 

Cash peta teh 4% 701,306.98 
*Bonds and Stocks___ 12,961,657.05 
Interest due and accrued ___—_ 31,762.10 
Agents and Departmental 

Balances wnicmicme Welle raelt 
Real Estate 70,500.00 
All other Assets = 269,713.05 





Total admitted Assets___$15,619,063.99 








LIABILITIES 
Reserve for Losses_.t....$ 1,971,464.67 
Reserve for Loss Expenses___ 171,500.00 
Reserve for Unearned Premiums  5,739,933.61 
Reserve for Taxes and Expenses 293,472.50 
All other Liabilities. — 22,734.98 
Cea 1,000,000.00 
Net Surplus __- ss }6,419,958.23 
Total $15,619,063.99 


SURPLUS TO POLICYHOLDERS $7,419,958.23 


Securities carried at $1,822,477.09 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1954 








ASSETS 
Cash $ 34,471.83 
Bonds and Stocks 399,903.86 
Interest Due and Accrued = 2,904.58 
Agents and Department Balances 15,526.81 
All other Assets —__ — 13,400.00 


Total admitted Assets___$466,207.08 


LIABILITIES 
Reserve for Taxes and Expenses_$ 3,863.32 
Capital ——— 
Net Surplus __.______._______._ 362,343.76 
TOG ce $466,207.08 


SURPLUS TO POLICYHOLDERS $462,343.76 


Securities carried at $55,801.87 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1954 








ASSETS 
Cash $ 2,038,580.99 
Mortgage Loans on Real Estate 450,709.87 
*Bonds and Stocks = 50,889,280.64 
Interest due and accrued - 119,254.06 


Agents and Departmenta 


| 3,701,677.51 


Equity in Marine and Foreign 
Insurance Pools 147,212.23 


All other Assets 141,118.75 
Total admitted Assets___$57,487,834.05 





LIABILITIES 
Reserve for Losses ___.___-__$ 22,082,945.00 
Reserve for Loss Expenses __._—-_: 2, 100,947.00 
Reserve for Unearned Premiums 15,495,847.68 
Reserve for Taxes and Expenses 1,534,026.45 
Funds held under Reinsurance 
eee eee 616,139.04 
All other Liabilities —  _ 157,651.96 
Capital Seekaaeaels 2,000,000.00 
Net Surplus ed 13,500,276.92 
| | ee Lara $57,487,834.05 


SURPLUS TO POLICYHOLDERS $15,500,276.92 


Securities carried at $1,692,140.80 in the above statement are deposited as required by law. 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


HOME OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 


535 Homer St., Vancouver 3, B. C. 


Pacific Department 


220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
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Agency-Stock Insurers 
Should Utilize Assets 

ROBERT E. BATTLE URGES 

NAIA Executive Committee Member 


Tells Managing Gen. Agts., Imitation 
of Competitors Not Necessary 








insurance forces 
attention upon 


If the agency-stock 
all agree their 
maximum utilization of their assets and 


to focus 


special advantages and on the task of 
self improvement, there is no other 
method of doing business that can dis- 


lodge them from their position as the 
major purveyors of protection to the 
insurance-buying public of the United 
tates. 


Speaking at the annual convention of 
the American Association of Managing 
General Agents last week in San Fran- 
Robert E. Battles, Los Angeles, 
member of the executive committee of 
the National Association of Insurance 
Agents listed as assets of the agency- 
stock forces, agents who can serve best, 
bureaus which can produce more accu- 
rate rates and personnel who can pro- 
duce better policy contracts, but voiced 
the opinion that “in all fairness I think 
we must agree that we are not rez alizing 
anything like our potential in any of 
these fields.” 


Meet Competition With Improvement 


cisco, 


Mr. Battles said that he was not in 
the otitest discounting the severity of 
the price competition of the direct writer 


since the recognizes the problem as a 
very serious one but urged “that it can 
be met, and successfully, by improve- 
ment within our own ranks, without the 
necessit y of tri insforming ourselves into 
a poor imitation of our competitors.” 
Some people, he said, have advocated 
that the company-agency partnership 
abandon their principal distinctive ways 
of doing business and imitate the meth- 


ods and ways of the direct-writing com- 


petitors, and, he noted, many of these 
people have even gone so far as to suit 
their actions to their words. Mr. Battles 
said: “They have abandoned the very 
associations through which they could 
have accomplished the things we all seek 


-self improvement and competitive 
strength. | consider this a real tragedy 
and although it is sometimes referred to 
as independence, I think that ‘abandon- 
ment’ is a more accurate term.” 

On the matter of providing the insured 
with the most effective possible cover- 
age and improving the facilities available 
for that purpose, Mr. Battles said: 
“Some of the questions that all of us 
in the company-agency partnership 
should ask of ourselves are: Have we 
made every possible improvement in the 
efficiency of our particular way of do- 
ing business? Have we developed the 
broadest contracts possible in all fields? 
Have we developed the clearest and 
most manageable policies possible from 
the point of view of our insureds? Have 
we made maximum effective use of all 


Royal-Liverpool Group 


Names New State Agents 


The Royal-Liverpool Group has an- 
nounced two new appointments. Walter 
D. Thomson, formerly special agent in 
St. Louis and Kansas City has been 
made state agent in Wichita, Kan. for 
the Group. He succeeds State Agent 
William Bock who has been transferred 
to Topeka. 

Mr. Thomson is a graduate of Texas 
Western College and the Group’s Field 
Training School. He_ will make his 
headquarters in the Central Building, 
Wichita. 

James R. Lonergan is named state 
agent in Northern Minnesota. He suc- 
ceeds Warren E. Zapp who has resigned. 

Mr. Lonergan is a graduate of the 
University of Wisconsin. He has had 
five years’ experience with the St. Paul 
Fire & Marine, Insurance Co. of North 
America and Anchor Casualty. His tem- 
porary headquarters will be at the 
Group’s Minneapolis office. 





advertising media? Have our sales forces 
performed with maximum aggressive- 
ness? Have our servicing elements per- 
formed with all possible promptness and 
thoroughness? Have our losses been set- 
tled in the most expeditious manner 
imaginable ? 


Bureaus, Valuable Asset 


“I consider our bureaus as_ being 
among our most valuable assets, but we 
must ask ourselves—are we collecting 
our combined statistics as rapidly as is 
humanly possible? Are we processing 
and analyzing this data with maximum 
speed and objectivity? Are the results 
of these analyses being thoroughly 
studied and acted upon by management ? 
Is management using this unequaled 
pooling of statistics as an aid to in- 
telligent management decision? Are 
these decisions reached promptly and 
with dispatch as soon as_ indications 
arise? Do companies and agents confer 
at an authoritative level to decide and 
act upon developments as they arise? 

“If we are honest with ourselves, we 
will have to admit that there are few if 
any of those questions which can be an- 
swered with an unequivocal ‘Yes.’ 
firmly believe, however, that it is within 
our collective power to produce an 
affirmative answer ‘to every one of them. 
To do so, of course, will require a great 
deal of Mr. Churchill’s famous blood 
and sweat, but I cannot for the life of 
me see any place in this picture for 
tears. We all know the overwhelming 
vote of approval that the public has long 
given the capital-stock, independent- 
agency combination—how could we have 
forgotten it so soon? Why are so many 
of us willing to abandon our well-won 
position in a disordered retreat? Why 
are we being importuned to join our 
competitors instead of beating them? 

“This, I charge, is defeat by default 
and unworthy of us. Let us rather re- 
turn to our long career of insuring 
America best, and concentrate everlast- 
ingly on making that ‘best’ even better.” 


Propose Tighter Virginia 
Insurance Licensing Law 


Enactment next year of Virginia 
legislation to tighten the qualification 
requirements of property underwriters 
in the state will be sought by the 
Virginia Association of Insurance 
Agents. A special committee report call- 


ing for more rigid requirements was 
approved by several hundred delegates 
at the association’s annual meeting in 
Roanoke. 

The group’s proposal was scheduled to 
be presented to the Virginia Advisory 
Legislative Council, an interim study 
agency preparing measures for con- 
sideration by the 1956 State Legisla- 
ture. Speaking as president of the 
association, Albert E. Cox of Danville 
told the press that the organization 
might ask for a State Examining Board 
within the existing State Bureau of 
Insurance, a part of the State Corpora- 
tion Commission. Such a board would 
have power to give examinations and 
issue licenses for all applicants in the 
fields of fire and casualty ype 

Mr. Cox said between 7,000 and 8,000 
agents were writing insurance on prop- 
erty in the state and at best only half 
of them had any organized education in 
the eines of insurance they represented. 

Mr. Cox explained that educated fire 
and casualty agents must keep up with 
thousands of variations in the policies. 
“More rigid requirements would not 
reduce the number of agents in Vir- 
ginia,” he said. “We’re not trying to 
put anyone out of business. We simply 
want to see that property underwriters 
are able to give wise counsel. At pres- 
ent, too many of them are not.” 





Eugene Toale Touring 
Western Agent Schools 


Eugene A. Toale, manager of the New 
York City office of the Security-Con- 
necticut Companies of New Haven, Con- 
necticut, will be traveling throughout 
the West during the weeks of June 20 
through July 13. 

Mr. Toale will meet with agent groups 
in New Mexico, Colorado, California, 
Montana and Wyoming. He served 
as co-ordinator of the California Agency 
Management School, held at Stan- 
ford University, June 26 through July 
1, under the auspices of the California 
Agents Association. Until recently Mr. 
Toale was director of education and re- 
search of the National Association of 
Insurance Agents. 

During his trip he will present agency 
management problems, including job and 
cost analysis, work simplifications, sur- 
vey selling, and legal aspects of agency 
operation, to agents attending institutes 
sponsored by local agency groups. These 
schools are designed to acquaint the 
members with the latest in agency man- 
agement techniques and insurance prin- 
ciples and will run from one day to a 
week. 


Edwin Morgan Elected 
Head Va. Agents Ass'n 


Roanoke, Va—Edwin J. Mor Tgan, 
Hampton, Va, was elected president of 
the Virginia "Association of Insurance 
Agents, statewide organization of stock 
company insurance agencies, for the 
1955-56 term. Mr. Morgan’s election 
came during the 57th Annual Convention 
of the association, which was held at the 
Hotel Roanoke last month with an esti- 
mated attendance of around 500. 

Other officers elected were Giles M. 
Robertson of Richmond, vice president; 

M. Flintoff, Suffolk, secretary-treas. 
urer. I. Victor Arthur, Winchester, was 
reelected state national director. 

District directors for the association, 
elected at the meeting, were G. Keith 
McMurran, Newport News; John (Ca- 
hill, Jr., Norfolk; William R. Walker, 
Richmond ; D’Arcy W. Roper, II, Peters. 
burg; Richard F. Burke, ITI, Lynchburg: 
Reginald M. Wood, Roanoke; William 
A. Rinehart, ITI, Charlottesville; Henry 
Downing, Front Royal; Jay C. Litts, 
Norton, and Hugh H. Coiner, Arlington, 





Edwin Butcher Maine State 
Agent for Phoenix Group 


Edwin C. Butcher, formerly special 
agent, has been promoted to state agent 
in the state of Maine for The Phoenix 
of Hartford Group. Prior to his ap- 
pointment, Mr. Butcher served as special 
agent in northeastern Massachusetts He 
will make his headquarters in Portland, 

The Phoenix Group has also an- 
nounced the appointment of James W. 
Nagle to special agent in northeastern 
Massachusetts succeeding Mr. Butcher. 
Mr. Nagle will make his headquarters 
with Executive State Agent Stanley A. 
Gibson in Boston. 


E. Ryder’s Talk 


(Continued from Page 22) 





speaker—and there were plenty of them. 
This was indicative of the keen interest 
in his talk. Although he is a marine 
insurance man Mr. Ryder said that he 
broadened his interest to acquire a work- 
ing knowledge of the homeowners’ poli- 
cies and he is glad that he did so. He 
sat on the committee when the “C’ 
policy was drawn up by MPIRO. 

Before closing he explained (1) that 
credit for existing insurance is allowed 
when a “C” policy is purchased; (2) 
there is no schedule of jewelry or furs 
under “C” but this may eventually be 
permitted; (3) as to underwriting, each 
company follows its own requirements; 
(4) it is recommended that the policy 
should be reviewed to ascertain sec- 
ondary insurance needs—in other words, 
homeowners eal is not the complete 
answer. 

Finally, as to rates, Mr. Ryder brought 
out that premium charges depend upon 
the limit of liability in a given territory. 
He felt that homeowners “C” is just as 
simple to rate as the “A” and “B” forms. 





















THE NORTHERN ASSURANCE CO. Ltd. 


YOU DON’T LOSE YOUR GRIP! 


WE HOLD OUR AGENTS 


The Northern is an Agency Company—first, last and always. Our Agents 
will always be our most important consideration. For intelligent, down- 
to-earth planning and cooperation that pays off—remember—you're 
never overlooked when you represent the Northern! 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 119 years. 
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Revised Auto Rates 
Approved in New York 


sTATEWIDE REDUCTIONS 





Apply Only to Collision, Comprehensive, 
Fire and Theft Coverage; Motorists 
To Save $3.5 Million 


Approval of revised rates for automo- 
bile physical damage insurance which 
will save motorists in New York State 
more than $3,500,000 during the next 
twelve months was announced by Su- 
perintendent of Insurance Leffert Holz. 

The new rates, Superintendent Holz 
stated, were filed with the New York 
State Insurance Department by the Na- 
tional Automobile Underwriters Associa- 
tion on behalf of companies which write 
about 90% of the physical damage busi- 
ness in the State and are effective imme- 
diately. They apply only to collision, 
comprehensive and fire and theft insur- 
ance on private passenger cars and com- 
mercial vehicles and do not affect the 
cost of automobile bodily injury and 
property damage liability insurance pre- 
miums. 

Some Rates Increased 


Rates for comprehensive insurance on 
private passenger automobiles, Superin- 
tendent Holz explained, have been re- 
duced in some territories, but in others 
where the loss experience has been un- 
favorable, they have been increased. In 
a number of territories there will be 
no changes in the rates. 


In New York City, for example, he 


stated, private passenger car owners will 
pay on the average 5.2% less for full 
coverage comprehensive insurance and 
226% less for $50 deductible compre- 
hensive coverage. Motorists in Long 
Island City, where the loss experience 
on full coverage comprehensive insur- 
ance has been unfavorable, will pay 9.2% 
more for this coverage. However, the 
premium for a $50 deductible policy in 
this territory will be 1.6% lower. 

Superintendent Holz stated that the 
statewide rate level for $50 deductible 
collision coverage had been reduced 2.7% 
while that for $100 deductible collision 
coverage had been cut 3.9%. 

In addition to the foregoing reduc- 
tions, Mr. Holz said fathers who allow 
daughters under twenty-five years of age 
to drive the car but do not have a 
son driver under that age, will receive 
a 13% reduction as well as a 10% reduc- 
tion if the girl has successfully com- 
pleted an approved driver educational 
course. The latter credit will also apply 
to cars operated by males under twenty- 
five years of age. 


Fire Rates on “Local” Delivery Vehicles 


_ Mr. Holz stated that rates for fire 
insurance on commercial vehicles used 
for “local” deliveries have been reduced 
approximately 20% while the rates for 
fire insurance on trucks used for “inter- 
mediate” deliveries have been cut in ex- 
cess of 10%. Commercial “local” col- 
lision premium schedules for New York 
City have also been reduced approxi- 
mately 5% and the rates for “intermedi- 
ate” collision insurance have been low- 
ered by 10%. In addition to the fore- 
going commercial changes, a credit of 
20% has been approved for collision on 
commercial automobiles, excluding farm 
tractors and farm tractor equipment 
owned by a farmer for use in connec- 
tion with the operation or maintenance 
of his own farm. A separate category 
has been set up for farm tractors and 
farm tractor equipment with a substan- 
lial reduction in rates and premiums. 

_ Lower rates have also been adopted 
lor collision insurance on private livery 
automobiles, fire and comprehensive in- 
surance on funeral directors’ vehicles; 





Carl E. McDowell Elected 
Head, Seamen’s Agencies 





CARL E. McDOWELL 


Carl E. McDowell, executive vice 
president of the American Institute of 
Marine Underwriters, was elected presi- 
dent of the National Council of Sea- 
men’s Agencies at the Council’s Spring 


(Conference held in New York earlier 
this month. Mr. McDowell, who is also 
executive vice-president of both the 
Board of Underwriters of New York and 
the National Cargo Bureau, has for 
several years been a member of the 
board of directors of Seamen’s House 
YMCA in New York. 

A member of the Naval Reserve, Mr. 
McDowell saw three years of active 
duty during World War II in the port 
director service of the Naval Transpor- 
tation Service. He served with the War 
Shipping Administration in Washington, 
D.C. in 1942 and again in 1945-1946 as 
deputy to the assistant to the adminis- 
trator. He has also served as consult- 
ant on transportation to the National 
Security Resources Board. 

Elected as vice-presidents for the 
Council’s various districts were Captain 
R. L. Wynne for the Gulf Coast; Frank- 
lin E. Vilas, East Coast; Hugh Galla- 
gher, Pacific Coast; William McLean, 
Canadian district, and Scott Osgood, 
Great Lakes district. 

Re-elected were Treasurer Clarence G. 
Michalis, chairman of the board, Sea- 
men’s Bank for Savings; Assistant 
Treasurer Dr. James C. Healy, senior 
chaplain at the Seamen’s Church Insti- 
tute of New York, and Executive Sec- 
retary Orion C. Frey, manager of the 
department of special services at the 
Seamen’s Church Institute of New 
York. 





fire and collision insurance on many 
types of buses; fire insurance on auto 
homes, mobile health units, mobile li- 
braries, mobile offices and mobile dis- 
play units and fire and theft coverage 
on scoot mobiles, safety cycles, motor 
glides, auto glides, golf mobiles and simi- 
lar motor vehicles. 

The revision, the Superintendent 
stated, is effective on all new and re 
newal policies written on and after 
June 27, 1955 and on all policies effec- 
tive on and after August Ist, regard 
less of when written. He added that 
existing policies cannot be cancelled or 
rebated on a pro rata basis to take 
advantage of the revision. 
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Five More States Reduce 


Private Automobile Rates 
Private passenger 
and premiums in Arizona, Idaho, Mon- 
tana, Nevada and Utah were reduced 
effective June 20th by the National 
Automobile Underwriters Association for 


automobile rates 


its member and subscriber companies. 

In Arizona, comprehensive private 
passenger premium revenue for the en- 
tire state is reduced an estimated 15%. 
Private passenger $50 deductible col- 
lision premium revenue is reduced ap- 
proximately 19%. The $100 deductible 
private passenger collision premium rev- 
enue for the state as a whole has been 
reduced approximately 16%. 

In Idaho, comprehensive private pas- 
senger premium revenue for the entire 
state is reduced approximately 7%. The 
= . . . . ” 
$50 deductible collision private passenger 
premium revenue is reduced an esti- 
mated 7%, and the $100 deductible is 
reduced approximately 5%. 

In Montana, comprehensive private 
passenger premium revenue for the en- 
tire state is reduced an estimated 7%. 
The private passenger $50 deductible 
collision premium revenue for the en- 


tire state is reduced approximately 7%, - 


and the $100 deductible is reduced about 


a 

In Nevada, comprehensive private pas- 
senger premium revenue for the entire 
state is reduced approximately 5%. Pri- 
vate passenger $50 deductible collision 
premium revenue is reduced approxi- 
mately 6%. The $100 deductible private 
passenger collision premium revenue for 
the state as a whole has been reduced 
approximately 7% 

In Utah, comprehensive private pas- 
senger premium revenue for the entire 
state is reduced approximately 8%. The 
$50 deductible collision private passen- 
ger premium revenue is reduced an esti- 
mated 6%, and the $100 deductible is 
reduced approximately 8%. 


Mutual Security Act 


(Continued from Page 18) 


by the insurance companies to the as- 
sureds as loss payments. “In 1953 the 
loss ratio of the marine insurance com- 
panies was 62.7%, which means that for 
every premium dollar they collected they 
paid out 62.7¢ in the form of loss pay- 
ments; the loss ratio in 1954 was 57.6%,” 
stated Mr. Byrne. 

In closing Mr. Byrne emphasized that 
the language adopted by the Senate 
(S. 2090, Section 4) would remove foreign 
discrimination and give the American 
marine insurance market the opportunity 
to compete on an equal basis for the 
insurance on foreign economic aid ship 
ments. “We urgently request that this 
committee incorporate the same language 
in the Mutual Security Bill that it re- 
ports out,” he concluded. 


N. H. Senate Kills Auto Bill 
Concord, N. H.— The State Senate 
killed by a 12 to 10 vote a bill which 
would have established uniform automo 
bile liability insurance rates in New 
Hampshire. Proponents of the bill said 
it would result in a general cut of about 
a year in the insurance rates for 
about 90% of the state’s automobile 
drivers. 
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Brazilian Re. Institute 
To Inspect Hull Risks 


DUE TO BAD LOSS RECORD 
Companies Must Comply With Survey- 
ors’ Reports to Write Cover; Plan 
Organization of Shipping Register 


To combat the bad results in hull in 
surance, the Brazilian Reinsurance Insti- 
tute has ruled that insurance companies 
can no longer write hull insurance with- 
out a prior inspection of the risk by 
Institute inspectors. Dr, Odilon de Beau- 
clair, president of American Internation 
al Underwriters Representacoes in Bra- 
zil, disclosed this on a visit to New 
York last week. 

Dr. Beauclair said after inspecting 
the hull risk, the special surveyors ot 
the Institute either approved or recom- 
mended certain overhaul and repairs to 
the hull in question. If their recommen- 
dations were not carried out, no insur- 
ance company was permitted to cover 
the risk. 

“This important new measure taken 
by the Institute was made necessary by 
the unhealthy hull loss record in Bra- 
zil. It went into effect in January and 
better results should soon be noted,” he 
said. 

Plan Shipping Register 


Dr. Beauclair added that these prior 
inspections will represent the first step 
to organize a Brazilian Shipping Reg- 
ister, like Lloyd’s Register or the Amer- 
ican Bureau of Shipping or the Bureau 
Veritas. “The new measures to improve 
hull insurance results in Brazil may be 
interesting to other countries with simi 
larly bad experience,” he said. 

“There are three large Brazilian ship 
ping companies with fleets of up to 50 
ships and a number of smaller compa 
nies.” 

Dr. Beauclair said that the Reinsur- 
ance Institute fixes the retention each 
insurance company may keep on all 
coastwise marine covers, as well as on 
all fire, personal accident, automobile, 
life, use and occupancy coverages, ac 
cording to the company’s assets and 
capacity. All surpluses above that are 
ceded to the Institute which in turn 
retrocedes the excess above their own 
retention to insurance companies oper- 
ating in Brazil, both foreign and do- 
mestic. 
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Program Features ABA 
Insurance Law Section 


SET FOR AUG. 22-24 IN PHILA. 


Insurance Co. of North America To Be 
Luncheon Host Aug. 24 to 4,000 Law- 
yers; Donald Knowlton to Speak 





\ quality program of insurance speak- 
those who 

Asso- 
August 


ers and topics is in store for 


plan to attend the American Bar 
meeting 


One of the big 


annual 
ladelphia. 


78th 
22-26 in Phi 


ciation’s 


features of this gathering which will at- 

ict 4,000 lawyers, 
on August 24 at which the Insurance 
Company of North America will be the 
host. All arrangements have been made 
to hold it in the open air on the Mall, 
the State of Pennsylvania’s new and 
beautiful park across from Independence 
Hall. The luncheon, one of the largest 
of its kind ever held, will precede cere- 
monies of the ABA in commemoration 


will be the luncheon 


of the 200th anniversary of the birth of 
Chief Justice John Marshall at which 
President Eisenhower and Supreme 
Court Chief Justice Warren are the 


scheduled speakers 
All activities of 
insurance law will be 
min Franklin Hotel. 
will begin Monday, 
diately following luncheon. First speak- 
ers will be Harry G. Waltner, Jr., New 
York City, who will speak on “The New 
Disability Benefits Law—The First Five 
Years.” He will be followed by a medi- 
co-legal seminar on the subject, “Rela- 
tionship Between Trauma and Malig- 
nance.” Participants will include Raoul 


ABA’s sections of 
held at the senja- 
The general session 
August 22, imme- 


D. Magana, Ios Angeles, and William F. 
Martin, New York City. legal experts; 
\. Reynolds Crane, M.D., chief path- 


Pennsylvania Hospital and 
N. Volney Ludwick, M.D., professor of 
radiology, Hahneman Medical College. 


Speakers Scheduled for Second Day 


ologist of the 


Tuesday morning, August 23, will be 
highlighted by a discussion on “Pro- 
posed Amendments to Federal Court 


Rules” led by Richard W. Galiher of 
Washington, D. C. Walter B. Humkey 
of Miami and Charles F. Short, Jr. of 
Chicago will participate 

Some of the other 
speakers scheduled for Tuesday 
“Notice—Its Place in Fidelity 
ance” by Francis L. Kenney, Jr. 


subjects and 
include 
Insur- 
of St. 


Louis; “Surety’s Salvage Sources” by 
Mark N. Turner of Buffalo; “Property 
Damage Claims Arising from Low Fly- 
ing Aircraft” by Hamilton O. Hale of 
New York Citv; “Increase of Hazard 
as a Defense Under a Fire Insurance 
Policy” by Donald N. Clausen of Chi- 


cago ,and “Fire Insurance Problems in 
the Atomic Age” by Ambrose B. Kelly 
of Providence. 

In connection with automobile insur- 
ince law, John P. Faude_ of Hartford 
will speak on “Coverage — Insuring 
\greements and Exclusions,” and De 
Roy C. Thomas of New York City on 
“Other Provisions — Declarations and 


Conditions.” 

Donald Knowlton on FTC Jurisdiction 
Donald Knowlton, Insurance Commis- 

sioner of New Hampshire. immediate 

past president of NAIC, will speak on 

“Jurisdiction of the Federal Trade Com- 


mission over Trade Practices of Tnsur 
ance.” 
On Wednesday morning, Wayne FE 


Stichter of Toledo will conduct a_ trial 
tactics panel to include discussion on the 
use of certain discovery procedures, viz.: 
oral depositions; written interrogatories 
demands for admissions: motions for 
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SILLIMAN EVANS SUCCUMBS 





Distinguished Publisher and Former 
President of Maryland Casualty Co.; 
Figure in Democratic Party 
Silliman Evans, president-publisher of 
The Nashville Tennessean and former 
president of Maryland Casualty Co., 
died of a heart attack June 26 at Fort 
Worth, Tex. Mr. Evans, an important 
figure in the national Democratic party 
end a c'ose friend of Senator Estes Ke- 
fauver (D., Tenn.), had a distinguished 
which combined journalism, in- 


career 
surance and_ politics. 

After the nomination of Franklin D. 
Roosevelt and John Nance Garner, Mr. 
Evans assisted James A. Farley in the 


operation of campaign headquarters in 


the fall of 1932. He was appointed 
fourth assistant postmaster general 
when Mr. Farley became postmaster 


general, 

The following year, he assumed the 
presidency of Maryland Casualty and 
under his successful leadership, the com- 
pany made strides in its operation pro- 
cedures. Mr. Evans bought the Nash- 
ville Tennessean in 1937. 

In tribute to Mr. Evans, Senator Ke- 
fauver said that “The Democratic party 
has lost one of its giants in the field of 
journalism. . . . He always displayed not 
only great courage but great common 
sense. 


AGENTS COMMEMORATE JULY 1 
The New Amsterdam Casualty Co. will 
celebrate July 1 in recognition of the 
release of the company’s lawyers lia- 
bility policy on that day in 1945. 





Debate Negligence 
Rule in Auto Cases 


AT N. Y. STATE BAR MEETING 





Suggest Comparative Negligence Be 
Substituted for Present Contributory 
Negligence Rule in N. Y. Courts 





Gerald P. Hayes of Milwaukee, past 
president of the Wisconsin State Bar 
Association, at the annual summer meet- 
ing of the New York State Bar Associa- 
tion, held at Saranac Inn, June 25, pro- 
posed that New York should follow Wis- 
consin in adopting the comparative neg- 
ligence principle in motor vehicle acci- 
dent damage suits and told how it 
worked in his state. The meeting heard 
divergent views on the subject of 
whether New York should substitute 
comparative negligence for the present 
contributory negligence rule in its courts. 

The comparative negligence principle, 
used in Wisconsin and four other states, 
permits the victim of an autombolie ac- 
cident to collect from a negligent driver, 
at Jeast to some extent, so long as the 
victim is not judged to have been more 
than half responsib!e for the accident in 
which he was injured. 

Under the contributory negligence 
rule, the victim of an accident can ob- 
tain no damages at all if the jury or 
judge is persuaded he was in any way 
responsible for the accident. 

Frederick S. Benson of New York, 
resident secretary of the American Lum- 
bermen’s Mutual Casualty Co., defended 
the present New York law in opposition 
to the plan advocated by Mr. Hayes. 
“Are we trying to give justice to the 
state’s citizens in negligence action,’ 
Mr. Benson asked, “or are we trying to 
give something to everybody on a sym- 
pathy basis?” 

On Basis of Sympathy 
awards on the 


Legalization of court 


(Continued on Page 31) 
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John A. Arnold Elected 
Senior Vice President 


OSBORN TOP ADMIN. OFFICER 





American Manufacturers Mutual Elec. 
tions Name Nine Officers, President 
Hathaway G. Kemper A es 








John A. Arnold was elected senior 
vice president and eight other officers 
were promoted by American Manufae- 
turers Mutual Insurance Co., President 
Hathaway G. Kemper has announced. 





Fabian Bachrach 
JOHN A. ARNOLD 


T. L. Osborn, Jr. was reelected vice 
president, elected as secretary and be- 
comes the top administrative officer of 
the company. 

Other officers elected are R. Kermit 
Hill and T. R. Schueler, vice presidents; 
W. H. Heineke, resident vice president; 
George R. Faulds, Jr. and R. J. Elliott, 
second vice presidents; and Palmer App 
and E. A. Hook, resident secretaries. 

Mr. Arnold first joined the Kemper 
organization in 1932. He has been asso- 
ciated with the insurance industry since 
1915. He is a graduate of Middlebury 
College and makes his home in Evan- 
ston, IIl. 

Cornell 


Mr. Osborn, a graduate of 


University in 1931, joined the Kemper 
organization early in 1933 as a_ claim 
adjuster. During World War II, he 


served three and one-half years in the 
Army, completing his military service 
in 1946 with the rank of captain. He 
has been a vice president of American 
Manufacturers since 1949. 

Mr. Hill, a ‘native San Franciscan, 
came to American Manufacturers from 
Springfield Fire & Marine Insurance 
Co. in 1952. He is a graduate of Chi- 
cago-Kent College of Law and of the 
University of Chicago. 

Mr. Schueler graduated from THinois 
Institute of Technology in 1931 as a fire 
protection engineer. He has been asso- 
ciated with the insurance industry ever 
since. He joined the Kemper organiza- 
tion in 1943, and in 1947 was elected 
vice president of James S. Kemper & 


oO. 

Mr. Heineke has been with _ the 
Kemper organization. since 1933. He is 
manager of the eastern department of 
the companies. Mr. Faulds began with 
American Manufacturers as a district 
manager in 1929. He now is located in 
the executive offices of the company in 
Chicago. 

Mr. Elliott also is in the company’s 
Chicago headquarters. He first joined 
the Kemper organization in 1931. Mr. 
App is assistant manager of the Kempe 
companies’ midwest division. He joints 
the organization in its home office 
1937. Mr. Hook ioined the Kemper or- 
ganization in 1938 as a district managef 
for Kansas, and he was a special agent 
before becoming manager of_the com- 
panies’ new branch office in Dallas. He 
is a graduate of Kansas City College. 
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sPEED MAIN KILLER ON JULY 4 


Assn. of C. & S. Cos. Cos. Predict Three Day 
Week-end Will Result in 385 
Deaths, 21,000 Injured 

Nearly one-half of the fatalities and 
injuries feared likely to occur on the 
nation’s streets and highways over the 
long Fourth of July week-end will result 
from excessive speed, the Association of 
Casualty & Surety Companies has an- 
nounced. 


Despite the fact that the holiday 
week-end, which begins officially at 
6 p.m., Friday. and ends at midnight, 


Monday, will give motorists better than 
three days for travel and relaxation, 154 
motorists and passengers will face death 
and 9,100 may suffer injuries as a result 
of driving too fast. An additional 72 are 
likely to be killed and 1,860 injured while 
driving on the wrong side of the road. 

Other fears are for 50 deaths and 
2000 injuries from reckless driving, 42 
deaths and 5,000 injuries from failure 
to yicid the right- of-way, 26 deaths and 
1,100 injuries from fatigue or falling 
asleep at the wheel. Accidents from all 
other causes will account for 41 more 
deaths and the balance of injuries. 

If these estimates hold true, 385 peo- 
ple will be killed and 21,000 injured in 
Fourth of July holiday traffic accidents. 
In addition, 3,000 pedestrians will suffer 
personal injuries. Drinking will be a 
factor in one out of every four fatal 
traffic accidents. 

“If motorists would not try to pack 
too much activity into the 78-hour holi- 
day, much of this needless tragedy could 
be avoided,” Thomas N. Boate, manager 
of the association’s accident prevention 
department declared. “The time to be- 
gin being cautious is when planning the 
trip. Don’t try ‘to cover too much 
ground; begin your trip, and your return 
home, so as to allow a little extra time 
for traffic congestion and emergencies. 
The rest is simply adhering to the basic 
driving rules and exercising a little cour- 
tesy and self control when you drive. 
These simple things could mean the dif- 
ference between a safe trip and tragedy 
for every motorist on the road.” 





Gilbert E. Ashley Retires 
July 1 From Aetna C. & S. 


Gilbert E. Ashley, secretary of the 
omg Casualty & Surety Co., retires 
July 1 after more than half a century 
of service with the organization. 

For many years Mr. Ashley has been 
head of the company’s burglary depart- 
ment. In 1916, he became superintendent 
of the department and two years later 
was appointed assistant, secretary, being 
promoted to secretary in 1925 

Mr. Ashley has served on the rating 
committee of the burglary division of 
the National Bureau of ‘Casualty Under- 
writers and the burglary protection 
gm of the Underwriters Laboratories, 
ne 
A native of Willimantic, Mr. Ashley 
"4 for many years been a member of 

t. John’s Lodge of Masons. 





Ten Additional Stock Cos. 
Join Assn. of C. & S. Cos. 


Ten additional capital stock insurance 
companies have been elected to mem- 
oe in the Association of Casualty 
& Surety Companies, J. Dewey Dorsett, 
general manager of the Association has 
announced. 

The ten new members are: The Lon- 
don Assurance, Manhattan Fire & Ma- 
tine Insurance ‘Co., Hanover Fire Insur- 
ance Co., Fulton Fire Insurance Co., 
Century Insurance Co., Ltd., the Pacific 
Coast Fire Insurance Co, Interstate Fire 
& Casualty Co. Pan- American Casualty 
Co., Buffalo Insurance Co, and Ameri- 
can Global of Guam. 

The new members now bring the total 
lumber of companies represented by the 
public service organization to 133. All 


Were elected at the last regular meet- 
Ng ot the Association’s 
mittee in 


executive com- 


New York. 





R. Cox New President of 
N. Y. Chapter, NIBA 


SUCCEEDS CLAUDE H. RICE 


McGuinness, First Vice Pres.; Goodwin, 
Second V.P.; Pickle, Treas. and 
Hornby Elected Secretary 


At the annual meeting of the New 
York Chapter, National Insurance Buy- 
ers Association, held on June 23 at the 
Hotel Martinique, Raymond Cox, insur- 
ance manager for Arabian American Oil 





RAYMOND COX 


Co., was elected president. Mr. ‘_ox, who 
served as first vice president and di- 
rector since 1952, succeeds Claude H. 
Rice of Babcock & Wilcox Cov. 

Serving with Mr. Cox are: W. D. Mc- 
Guinness, tthe Port of New York Au- 
thority as first vice president; H. Stan- 
ley Goodwin, McKesson & Robbins, Inc., 
as second vice president; E. W. Pickle, 
Foster Wheeler Corp., as treasurer; and 
Frank Hornby, Jr., Ebasco Services, Inc., 
as secretary. 

Elected to a second term on the board 
of directors are: Ashley Brown, Imperial 


Paper & Color Corp.; and ‘Raymond 
Cox. Hold-over directors are: Henry 
Anderson, American Broadcasting-Para- 


mount Theatres; W. S. Burkett, Ameri- 
can Machine & Foundry Co.; R. W. 
Marschall, Pitney-Bowes; D. R. Reid, 
Continental Can Co.; Jesse M. Robinson, 
Panaminas, Inc.; L. J. Schroeder, Worth- 
ington Corp.; and W. D. Womeldorf, 
Thomas J. Lipton, Inc. 


Newly Elected Directors 


Newly-elected directors are: W. J. 
Bliss, American News Co.; Raymond Vv. 
Brady, Chase- Manhattan Bank of N. Y. 

M. Schmidt, Johns-Manville Corp.: 
and Henry Weimer, Philip Morris, Inc. 
gag Raymond Cox is a native of 
Louis, was graduated from the Uni- 
ae of Illinois and was associated 
with the Western Union Telegraph Co. 
in Chicago from 1929 to 1947. He be- 
for Arabian 


came insurance manager , 
American Oil Co. in San Francisco in 
1948 and when, in 1949 the company 


transferred its head office to New York, 
Mr. Cox moved with them. 

In addition to his presidency of the 
New York chapter, NIBA, he is a mem- 
ber of the insurance planning council of 
the American Management Association. 





New Amer. Hardware Bldg. 


The American Hardware Mutual in- 
surance Co., which recently changed its 
name from ‘Hardware Mutual Insurance 
Co. of Minnesota, and is 56 vears old, 
has started building a $3,500,000 build- 
ing in Minneapolis for a home _ office. 
It will be the fourth home office it 
has had. H. R. Caley is president. The 
company writes $25,000,000 insurance a 
year. 
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AMERICAN F. & C. COVERAGE 





Enters Field of Compensation and Gen- 
eral Liability Underwriting; Limited 
. L. and P. D. Policyholders 


In line with the trend in 
toward multiple line underwriting, Amer- 
ican Fidelity & Casualty Co., 
in public liability and property damage 
coverage for trucks and 
tered the field of workmen’s compensa- 
tion and general liability underwriting. 
Irvin S. Markel, president, said that the 
two new lines will be limited to existing 
and future P. 

“The two 
produce the major 
casualty lines,” he pointed out, 
automobile P. L. and P. D. 


insurance 
specialists 


buses, has en- 


L. and P. D. policyholders. 


forms of insurance which 
volume in 
“ 

are 


and work- 


premium 


men’s compensation. Consequently our 
ability to provide both should cement 
more closely our relationship with in- 


sureds.” 

Claim, engineering and other functions 
on the new lines, Mr. Markel stated, 
will be provided by Markel Service, Inc., 
which also handles underwriting, claims 
and engineering for the company in the 
commercial vehicle liability field. 

Clifford B. Johnson, who was with 
Aetna Casualty & Surety Co. for 17 
years and with National Surety Co. for 
eight, has been named manager of the 
company’s workmen’s compensation de- 
partment. 


$117,500 IN ALLSTATE GRANTS 





Fentress Announces Stepped Up Pro- 
gram of Training Courses for High 
School Driving Instructors 

Twenty-eight grants, totaling $117,500, 
have been presented by the Allstate 
Foundation to colleges and universities 
throughout the country in the 1955 pro- 
gram to provide training courses for high 
school driving instructors, according to 
Calvin Fentress, Jr., Foundation presi- 
lex 

Mr. Fentress said the college grant 
program was initiated in 1953 to aid in 
providing the trained instructors neces- 
sary to the nation’s high school driver 
program, 

“It is just as important to teach young 
students how to live in this motorized 
age as it is to instruct them in English, 


History, and other academic subjects,” 
he s said. “In accordance with this be- 
lief, the Allstate Foundation this year 


increased the number of its grants from 
22 to 28.” 

As a direct result of the Foundation’s 
grant program in 1953’ more than 400 
teachers who received scholarships, ini- 
tiated or expanded driver training classes 
in their high schools. Approximately 35,- 
000 students and 5,000 adults completed 
courses in these classes. 

For the “under 25” male students who 
satisfactorily complete a driver educa- 
tion course of 30 hours of class room 
instruction and six hours of car driving, 
the Allstate will give a 15% rate dis- 
count in all states except Massachusetts, 
New Hampshire, Texas and Virginia. A 


10% discount will be allowed for 20 
hours of classroom instruction and four 
hours of practice driving, and 5% dis- 


count for 10 hours of classroom instruc- 
tion and two hours of practice driving. 
Private instruction or commercial driving 
school courses do not qualify the student 
to receive these discounts. 


ERNEST L. CLARK RETIRES 


Asst. Treasurer of J. C. Penney Co. to 
Head Corporate Advisors, Inc., at 
15 William Street, N. Y. 


Clark 
treasurer of the J. C. 


Ernest L. retires as assistant 
Penney Co., to 
open his own firm at 


N. Y., to be 


will 
Street, 


day, and 


15 William 


called 





Rappoport Studtos 


ERNEST L. CLARK 
Corporate Advisors, Inc. Mr. Clark’s 
new venture will offer consulting service 


on corporate insurance and corporate 
banking, on a fee basis. 


The 


leasing corporation, 


new organization will operate a 


formed for the pur- 
pose of buying and leasing automotive 
and other mechanical equipment and fix 


New York 


out-of-town financial 


tures, etc., and will serve as 
representative of 
and banking organizations. 

Mr. Clark 
insurance and 
ree 


Until recently, he 


has been in charge of the 


banking departments of 


Penney Co. for the past 29 years. 
a member of the 


Man 


was 
planning council of the American 
agement Association. 

National In 


Association and a 


New 


He is a director of the 


surance Buyers past 


president of the York chapter of 
that organization. 

His outside activities include: instruc 
tor in courses of the Insurance Society 
of New York; lecturing on corporate 
finance and insurance at various uni 
versities, and a prolific writer of insur 
ance and financial articles. He is 
the author of several books. 


7 
also 


PLAN COMP. BENEFITS INCREASE 
\ series of so-called “agreed” bills to 
increase workmen’s compensation bene- 
fits from a $29-$38 scale to $34-$40 and 
raise death benefits by $1,250 in each 
class were recently introduced in the 
Illinois Senate. Senator Merritt J. Little, 
Aurora Republican, said the bills had 
been agreed upon by labor and manage- 
ment groups after being studied by a 
state Senate subcommittee. : 
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Insurance Advertising Conference Meeting, Atlantic City, June 26-28 





Smitheman Reports on LAC Awards in 
“Best Use of Advertising” Contest 


Atlantic City, N. J., June 27—Clark W. 
Smitheman, Insurance Co. of North 
America, who did an outstanding job as 
1AC’s advertising awards program chair- 
man for 1954, submitted his report here 
this evening at the dinner held in con- 
nection with IAC’s annual meeting. He 
pointed out that this contest, in which 
there were 54 agent participants, proved 
that agents are alert to the proper uses 
of advertising and public relations. Fur- 
thermore, the contest showed a marked 
trend to the “do-it-yourself” movement. 
“The entries,” said Mr. Smitheman, 
“exhibited for the most part craftsman- 
ship based upon a thorough grasp of 
fundamentals in planning and execution 
of successful advertising.” He continued : 


“The winning contestants exhibited 
portfolios which were well-rounded in 
content. They used their own material 


and dovetailed it with company-produced 
advertising. The trend was strongly to 
the locally-produced carefully integrated 
type of gfass roots communications that 
is strong on selling, even though it may 
be somewhat lacking in artistic appeal. 

“That is as it should be. No pre-di- 
gested formula will fit the needs of every 
agent. Each must select for himself, 
from the multitude of ideas and media 
available, the combination that will work 
best for him. That, after all, is just what 
the advertising experts do in every field 
of mass communication.’ 


Excellent Cooperation All Down the Line 


Mr. Smitheman expressed apprecia- 
tion for “excellent cooperation” received 
all down the line from Joseph A. Neu- 
mann, president of NAIA, one of the 
judges in the competition, down to the 
newest members of IAC. He had special 
thanks for Arthur O’Connell of Cincin- 
nati, member of NATA’s executive com- 


mittee, and for John C. Stott, chairman 
of NAIA’s public relations committee. 
“They both worked intensively toward 
acquainting agents and state association 
officials with the aims of the contest,’ 

he said. 

While the IAC had hoped for at least 
100 entries the quality of the 54 received 
more than made up for the lack of 
numbers. It was Mr. Smitheman’s ex- 
pressed hope that the goal of 100 entries 
will be attained in the 1955 effort. 

Insurance Papers Contributed Over 

25 Pages of Advertising 


He was also warm in his praise to the 
insurance trade press whose cooperation 
in publicizing the contest, he said, “was 
magnificent.” Mr. Smitheman put on the 
record that 25% pages of space, worth 
more ‘than $5,000, was donated by various 
insurance publications which he listed as 
a supplement to his report. “As a direct 
result of this advertising 260 inquiries 
were received from interested agents...” 
Continuing he said: 

“The current contest followed the plan 
of the two previous ones with two nota- 
ble exceptions: Contestants were asked 
to use a uniform portfolio in submitting 
entries, so the judging could proceed on 
merit of the contents alone, and a spe- 
cial award was offered, subsequent to 
the first announcement, for state and 
local agents associations. The winner of 
this award is the Dallas Association of 
Insurance Agents. 

“Entries came from practically every 
state in the Union and one came all the 
way from Hawaii. 

Praise for the Judges 

“Our panel of distinguished judges 
included: Joseph A. Neumann, president 
of the National Association of Insurance 

(Continued on Page 29) 





Swarm Wins “Oscar” for 
1954 Best Advertising 


IN IAC’S ANNUAL COMPETITION 


Decatur, IIL, Aaeet “er ae Award at 
Ad Conference’s Annual Meeting 
Dinner; Other Agents Recognized 
Atlantic City, June 27—Paul Swarm, 
head of the Swarm Insurance Agency 
of Decatur, IIL, was in the spotlight here 
this evening as the “Oscar” winner in 
the third annual advertising awards com- 
petition of the Insurance Advertising 
Conference. Mr. Swarm who spoke at 
this morning’s opening session, was the 
choice of a distinguished board of judges, 
based on the advertising exhibit he sub- 
mitted, as the outstanding agent in in- 
surance advertising for 1954. As such he 
was presented at IAC’s annual dinner 
with the top award, a bronze statuette. 
~ presentation was made by Harry 
V. Carlier, Northern Assurance, who is 
bh > of the conference. 
Certificates of merit were also pre- 
sented by Mr. Carlier to two other 
agents of the five award winners in their 
respective premium classifications who 
were also speakers today at this IAC 
meeting. In addition to Mr. Swarm, 
who was best in his class—$101,000 to 
$250,000—they are Donald E. Bowles of 
Shelton & Bowles, Dallas, Tex., and 
John W. Kelly, Manchester, N. H. Mr. 
Bowles’ agency was judged the best in 
the Class 5 premium category of over 
$250,000 and Mr. Kelly ranked first 
among entries received in Class 1, under 
$25,000 premiums. 
The other two winners to whom cer- 
being mailed, are Glen D. 
Watertown, S. D., Class 2— 
to $50,000 premiums, and Tom 
North Baltimore, O., Class 3— 


tificates are 
Heaton, 

$25,001 
Jartlett, 


$50,001 to $100,000. They were unable 
to attend this meeting. 


Swarm Active Figure in Decatur 


Paul Swarm, who came into his 
father’s agency on July 1, 1939, as a 
junior partner, is a native of Decatur 
and graduate of Washington University, 
St. Louis, where he majored in business 
administration. His father, Charles A. 
Swarm, senior partner, retired more 
than a year ago, confident that the 
agency which he organized in 1908, was 
in competent hands with his son at the 
helm. 

Mr. Swarm, active in both civic and 
Agents’ Association affairs, is a past 
president of the Decatur Association of 
Insurance Agents. His avocation is 
church music on which he is an author- 
ity. He is president of the Church Music 
Foundation, a non-profit research or- 
ganization; chairman of the _ Illinois 
chapter, American Guild of Organists, 
and author of “Guideposts for the 
Church Musician,” a widely used uni- 
versity text book. 


Bowles Joined His Agency in 1946 


Donald E. Bowles is managing partner 
of Shelton & Bowles Insurance Agency 
in Dallas whose reputation is tops in 
that thriving Texas city. A graduate of 
Southern Methodist University where he 
majored in business administration, Mr. 
3owles served in World War II in the 
U. S. Navy and is now a lieutenant in 
the U. S. Naval Reserves. Before en- 
tering the Navy in det oA he was employed 
by the Dallas Federal Savings and Loan 
Association in charge of public relations 
and advertising. 

An active participant in financial, edu- 
cational, civic and fraternal affairs in 
the Dallas area, Mr. Bowles is chairman 
of the Insurance Placement Board of 


(Continued on Page 30) 





Whitford Cites Reality 
Of “Two Irons in Fire” 


ADDRESSES IAC MEETING 
Says Industry Need Not Fear Mass 
Production; Sees Consolidations On 
Company and Agency Levels 





Atlantic City, June 27—In a pointed 
address to advertising men gathered 
here this evening for the 1955 annual 
meeting of the Insurance Advertising 
Conference, George V. Whitford, vice 
president of the Fire Association of 





WHITFORD 


GEORGE V. 


Philadelphia, emphasized that those in- 
surance men who provide protection 
for everyone, from the car owner to 
the manufacturer of automobiles, neces- 
sarily have two irons in the fire. “We 
must accept this fact, recognize the 
difference, and mold one for the mass 
market, and the other to the customer’s 
order,” he declared. 

Keynoting the central theme of the 
IAC meeting, “Advertising in Action,” 
Mr. Whitford’s address cited the fact 
that the same kind of education, the 
same kind of selling techniques, and 
the same kind of advertising are not 
applicable in the same proportions when 
merchandising a standardized consumer 
service, and when trying to render pro- 
fessional advice. 

Two Functions of Insurance 


“Unless we have turned personal lines 
business away,” he declared, “the insur- 
ance industry has two functions: The 
first is to produce and sell the stand- 
ard products required by the mass mar- 
ket. The second is to provide different 


products for different needs, with the 
professional skill necessary for han- 
dling specialized insurance problems. 


The techniques of mass distribution and 
the ethical concepts of a_ professional 
service are as different as “doodling” 
compared to a complicated “flow chart” 
prepared by a mechanical engineer.” 
Mr. Whitford went on to point out 
that in the insurance industry, a com- 
mercial product is to be sold, and a 
professional service is to be offered. 
“By using the same selling techniques,” 
he declared, “the same procedures, and 
the same kind of advertising, we have 
not only seriously impaired our position 
in the personal lines field, but we have 
also jeopardized our ability to offer dis- 
interested professional advice. Both ac- 
tivities are necessary and important, but 
to insist on the same ‘kind of rules’ 
is as ridiculous as trying to play ten- 
nis with a ping-pong ball. How do 
these distribution jobs differ? 
“Personal lines insurance, automobile 


(Continued on Page 30) 





Kelly Stresses Value 

Of Adv. and P. R. Plans 
FOR A SUCCESSFUL AGENCy 
IAC Award Winner Tells Conference 


Meet of His Methods That 
Make for Sales 








Atlantic City, June 27—John W. Kelly, 
Manchester, New Hampshire, one of the 
advertising award winners in the third 
annual advertising awards competition of 
the IAC, pointed out to insurance public 
relations and advertising executives at- 
tending the 1955 Insurance Advertising 
Conference meeting here, that to have 
green pastures, an agency must of ne- 
cessity be headed by a man who will 
work hard, establish good public rela- 
tions and advertise. 

The speaker recounted his decision to 
enter the agency field and the motiva- 
tions which spurred him on. “In Feb- 
ruary of 1951,” declared Mr. Kelly, “4 
was hired by the Travelers Insurance Co, 
as an underwriter trainee and assigned 
to the Manchester, N. H., branch office. 
In due course I was transferred to Roch- 
ester, N. Y., with the title of assistant 
field underwriter. 

“I was very happy in this field,” he 
continued, “but undecided as to whether 
I would continue in the company ranks 
or strike out on my own as an agent. 


Grass Looks Greener 


“The grass always looks greener in 
the other fellow’s yard,” he observed, 
“and it looked to me as though the 
agent’s life was truly green pastures.” 
As he decided that a sound public rela- 
tions program was essential to good 
agency practice, Mr. Kelly went on to 
explain how he was helped in its estab- 
lishment. 

“Fortunately for me,” he declared, “I 
ran across an excellent mailing piece 
put out by the Travelers Insurance Co. 
It was a little pamphlet with a picture 
of a young man cutting a picture from 
a newspaper. The caption was ‘I saw 
something about you in the paper and 
thought you would like to have it.’ It 
folded like a book so you could insert 
the picture or article. There was ample 
blank space to write a suitable con- 
gratulatory or other type message inside 
the folder. 

“Each day I would cut out wedding 
pictures, public speakers’ pictures and 
any other pictures or articles of merit 
and enclose them in this pamphlet with 
a suitable message and mail them out. 

“The good will this has created is well 
worth the effort I put into it and I am 
still reaping a harvest of new _ policy- 
holders from earlier recipients.” 


Personalized Advertising 


Mr. Kelly brought out that his news- 
paper advertising program was a little 
more involved. He said that due to the 
fact he could not put a great deal of 
money into it and secondly, because it 
had to be effective and novel, as far as 
local competition was concerned, he de- 
cided to personalize his ads by inserting 
a picture of himself with some eye- 
catching slogan. 

t this point I brought my problem 
to he agents advisory service of the 
Travelers and got some good ideas from 
Charley Oaks,” he declared. “It was 
through his department that all of my 
advertising mats were made up and be- 
cause there was no charge for this 
settee it made more money available to 
buy newspaper space. 

“By this time I had decided to head 
each ad with the caption ‘Jack Kelly 
says’—and my picture followed by some 
general insurance topic that would call 
attention to my agency and my adver- 
tising efforts. I signed a six-month con- 
tract for a backpage ad of one inch with 
an option to increase at any time 
needed additional space. 

“Although I never wrote advertising 


(Continued on Page 29) 
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Paul Swarm Cites Consequences 


Concerning Cs of Client Competition 


\tlantic City, June 27 — Listing two 
truisms as signposts to a successful busi- 
ness, Paul Swarm, partner of the Swarm 
Insurance Agency, Decatur, Ill, gave a 
host of insurance advertising, and pub- 
lic relations executives attending the 
1955 annual IAC meeting here today a 
detailed insight into what he termed 
‘The Cs of Competition.” The speaker, 
who is the 1954 “Oscar” winner in the 
third annual advertising awards compe- 
tition of the IAC, laid down the follow- 
ing axioms which every agent should 
keep uppermost in his thoughts: No one 
ever graduates from the study of insur- 
ance except by his own conceit; no one 
ever can exhaust the helpfulness of ad- 
vertising and public relations. 

Mr. Swarm pointed out that the place 
to meet competition is at the agency 
level. He said that competitors teach 
three things: first, to conserve energy 
by hiring adequate help for filing, figur- 
ing renewals, opening and closing the 
mail, as well as policy and receipt writ- 
ing; second, to continue to sell; thirdly, 
to communicate in a personal way 
through the telephone and direct mail. 


Public Relations—A Constant Thing 


Speaking of community service, the 
speaker reminded his audience that 
public relations is a constant thing. “To 
mention a few points of constant con- 
tacts, let’s think about: competent agents 
who never cease taking courses of study 
offered by their companies and by their 
trade associations; codes of ethics which 
build prestige; calmness at all times— 
a professional necessity; confidence, 
which is built by dependability in com- 
munity activities; celebrations, which 
mark years of service; consistency—by 
keeping one’s word even when it causes 
personal inconvenience; colorful charac- 
ters—who play their hobbies to the hilt; 
contagious enthusiasms—on the part of 
the clean-cut individual.” 

Mr. Swarm declared that although 
agents abhor a canned sales talk, the 
leaders usually cover these points in the 
sales interview: “cabinet advisor—be the 
insurance advisor; coverage must be pre- 
sented on the basis of need; confirm 
your visit with a written memo; con- 
servatism pays when compared to high 
pressure over-selling; combination poli- 
cies today offer unprecedented advan- 
tages for centralizing an entire line with 
one agent; customers like to decide be- 
tween this and that instead of between 
this and nothing; check with company 
authority when you are in doubt about 
a coverage or rate.” 

On the subject of closing the sale, the 
speaker noted that at the point of sell- 
ing the account the following ideas al- 
ways find their way into the interview: 
“credit vs. cash gives you a definite un- 
derstanding as to how the premiums will 
be paid; custombuilt policies are avail- 
able through reporting, comprehensive, 
and blanket forms; control of the insur- 
ance account is left with the customer; 
conferences with your office staff not 
only provide for pleasant evening but 
also train your service representatives; 
compliment. your customer on his deci- 
sion to buy; case in point is the men- 
tioning of a well-known and respected 
client; chain reactions result at the close 
ot every interview.” 


Service Opportunities 


In regard to service opportunities dur- 





ing the life of a policy, Mr. Swarm 
emphasized the following: “cure under- 
insurance by raising limits; consider 
extended medical, broader forms, and 


fleet possibilities; collect P.D.L. claims 
trom the other fellow for your customer; 
constant reminders can take the form 
of monthly newsletters, etc.” 

he speaker next considered: the ever- 
Pressing subject of competition. He de- 


PAUL SWARM 


clared that an agent’s constant extolling 
of the glories of the American Agency 
System can leave a customer indifferent. 
However, he went on to say that it 
seems to him that these lines of reason- 
ing would set him thinking: 

“A. Capital Stock vs. Insurance Club. 
The movie ‘Citizen Dave Douglas’ tells 
this story beautifully. The film is avail- 
able without charge from The National 
Tax Equality Association, 231 South 
LaSalle Street, Chicago 4, Ill. 

“B. Catastrophies and crises test the 
mettle of insurors. Here you show finan- 
cial statements and rating symbols. At 
the time of loss it is simpler to call your 
local agent than to mail a complicated 
form to a distant city—and wait. 

“C. Chance can be taken only once 
on insurance. If a client has purchased 
a limited contract and is not covered, 
it is too late to buy the quality protec- 
tion after the loss. 

Extensions Agents forget to Mention 

“DPD. Chock-full policies have many 
extensions that most agents forget to 
mention. 

“E. Certainty vs. uncertainty strikes 
at the very core of all insurance. Does 
the client want to shift the risk or keep 
it himself? 

“F, Cost should be measured in final 
terms. The sweetness of low price never 
equals the bitterness of low quality. 

“G. Contrast the types. ‘Mr. Prospect, 
if your building were on fire, would 
you want the best protection or the 
cheapest policy? Would you rather be 
served by an employe of one company 
or by an independent agent acting for 
several A-plus companies ?’ 

“H. Colloquial situations often help 
you. Well established agents of com- 
petitors often see the light and come 
over to your side. Those changes in- 
variably work to your advantage when 
you are the first to tell people about 
them. 





Sour Grapes Inappropriate 
“What should be done when you dis- 
cover that one of your clients has given 
a check to your competitor for a policy 
vou thought was in the bag?” asked 
the speaker. He said that sour grapes 
are inappropriate for two reasons: (A) 
vour best customer doesn’t want to feel 
that he is obligated to you; (B) criti- 
cism at such a time does not find fault 
with the competitor—rather, you actually 

criticize the customer’s judgment. 
“Believe me,” he continued, “he won’t 


(Continued on Page 30) 
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C. W. Smitheman Report 


(Continued from Page 28) 


Agents; J. Dewey Dorsett, general man- 
ager, Association of Casualty & Surety 
Companies; David C. Gibson, vice presi- 
dent, J. M. Mathes & Co., New York; 
John Crichton, executive editor, Adver- 
tising Age, and A. J. Wohlgemuth, vice 
president and manager, Rough Notes Co. 

“These men took. off their coats and 
went to work at the New York Adver- 
tising Club on April 5, just five days 
after the deadline for the contest. With 
remarkable unanimity they selected ‘the 
winners in each of the fire premium 
volume classifications, after which they 
came up with the Oscar winner. 

“The judges worked all day—and were 
prepared to work on into the night, but 
this did not prove necessary because of 
the prompt and general agreement which 
resulted from each man rating each port- 
folio on a point basis. 

“Your committee considers the contest 
to find and to honor agents for their 
success in the best use of advertising, 
to be itself a success. We think our 
goal of lending a new dignity to insur- 
ance advertising has been achieved. We 
are hopeful that as the years roll on, 
succeeding committees will be able to 
increase the participation of agents and 
associations in our contest until it rivals 
the famous Academy Award affairs in 
Hollywood in its importance!” 

At this point Mr. Smitheman handed 
to IAC President Harry Carlier the 
names of the agents ho have won 
the right to be saluted for their con- 
tributions ‘to insurance advertising.” In 
turn Mr. Carlier presented certificates 
and the Oscar, a bronze statuette, to the 
winning agents whose names and deeds 
are recorded in another story on this 
page. 


Kelly on Adv. and P. R. 


(Continued from Page 28) 


copy before I was amazed at the pleas- 
ing comments that my ads_ received 
from the start. Most of my ads were 
short, one to four inches, but each with 
as clever a message as I could come up 
with.” 

Mr. Kelly gave his audience some ex- 
amples of his newspaper ads_ which 
brought him into the IAC award-winning 
circle. He explained that the following 
series was used to combat an extensive 
local advertising campaign by a direct 
writing company advertising low rates: 

Effective Ads 

“Poor insurance is like a 
parachute—it lets you down 
when you need it the most. 

“Poor food causes indigestion and 
heartburn—poor insurance causes anx- 
iety and heartbreak. 

‘Good insurance doesn’t cost—it pays. 

“Smith vs. Jones $50,000 automobile 
suit. If your name was Jones and you 
were being sued for $50,000, how much 
consolation would you take in the fact 
that you bought bargain basement insur- 
ance from a man you don’t know and 
who only knows you by a number. 

He said that each of these ads were 
followed by “Don’t gamble—for the best 
in insurance, see or call John W. Kelly 
Insurance Agency.’ 

Noting that the true test of an adver- 
tising program is measured by the 
amount of new business that it brings 
into the agency and the additional busi- 
ness it brings in from established ac- 
counts, Mr. Kelly declared that in this 
regard “my program was very effective. 

“In my first year of operation,” he 
declared, “I paid for $17,000 in casualty 
premium and my advertising program 
was responsible for a good portion of it. 
My second year will double my first and 
I can say with a great deal of satisfac- 
tion that public relations and advertising 
has played a most important role in the 
development and growth of my agency.” 


defective 
hardest 


Producers Advisory 
Council Urged by Stott 


AT AD CONFERENCE MEETING 


NAIA Leader Calls Upon Cos. to Set Up 
Central Office to Supply Advertising 
and P.R. Aids to Agents 


Atlantic City, N. J., June 27—An organ- 
ization to provide producers with public 
relations and advertising information 
and material was suggested here today 
by John C. Stott, Norwich, N. Y., chair- 
man of the public relations committee 
and a past president of the National 
Association of Insurance Agents. 

As the lead-off speaker at the 32nd 
annual meeting of the Insurance Adver- 
tising Conference here, Mr. Stott de- 
clared that such an organization is 
necessary in view of the spread of mul- 
tiple line underwriting. “At present,” he 
said, “there is no single organization or 
office in the country where the com- 
bined thinking of all associations and 
companies interested in advertising and 
public relations is centered.” 

Mr. Stott suggested the title of “Pro- 
ducers Advisory Council” and indicated 
it could be patterned after the now de- 
ceased Business Development Office 
which was once a flourishing organiza- 
tion in the fire end of the business. 


Central Office for Advertising and Pro- 
motional Material 

“An organization of this type,” he ex- 
plained, “could supplement the fine work 
now being done in our industry and 
would be of great assistance to the pro- 
ducers of the nation. This would be 
a central office that would give the pro- 
ducer information and assistance on tele- 
vision programs, radio scripts, selling 
programs, newspaper mats, direct mail 
letters and all promotional aids geared 
to the local agent, his local board or 
his state association.” 

He indicated that the details of such 
an organization should be worked out 
by company executives and the organiza- 
tions within the industry, such as Insur- 
ance Advertising Conference, now vital- 
ly interested in these problems. He 
added that “if our companies would fur- 
nish such an organization and the mate- 
rial it develops the producer should have 
the total obligation to finance the use 
of this material in his own locality.” 

In listing “quality, service and mer- 
chandising methods” as the three basic 
ingredients necessary for success in the 
insurance business, Mr. Stott compli- 
mented the insurance companies for 
recognizing “the highly competitive posi- 
tion with which they and agents are 
faced.” Furthermore, “the change in com- 
pany national advertising is one of the 
greatest accomplishments, in my opinion, 
in public relations during the last 50 
years.” 

Producer’s Service Featured in Co. Ads 


Mr. Stott said that “if we truly believe 
in the American Agency System then we 
believe that the producer’s service is 
indispensable for the marketing of in- 
surance. It is this service that our com- 
panies are highlighting in their advertis- 
ing. It is this service that spells success 
or failure for our system of insurance. 
The unselfishness of many of our compa- 
nies in the preparation of promotional 
material without mention of their own 
company is most commendable.” 

In making his recommendation for the 
creation of a new organization, Mr. Stott 
made it clear that the industry could 
not afford to lose a single group. that 
is presently engaged in promotional 
activity. He said that the Insurance 
Advertising Conference and other adver- 
tising and public relations association 
and regional conference associations 
within the industry having to do with 
these important matters should be main- 
tained and their effectiveness increased. 

He cited some personal history to indi- 
cate the need for such a centralized 

(Continued on Page 30) 
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Insurance Advertising 


Bowles Says Agents Must 

Advertise Aggressively 
IN TODAY’S COMPETITIVE MART 
Newspaper 


of Direct 
Relations 


His Agency in Dallas Uses 
Space, 14 Billboards, Lots 
Mail; Stresses Customer 


City, N. J., 
EK. Bowles, managing partner of 
& Bowles, Dallas, 
IAC award 

Five of 


27—Donald 
Shelton 


was the 


\tlantic June 


whose agency 
winner in the premium 
agencies writing $250,000 
told the TAC annual 
morning about the 


Class 


and over annually, 


meeting here this 


important part played by advertising 


promotion in the 
He was one of three 


and sales progress 


made by his agency. 
agent speakers on the program. 

In opening his talk Mr. 
that competitive conditions in this pres- 


Bowles said 


ent period demand a more concentrated 


capital stock 


independent 


ertising for 
their local 
before in the 


effort on ady 
companies and 


agents than ever history 
of insurance. “We are now compelled 
to stop and take inventory of our public 
relations and advertising programs,” he 
emphasized. 

In addition to his 


own program of 


advertising and_ sales promotion which 
includes local newspaper ads, 14 outdoor 
billboards, direct mail and public rela- 


tions, Mr. Bowles’ agency is prominently 
identified with the aggressive advertising 
ram of the Dallas Association of 
Insurance Agents. It embraces billboard 
ads displaying the emblem which iden- 
tifies the independent capital stock 
agent, newspaper ads, television, radio 
and various exhibits at home shows, 
state fairs, etc. 

The Dallas Association, he said, has 
also contributed funds to the City Traf- 
fic and the Dallas Crime Laboratory. 
It has sponsored local policemen and 
firemen in various technical schools; has 
purchased helmets and rain gear for the 
junior school patrol for the local board 
of education. Annually the association 
sponsors a high school automobile train- 
ing seminar at S. M. U. “As a result,’ 
said Mr. Bowles, “much publicity has 
been received in the local newspapers 
and on television, and the good will of 
the Dallas city officials has been built 
up 


Advertising Has Helped to Double 
His Business 


Shelton & 
said 


prog 


Bowles’ adver- 
that it has en- 
than double 
the last five 


Speaking of 
tising, Mr. Bowles 
abled the agency to more 
its premium volume over 
years. For many years the Dallas Morn- 
ing News has been used, the oe running 
week on the first page of the 
second section, top of column. The run- 
ning head in big letters is “Fire and 
Casualty Lines,” and immediately under 
this by-line is a small four line poem, 
devoted either to accident safety or 
humorously referring to fire and casu- 
alty insurance. “These poems,” said Mr. 
Bowles, “are purchased from the creator 
of the Burma Shave billboard messages, 
and we have the exclusive use of them 
in Dallas 

“Newspaper advertising has paid divi- 
dends,” he asserted, “not because we get 
direct business but because its consistent 
appearance has created a larger reader- 
ship. People stop me on the street and 
in offices and tell me they look forward 
to reading the ads. We decided on the 
particular theme after observing the 
success of two leading life insurance 
agents in Dallas who have run similar 
ads for about nine years.” 

Shelton & Bowles billboards are placed 
completely around the city of Dallas, 
being located on the large traffic arteries 
attract the attention of the 
people, mostly home owners, 
from work each day. 
“The billboard 


once a 


SO as to 


streams of 


as they go to and 


Mr. Bowles 


explained: 
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carries my picture as manager of the 
Shelton & Bowles Insurance Agency. 
The picture fulfills a two-fold purpose: 
(1) because a personality pictured on ms 
signboard attracts attention, and (2) i 
ties up the agent with his agency. We 
believe that people are attracted by real 
life people and especially if they know 
them personally.’ ; 
The agency also displays many _bill- 
boards for its contractor friends, featur- 
ing conipany name at the top and Shel- 
ton & Bowles at the bottom of the sign. 
This is pleasing to the contractor. Fur- 


thermore, it gives the agent as a rule, 
a choice location for his signboards 
without any cost. “These construction 


jobs are either on a prominent street 
or in some development where thou- 
sands of people are attracted,” he said. 
Customers Classified A, B and C 
with our direct mail 
advertising,” Mr. Bowles continued, “we 
use our addressograph plates as the 
basis. Customers are classified into three 


“In connection 


types—A, B and C. These plates are 
tabbed, showing different colors for 
each type of customer. The ‘A’ cus- 


tomer is the one who is living in a 
$15,000 home or better in a choice loca- 
tion, The ‘B’ customers are those who 
live in homes from $7,500 to $15,000, and 
the ‘C’ customers have homes under 
$7,500 price range. 

“We mail to the ‘A’ customers per- 
tinent information on personal property 
floaters, residence and _ outside theft, 
trip accident policies, etc. We show a 
tab on our slate for each type of insur- 
ance that is now being handled through 
our office for that customer. If we do 
not have his automobile insurance or 
household goods or liability insurance, 
then we can concentrate on that type 
of mailing. This also provides us with 
a means of personal follow-up in an 
effort to seil him the insurance which 
he does not have. 

“We also mail bulletins and pictorial 
messages to our customers, featuring 
the service our agency renders, new 
coverages, and other items of insurance 
interest. 

Shelton & Bowles provides each haf 
tomer with an intelligent survey of his 
insurance program. Leather policy hold. 
ers are also provided together with a 
cardex survey so that the insured has 
a complete summary of his insurance 
holdings. 


Bank-Agent Direct Mail Campaign 


A successful direct mail campaign re- 


cently conducted by Shelton & Bowles 
featured the bank-agent plan. The 
agency worked with one of the local 


banks which was given a list of Shelton 
& Bowles customers. The bank first 
checked the credit standing of each cus- 
tomer. A credit card was then issued 
which stated that the customer had been 
approved for a loan on his car. He was 
advised that the financing of his car 
could be arranged by either wiring or 
calling the bank. This credit card to- 
gether with a letter signed by che bank 
president was mailed in a Shelton & 
Bowles envelope which contained a note 


stating that the agency was happy to 
arrange this service. It also explained 
that car insurance would be handled 


through the agency at the time the car 
was financed. 

Direct mail campaigns have also been 
conducted to stimulate the sale of CPL 
and PPF insurance and the mailings are 
always followed up by personal calls. 
Currently the agency is concentrating 
on major medical expense insurance and 
Mr. Bowles anticipates excellent results 
“since this policy is reasonable in cost 
and will protect the insured against large 
hospital or medical bills.” 

In closing the speaker stressed the 
importance at this time of teamwork— 
agents and companies together—in edu- 
cating the public to do business with 
independent local agents and capital 
stock companies. “We have no choice but 
to advertise aggressively in the face of 
direct or ‘bargain’ competition,” he de- 
clared. 


Cs Of Competition 


(Continued from Page 29) 

like that. It is better policy to say, ‘Your 
business has always been appreciated. 
Although I hope you are pleased with 
the service you have purchased, next 
year about this time I’d like to show 
my merchandise.’ However,” said Mr. 
Swarm, “if your competitor has only the 
order and not the check, get in there 
and sell! One of the finest sales courses 
I know is summarized by Jack Lacy 
in his ‘Sales Push Ups.’” 

As to the biggest competitor for any 
agent, Mr. Swarm said that it is the 
agent himself—“It is you of yesterday. 

“After asking you to hold your breath 
as long as possible, you could probably 
double your time if I asked you to beat 
your own record. Psychiatrists tell us 
that we use only 12% of our capabilities. 
Rembrandt said, ‘Do that which you 
know and that which you do not know 
will be made known unto you.’ St. Ber- 
nard of Clairvaux wrote, ‘The Angel is 
in the heart suggesting good things, not 
bestowing them.’ These creative prin- 
ciples of Universal Law will not only 
help you meet and challenge competi- 
tors, but they will enable you to make 
competition for the other fellow.’ 

(Copies of the complete text of Mr. 
Swarm’s worthwhile address may be ob- 
tained in booklet form by contacting the 
Swarm Insurance Agency, 200 Standard 
Office Building, Decatur, Ill—Ed. Note) 





Swarm Wins “Oscar” 


(Continued from Page 28) 


of Pi Kappa Alpha 


Dallas, : 
director of the 


president 
Alumni Association, a 
following: Dallas Association of Insur- 
ance Agents, Dallas Federal Savings and 
Loan Association and Dallas Community 
Chest Board. He serves on the board of 
deacons of the First Baptist Church of 
Dallas and belongs to the leading service 
clubs of the city. In addition, he serves 
on the board of directors of Dallas 
Hearing Society. 
Kelly Started With Travelers 


John W. Kelly, native of Manchester, 
N. H., attended the public schools and 
college in that city. During his college 
days he drove a bus for the Public Serv- 
ice Co. five nights a week. In World 
War II he served four years in the U. S. 
Navy on submarine duty. After his 
graduation from college in 1951 he joined 
the Travelers, serving in Manchester and 
Rochester, N. Y., branch offices before 
opening his own agency in Manchester. 
30th before and during his agency 
career he has taken courses offered by 
the Travelers in fire, marine, casualty 
and life insurance. 

All of the advertising 
motion exhibits of the award-winning 
agents in IAC’s contest are on display 
here at Claridge Hotel where the mect- 
ing is being held. 


and sales pro 


Producers Advisory Council 


(Continued ‘from Page 29) 


bureau such as the Producers Advisory 
Council. Recently, he said, he endeav- 
ored to secure some radio scripts on the 
subject of insurance after his agency de- 
cided to use radio as an advertising 
medium. The radio stations he con- 
tacted informed him that none was avail- 
able. He wrote to companies and associa- 
tions in the business and received a few 


scripts but these usually played up a 
particular company and its products; 
most companies had no radio scripts. 


He then attempted to secure them from 
one of the major trade papers and pam- 
phlet publishers. Here also he received 
a negative answer, 

It was his judgment that thousands of 
agents are using radio advertising in ad- 





G. V. Whitford Address 


(Continued from Page 28) 


coverage, and other personal insurance 
requirements of individuals are subject 
to mass marketing techniques success- 
fully employed in other businesses,” he 
continued. “The truth is that, persona! 
lines insurance is being ‘handled,’ and 
will continue to be ‘handled,’ successful- 
ly by those who develop mass distribu- 
tion techniques, and are aware of basic 
trends.” The speaker-gave his audience 
the following trends for their considera- 
tion: 
Cites Basic Trends 


“1. In the personal lines field, and 
automobile insurance in particular, in- 
demnity is provided to protect a stand- 
ard product and relatively standard > 
bility exposures. Even in the field « 
dwelling insurance, where there is a 
great deal of experimentation, the tend- 
ency is for standard policies to protect 
standard or homogeneous risks. In the 
field of consumer home supplies, it was 
not difficult 50 years ago to find advertis- 
able point of superiority for a line that 
was to be advertised. Today it is a prob- 
lem. Competing merchandise becomes 
increasingly similar in its major features, 
A current example is in the detergent 
field where advertising copy is limited 
to exciting slogans such as, ‘Be Dumb, 
Use Glum.’ 

“2. After the standardization of a 
product, the consumer wil! pay for the 
manufacturing costs; reasonable dis- 
tribution costs, plus a modest profit; 
but he will not pay for waste or ‘price 
loading’ for a function not performed. 
Don’t we all find another p'umber, or 
carpenter, or painter if our present "one 
overcharges us? Don’t most of us make 
price comparisons on standard products? 
Competition has a pretty, effective way 
of answering these questions. A friend 
of mine in the food business remarked 
that the food stores of the country are 


a great retail democracy, for on their 
shelves appear only those products for 
which the consumer has voted. The 


seme kind of democracy is at work 
our business. 

“3. Expensive handling of products or 
useless or duplicate paperwork must be 
ruthlessly eliminated so that the fin- 
ished product can move from the manu- 


facturer through distribution to con- 
sumer with minimum delay or obstruc- 
tion.’ 


Mr. Whitford emphasized that the in- 
surance industry need not fear mass 
production. He cited the example of the 


automobile industry in which due to 
competition, dealers are re-examining 
their operations so that internal costs 
can be slashed. 


said that the 
immune _ to 


In closing, the speaker 
insurance industry is not 
this brand of competition. He declared 
that some consolidations have taken 
place at the company level, and it was 
his opinion that similar moves will take 
place at the agency level. He said that 
there will be agencies bought out by 
their more profit-conscious competitors, 
new partnerships formed to save ex- 
penses, and some insurance offices may 
even move in with lawyers or account- 
ants to trim costs. 





dition to other advertising and he asked: 
“Is there not a need for this material? 
Should there not be a central office 
where such aids might be secured by 
the producer?” 

Mr. Stott, in referring to the agent's 
part in public relations and advertising 
today, indicated that his committee was 
presently in the process of conducting 
a survey of the members of the NAIA 


to determine what advertising media 
they now use and what they believe 
to be most effective. It is his hope 


that this information can be used effec- 
tively by the committee to determine its 
future course of action. 
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Superhighways Will Not 
Reduce Traffic Toll 


STATES PAUL H. BLAISDELL 
Declares Effective Road Program Must 
Include Proper Traffic Law 


Enforcement 


\ network of superhighways criss- 
crossing the country will be a boon to 
traffic movement but will prove inca- 
pable of reducing traffic accidents the 
40 to 50% that has been promised unless 
the program includes proper traffic law 
enforcement, Paul H. Blaisdell, traffic 
safety director of the Association of 
Casualty & Surety Cos. has declared. 

Mr. Blaisdell, speaking to the Mid- 
Atlantic Highway Conference in session 
at Philadelphia, stated that “we do not 
have one single shred of evidence with 
our existin~ post-war creations in super- 
highways to support the promise that a 
better highway, alone and unaided, wi'l 
greatly reduce our traffic accident ex- 
perience. 

“Instead, we have ample proof that 
until modern highways have the ac- 
companiment of stepped up traffic law 
enforcement and tighter driver control, 
there is just as great a likelihood that 
our accident troubles will increase. The 
growing favorable traffic casualty record 
of the present turnpikes and superhigh- 
ways dates only from the day that mod- 
ern techniques of enforcement were ap- 
plied freely, firmly and impartially.” 

The speaker declared that the Associa- 
tion of Casualty & Surety Companies 
“. supports fully the program for a 
better national system of highways.” 
Modern highways, he emphasized, if ac- 
companied by modern enforcement, 
would make a major contribution to 
traffic accident prevention but warned 
against risking the case for a national 
good highways program on exaggeration 
of safety possibilities. 


Hichways to Reduce Accidents 


“It would appear to be a statement 
of the obvious,” he pointed out, “to say 
that the building of adequate modern 
highways would reduce traffic accidents. 
Our common sense alone will indicate 
that the elimination of curves, the 
widening of pavement, the improvement 
of surface, the correction of grades and 
the redesign of intersections would so 
greatly improve the flow of traffic and 
would so engineer safety into the road- 
way that accidents should drop sharply. 

“A look at the record, however, tends 
to shatter this idealism. Reports of the 
states tell us that 78% of the fatal traffic 
accidents take place on straight, level 
roads, with the remaining 22% on some 
combination of curve, turn, grade or 
crest of hill. Moreover, the experience 
with our eastern turnpikes tells us that 
when the highway is engineered for 
safety we substitute other types of traf- 
fic accident for the varieties common to 
the outmoded and more crowded high- 
ways and thus still keep the casualty toll 
at a high level. 

“There can be little doubt that the 

traightening of sharp curves or the re- 
doves of steep grades might help lower 
the 22% of our accident involvement in 
which these highway features play a 
part. However, we may only be jumping 
from the frying pan into the fire. Im- 
proved highway designs are in the direc- 
tion of a type which apparently produces 
more accidents rather than less. By the 
elimination of a curve we seem to invite 
greater speed. Limited access facilities 
seem to increase the frequency of acci- 
dents in which ‘following too closely,’ 
fatigue and ‘running off the road’ are 
teatured. 


40-50% Fewer Traffic Accidents 


» Plainly I am of the opinion that the 
calm assumption that more and_ better 
hig hwavs will guarantee 40 to 50% fewer 

affic accidents is either wishful think- 
ne or an overzealous attempt to justify 
the highway program. Into the total cost 
“dl highway progress we must figure the 
added cost of strict control if we really 
Want safety to be a co-partner. We are 
not dealing with a handful of highway 


NEW YORK SUBURBAN OFFICE 


Saint Paul Cos. Establish N. Y. Branch 
Under Stuart H. and William C. 
Richardson 
The Saint Paul Companies, effective 
July 1, will open a New York suburban 
department at 99 John Street under the 
management of Stuart H. Richardson 
and William C. Richardson as resident 
vice presidents. The firm of F. F. 
Richardson, Inc., managing general 
agents, will cease to function on that 
date, and all employes of the firm 
will become a part of the Saint Paul 
and entitled to full participation in the 

companies’ benefit plans. 

The F. F. Richardson Agency was 
started in 1910 by F. F. Richardson, and 
both Stuart and William, his sons, have 
been employed by the agency since 1927. 
The firm was incorporated in October 
of 1930 and started as a corporation the 
first of the following year. 

The Richardson brothers have special- 
ized in New York suburban business for 
nearly 30 years. They will manage the 
operations of the operations of the Saint 
Paul for its fire, casualty, surety and 
inland marine departments in the terri- 
tory which includes Queens (except Long 
Island City), Nassau and Suffolk, West- 
chester, Putnam, Rockland and_ Rich- 
mond (Staten Island), and also that por- 
tion of the Bronx east of the Bronx 
River. oN ’ 

Other administrative personnel of the 
new department will include Robert A. 
Bishop, executive assistant; John W. 
Boylston, Jr., manager casualty and auto 
department; William J. Gluf, Long 
Island managers; John B. Cook, su- 
perintendent fire department; Frank J. 
De Siervo, chief underwriter casualty 
and auto department; Richard F. Jost, 
chief underwriter inland marine depart- 
ment; Henry O. Loboda, chief account- 
ant, and Robert A. Perham, superin- 
tendent claim denartment. Outside per- 
sonnel will be State Agents Irving B. 
Lake, Harry JT. Gardner, W. Robert Has- 
lam and Herbert P. Gunther; and An- 
drew C. Kretschmann, special represen- 
tative. 

The new suburban office will have 
available all of the facilities necessary 
for servicing agents and brokers, in- 
cluding underwriting, engineering and 
claim service. 





users or a few main roads. but with 
70,000.000 drivers and 60,000,000 vehicles. 
Half measures and small proiects will 
solve neither the highway problem nor 
the traffic accident problem. What can 
we do about it? 

“We can remember that in the billions 
of dollars we urge for new highwavs. a 
few millions need to be earmarked for 
control of the facility we create. If 
safety is an integral and inseparable 
part of the whole highway problem— 
which I believe it to be—there is more 
to safety planning for new roads than 
design features. It wouid be foolhardy 
to think of improving the highway sys- 
tem first and adding safetv control as 
an afterthought. To meet the problems 
of the new highways, we must increase 
the means of enforcement and control. 
Police and driver license officials must 
have the nersonnel, the training for that 
personnel and the modern equipment to 
do the complete iob of highwav suner- 
vision. This is a iob they alreadv know 
how to do if sufficient public backine 
and money were available. 

“As a conservative estimate, it has 
heen suggested that a truly adeanate 
highwav svstem might save 3,500 lives 
and 120.000 nersonal iniuries a vear 
That’s about 10% of the present annual 
toll. I believe this figure to be a rea- 
soned and candid appraisal of possibility, 
uninfluenced by emotion or the desire to 
‘sell’ an idea. Such a saving would be 
a return on our highway investment over 
and above the benefits to transportation. 
Definitely, that saving is worth going 
after!” 





EXPANDS CLEVELAND BRANCH 


American Auto Opens New Facilities; 
Extends Operations to Include All 
Northern Ohio Territory 
American Automobile Insurance Co. 
this week announced the opening of its 
expanded Cleveland branch office under 
the direction of Resident Vice President 
Thomas B. McDonough. The formal 
opening, which took place June 27, was 
preceded by a series of informal recep- 
tions at which members of the office 
staff and head office officials were hosts 
to the company’s producers and other 


guests. 

Jack C. Boyd will continue as claims 
manager. Other members of Mr. Mc- 
Donough’s administrative staff include 
Robert J. Schlosser, casualty manager; 


J. Humbert Baer, office manager, and 
Eugene J. Callahan, agency supervisor, 
all of whom are experienced company 
veterans who have been drawn from 
other branch offices. Fire operations will 
be under the direction of Fire and Ma- 
rine Manager Richard R. Taylor; Bond 
Manager Reginald S. Holmes will super- 
vise bond and burglary underwriting. 

It was also announced that, coincident 
with the move to larger quarters, the 
operating facilities of the Cleveland 
branch have been expanded to include 
complete underwriting, production, en- 
gineering and payroll audit service. The 
branch wil! write multiple line casualty 
and commercial fire lines, bonds and 
burglary coverages. Territory serviced 
by the office has been extended to in- 
clude all of northern Ohio. 

Head office principals attending the 
opening ceremonies were President Rob- 
ert Z. Alexander, Executive Vice Presi- 
dent Harvey R. Bowditch, Vice Presi- 
dents F. M. Cook, C. S. Cotsworth, Fred 
H. Doenges, H. G. Kates, Donald P. 
McKay and Fred W. Perabo; Sales 


Promotion Superintendent Rhea Hurd 
and Field Superintendent David H. 
Wilson. 


Named as General Agent 

The firm of McWilliams & Harris, 
Texarkana, Ark., has been appointed as 
general agent for the American Uni- 
versal Insurance Co. in that state and 
the eastern F ste of Texas, President 
Maurice H. Saval has announced. 

Mr. Saval also reported that Ameri- 
can Universal is now licensed in the fol- 
‘mtiel 19 jurisdictions: Alaska, ae pw i, 
Arkansas, Colorado, Florida, Idaho, Kan- 
sas, Kentucky, Louisiana, Montana, Ne- 
vada, New Mexico, North Dakota, Ore- 
gon, Rhode Island, South Carolina, 
Texas, Utah and Wyoming. 


SEEKS TO WRITE MORE COVER 

Public National Insurance Co., Miami, 
Florida, has applied to the California 
Department of Insurance for an amend- 
ment to its certificate of authority per- 
mitting it to add plate glass, workmen’s 
compensation and burglary to the lines 
of insurance it already is authorized to 
transact in the state. 


ABA Insurance Program 
(Continued from Page 26) 


production and inspection before trial; 
motions to require injured party to sub- 
mit to examination by doctors. This 
panel will also include: When and un- 
der what circumstances, and at which 
stage of the case defendant should ad- 
mit liability. 

Moderator of the panel will be Ger- 
ald T. Foley, judge of the County Court 
of Essex County, N. J., and participants 
will be Tracy E. Griffin of Seattle, 
Wash.; Josh H. Groce of San Antonio, 
Texas; James M. Guiher of Clarksburg, 
W. Va., and William A. Kelly of Akron, 
Ohio. 

Various committee breakfast meetings 
have been scheduled for Monday and 
Tuesday mornings. The reception and 


dinner-dance will be held Tuesday eve- 
ning. 


APPROVE INCREASING CAPITAL 
Buffalo Ins. Co. Directors Agree on Ex- 
pansion Program; 10,000 Shares 
To Be Split 10-1 
The board of directors of the Buffalo 
Insurance Co. through its chairman, 
Ottocaro Weiss announced that at its 
June meeting it had approved increas- 
ing its capital through the sale of addi- 
tional stock to finance an expansit mn of 
its insurance business and its entrance 

into the casualty field. 

The presently outstanding 10,000 shares 
of stock with a par value of $100 a share 
also will be split ten for one. An addi- 
tional 40,000 shares of the new $10-par- 
value stock will be sold. The total 
amount of stock then outstanding will be 
140,000 shares. 

The company plans to raise about 
2,000,000 through the issue of the addi- 
tional stock. From this, $400,000 will be 
added to capital and the balance to su 
plus. This will increase the capit: : stock 
from $1,000,000 to $1,400,000 and the sur 
plus to policyholders from $4,662,137 to 
$6,662,137 (based upon December 31, 1954 
statement figures.) 

Buffalo Insurance Co. also announced 
two appointments. William F. Quinlan 
was appointed to the post of office 
manager. Mr. Quinlan has a master’s 
degree in business administration from 
the University of Chicago and for the 
last six years has been office manager of 
the western department of the Provi 
dence-Washington Insurance Co 

John J. Brady, Jr., was appointed to 
the post of state agent in the New York 
suburban territory. Mr. Brady has an 
LL.B. degree from Brooklyn Law School 
and is admitted to the New York State 
Bar. He possesses an underwriting back 
ground in both casualty and fire and 
was most recently a district manager 
for the Kemper Insurance Group 


Peerless Cas. Names Paine 
Home Office Representative 


Everett G. Paine has been appointed 
home office representative of Peerless 
Casualty Co.’s new service office at 
Buffalo, N.Y. The opening of this 
office expands Peerless casualty, lia 
bility, fire, A. & H. and bonding service 
to agents in New York State, adding to 
the facilities available at the Albany and 
Syracuse offices. 

Mr. Paine is a native of Hartford 
and a graduate of Lawrence Academy. 
He attended the University of Con 
necticut and its Insurance Extension 
School. In the insurance business since 
1945, he has had experience as a casualty 
underwriter and special agent, and has 
operated his own insurance agency. 


N. Y. State Bar Meeting 


(Continued from Page 26) 


basis of sympathy, Mr. Benson sug 
gested, might lead to a similar state pro- 
gram for reimbursing all persons hurt 
in home accidents or injured by crimi 
nals or simply deserving because of be 
ing poor. “Under our laws in New York 
today,” he declared, “any person who is 
denied recovery in a _ negligence case 
because of the contributory rule is a 
person who is not entitled to collect and 
should face the consequences of his 
wrong-doing.” 

Substitution of a comparative negligence 
rule in New York, Mr. Benson warned, 
would increase the amount of litigation, 
raise insurance costs, complicate court 
procedures, endanger the process of jury 
trial and discourage settlement of cases 
out of court. 

Mr. Hayes, on the other hand, con 
tended New York was continuing to us 
“horse-and-buggy rules” in a high-spee’l 
automotive age. Adoption of the com 
parative negligence rule in Wiscons'‘n, 
Mr. Hayes added, had blocked ‘attempts 
to substitute a state-operated compens: 
tion system or to institute compulsory 
automobile insurance 
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Bureau Survey Cites Problem of 


Overinsurance Due to Multiple Cover 


The Bureau of Accident & Health Un- 
derwriters has announced the results of 
a survey of the problem of overinsur- 
ance resulting from multiple coverages. 
The problem of overinsurance resulting 
from multiple coverages and its poten- 
tial effect on claim costs has occupied 
the attention of the Bureau for some 
time. 

In a preliminary statement on the 
subject issued in the early part of this 
year the joint individual and group 
subcommittees on hospital-doctor rela- 
tions pointed out that overinsurance re- 
sulting from multiple coverages is “an 
increasing potential problem which re- 
quires careful examination and consid- 
eration by the insurance industry.” 

In this preliminary report the Bureau 
subcommittee said further: “Multiple 
coverage has developed as a by-product 
of the growth of voluntary A. & H. 
insurance. As the number of people 
with such protection has increased, there 
has been a corresponding growth in the 
number of people who have more than 
one form of insurance protection against 
the hazards of loss of time, hospital and 
medical care expenses. 


Intentional in Some Cases 


“In some cases multiple coverage is 
intentional, while in others it may result 
from circumstances beyond the control 
of the individual. It is generally inten- 
tional, where the benefit level under the 
initial insurance plan proves inadequate 
and additional coverage is purchased as 
a supplement to produce an aggregate 
benefit level more in line with the in 
dividual’s needs. Duplication of coverare 
is also illustrated bv the situation in 
which the head of the family and the 
working spouse are each covered under 
separate groups. 

“When multiple coverage is used as 
a means of strengthening an individual’s 
insurance program, it operates to the 
insured public’s advantage. However, 
the converse is true when multiple cov 
erage produces a_ greater aggregate 
benefit amount than the total insurable 
expense. When this development oc- 
curs, it is termed overinsurance and can 
react both to the insured public’s and to 
the insurance company’s detriment bv 
producing excessive claim frequency and 
claim costs. in 

Following its initial review and state 
ment the subcommittee then conducted 
its survey with the dual purpose of (1) 
determining present company practice to 
combat overinsurance and (2) of inviting 
suggestions for the further study of the 
problem. Participating in the survey were 
71 member companies of the Bureau. 
Since these 71 companies represent a 
group premium volume of $644.671,606 or 
44.3% of the total A. & H. Group pre- 
mium volume for 1954 and an individual 
premium volume of $230,258.268 or 45.2% 
of the 1954 total individual premium vol 
ume, the survey can be regarded as a 
reliable cross-section sampling of cur- 
rent company practice. 

The survey indicates, with respect to 
present company practices, that com- 
panies generally rely on underwriting 
techniques to avoid overinsurance. Con 
tract provisions are also used in non 
cancellable loss-of-time insurance and 
certain newer group coverages. In the 
writing of individual and family cover 
ages carriers generally employ under 
writing rules that set a maximum limit 
of participation for the carrier. These 
limits are usually applied in the case 


of accidental death and dismemberment, 
loss of time, hospital, surgical, and blan- 
ket accident insurance coverages. Com- 
panies usually will not duplicate major 
medical expense insurance. 

Require Inspection Reports 

While individual carriers in their ini- 
tial underwriting of higher weekly in- 
demnity limits regularly require inspec- 
tion reports to determine the relation 
of the applicant’s income to the loss of 
time benefits applied for, the “other in- 
surance” information obtained by indi- 
vidual writers for the issuance of a 
policy is generally limited to that of 
similar forms of individual and family 
coverage. As in the individual field, in 
the Group field principal reliance is also 
placed on underwriting technique to 
avoid overinsurance. 

The survey revealed that a number 
of companies refuse to superimpose 
Group coverages or to supplement ex- 
isting Group plans where the aggre- 
gate benefit amount produces overinsur- 
ance. Companies usually obtain “other 
insurance” information related to com- 
pany sponsored plans to which the em- 
ployer contributes or makes payroll de- 
duction in initially underwriting a risk. 
Page 34) 
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A. & H. DISABILITY POLICIES 


Eastern Casualty Co. Inaugurates New 
Series With Liberalized Underwriting 
on Simplified Classification 
A new series of A. & H. and disabil- 
ity policies with liberalized underwriting 
on simplified classification has been an- 
nounced by Eastern Casualty Co., N. Y 
The company’s new all-purpose hos- 
pital indemnity contract, Form 376, gives 
a daily unallocated benefit up to $20 and 
the full amount is paid regardless of 
other insurance or actual expenses in- 
curred. It pays for up to 180 days. Issue 
ages are one month to 80 years. The 
new plan is written on an individual or 
family basis. Maternity benefits are in- 

cluded in the family plan. 

The second new hospital plan, Form 
375, provides allocated coverage of up 
to $20 daily for up to 90 days for hos- 
pital room and board. Surgical opera- 
tions are covered up to $400 and mis- 
cellaneous extras up to $300. There is 
also an emergency accident outpatient 
benefit up to three times the daily bene- 
fit. The plan is issued from one month 
to 80 years on an individual or family 
basis, with maternity benefits under the 
family plan running up to $200. 

Also included in the new line of poli- 
cies is a disability income series for 
male and female risks, with issue avail- 
able to age 75. 





Discuss North Carolina 
A. & H. Law Interpretation 


A meeting was held June 30 between 
North Carolina Insurance Commissioner 
Charles F. Gold and representatives of 
insurance trade associations to discuss 
the proper interpretation and application 
of the new A. & H. legislation enacted 
this year in that state. 

Among representatives present were 
Counsels John F. McAlevey, Bureau of 
Accident & Health Underwriters and F. 
Joseph O’Regan, Health & Accident Un- 
derwriters Conference. 











On. Cane 


“arantee Mable 









Renews, f 
HE AY Th, Ace ble| 


MONARCH ) | 
LIFE INSURANCE CO. 
Established 1901 ioe 


SPRWGFIELD - 





MASSACHUSETTS — 














D. B. Whiting Elected 
United L. & A. Pres. 


SUCCEEDS JOHN V. HANNA 


Mr. Hanna New Board Chairman; 
C. L. Jackson Named Actuary; No 
Change in Company Policy Seen 
president 


Douglas B. Whiting, vice 


and actuary, has been elected president 
of the United Life & Accident Insurance 
Co., Concord, N.H., succeeding John Y. 





DOUGLAS B. WHITING 


Hanna, who becomes chairman of the 
board. Clayton L. Jackson was named 
actuary. 

Mr. Whiting joined the United Life 
in 1930 as assistant to the actuary, was 
elected actuary in 1938, and has served 
as vice president and actuary since 1954. 
He was elected to the board of directors 
of the company in 1953. 

A graduate of the University of 
Michigan, Mr. Whiting obtained his 
bachelor’s degree in 1929 and master’s 
degree in 1930. He is a _ native of 
Saginaw, Mich. 

In Charge of Naval Training School 

Apart from a period of three and a 
half years as lieutenant commander in 
the Navy during World War II, during 
which he served in air navigation and 
officer-in-charge of a Naval training 
school, his service with ‘the company 
has been continuous. 

Mr. Hanna, who has been president 
of the company for 22 years first joined 
United Life in .1921, and has _ served 
as actuary and vice president. During 
the period Mr. Hanna was _ president, 
the insurance in force in the company 
increased from $$41,000,000 to $184,000,000, 
and the assets of the company have 
increased from $8,000,000 to $33,000,000. 

Mr. Whiting stated that no fundamen- 
tal changes in the policy of the company 
are contemplated. 





Robinson a Director 

Edward N. Robinson, a vice president 
of J. Walter Thompson Co., has been 
elected a member of the board of United 
Medical Service, New York’s Blue 
Shield. He has been associated with the 
J. Walter Thompson Co. since 1936. A 
graduate of Brown University, he was 
formerly publicity director of the Rhode 
Island Taxpayers Research Bureau. 

He is co-author with his wife, Carolyn, 
of the book, “The Have-More Plan.” He 
lives in Wilton, Conn. 


CHARLES K. MILLS SUCCUMBS 

Charles K. Mills, retired field super- 
intendent of the Kentucky Central Life 
& Accident, Anchorage, Ky., died at his 
home June 17. He was with the com- 
pany 35 years, prior to his retirement 
four years ago. 
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Asher Notes Worth of 
Cold Canvass Methods 


IN ACCIDENT & HEALTH FIELD 





Addresses Los Angeles A. & H. Under- 
writers Assn.; Cites Four Avenues 
of Approach 





“Cold Canvass and Its Relation to the 

Accident & Health Business,” was the 
topic on which Martin Asher of the 
Massachusetts Protective and Paul 
Revere Life Insurance Companies ad- 
dressed the June 22 meeting of the Los 
Angeles A. & H. Underwriters Associa- 
10Nn. 
He said that in his way of thinking, 
cold canvass builds itself around four 
avenues of approach: 1. The so-called 
“cold pitch.” 2. Intelligent use of . the 
telephone. 3. Individually designed pre- 
approach letters. 4. Greater activity in 
direct mail. 

“T prefer to work the light industrial 
and manufacturing areas with a sprink- 
ling of professional men, reserving the 
latter for certain times in the day,” he 
declared. “I have always regarded busi- 
ness men as skilled technicians of their 
trade. .. . They are sharp; they know 
that insurance forms are a vital part of 
their every day functioning. Conse- 
quently, they are attentive. 

Mental Outlook in Proper Balance 

“The big reason as to why I continue 
to cold canvass is to keep my own men- 
tal outlook in proper balance. Not only 
has it made me sharp in my work, but 
I have used it to provide the stimulus 
for an interesting day’s work. 

“The exploitation of key-man A. & H. 
lends itself very well to the cold can- 
vass method of approach. In one inter- 
view my general agent asked a business 
executive these vital questions: ‘Do you 
have any men in your employ who have 
proven themselves and are vital to the 
continuance of your business? How long 
could you continue to carry these men 
in the event of accident or sickness? 
Two weeks? One month? Two months ? 
What then?’ I have applied a similar 
technique in other cases and it has 
yielded me a few good key-man cases 
which are good business from a lapse 
ratio and a claim ratio standpoint. 

Art of Cold Canvass 

“The art of cold canvass can only be 
as good as the proper follow up,” he 
continued. “Nothing can be more suited 
to the procedure of follow up than the 
telephone. Practice courtesy on the tele- 
phone, and you will in due time acquire 
a reputation of being well liked. T be- 
gan to pattern my telephone technique 
along that line, and I noted within a 
short time my sales became more solid 
and that I was beginning to be liked. 

In a recent call on a CPA, IT learned 
he never bothered to read a letter that 
appeared to be of stereotyped form. 
Because of that fact I have never al- 
lowed myself to deviate from writing in- 
dividually designed pre-approach letters. 
In brief, I endeavor to condition his 
thinking so that he will be receptive to 
my call. Good letter writing help to do 
just ‘that. 

“The fourth step of the cold canvass,” 
he concluded, “is as I stated before, 
‘greater selectivity in direct mail.’ The 
method that is most helpful to me is that 


— mail coupled with a telephone 
ca 


W.E. Murphy Elected Head 
New Hampshire A.&H. Assn. 


ian New Hampshire Association of 

\.&H. Underwriters, at its meeting held 
Tune 20, elected William E. Murphv of 
Rochester, president. Armand H. Roy, 
Manchester was named vice president 
with Charles Newton. Manchester, sec- 
retary-treasurer and Eugene FE. Gaffey, 

‘eene, corresponding secretary. 

The speaker for the meeting was Mr. 
Gaffev, who is a newly elected director 
of the International Association of 
A.&H. Underwriters. He gave a brief 
resume of the aims of the International 
for the coming year with an outline of 
the problems that the Association, both 
local and International, faces. 











Major Medical Features 
Told by J. Henry Smith 


“One of the most important recent de- 
velopments in health insurance is the 
introduction of the so-called catastrophe 
or major medical insurance,” said J. 
Henry Smith, vice president and asso- 
ciate actuary of Equitable Life Assur- 
ance Society, New York, in his address 


to the 43rd annual meeting of the medi- 
cal section of American Life Convention 
held in Hot Springs, Va., this week. 

Mr. Smith, an actuary, "addressing this 
group of doctors who are the medical 
executives of the life insurance indus- 
try, pointed out the recent trends in the 
accident and health branch of ‘the in- 
surance business saying that in spite 
of recent newsnaper criticism and Fed- 
eral Trade Commission examination of 
advertising practices, the most signifi- 
cant trend is the increased reliance on 
voluntary health programs—more people 
than ever are buying health insurance. 

His treatment of current practices in 
the accident and health field indicated 
that from an actuarial viewpoint 100% 
coverage on health entails very high 
handling costs which must be met with 
high rates, for example, a doctor’s bill 
for $50 submitted to a company costs 
just as much to process as one for $500. 
He went on to say that the idea behind 
major medical insurance is to eliminate 
those minor costs which should be pro- 
vided for in the family budget and to 
concentrate on coverage for those rela- 
tively infrequent but financially impor- 
tant illnesses which can wipe out an in- 
dividual’s savings. 

The features of major medical in- 
clude the “deductible’—a predetermined 
amount of say $100 which must be borne 
by the individual before the insurance 
comes into operation—this is similar to 
the deductible in automobile insurance. 
The primary purpose is to eliminate the 
administration of the costs of the minor 
ailments and keep the premium cost to 
the individual at a low level. At the 
same time, however, the amounts pay- 
able by the insurance company are rela- 
tively high, as high as $7,500 to $10,000 
for any one defined medical contingency. 

Major medical also features a very 
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broad scope in terms of types of medical 
costs and makes few limitations on 
amounts payable for different types of 
health services. That is, services for a 
registered nurse or for medicine are in- 
cluded in the coverage, and there is no 
schedule of amounts for different opera- 
tions. 

One reason for being able to afford 
this kind of high expense coverage is 
that sound insurance practices are fol- 
lowed and the interest of the insured in 
keeping costs down is attained by limit- 
ing payments to about 75 or 80% of 
costs in excess of the deductible. 

The problem of providing adequate in- 
surance against ill health, as seen by 
Mr. Smith, will be conquered by the ac- 
tive cooperation of insurance men with 
the men of the medical profession ta 
reach a common. understanding of 
each other’s needs and problems. These 
two groups must provide a united front 
in opposition to those who cry for the 
government to socialize both medicine 
and insurance. 





PLAN UNDERWRITING FORUM 


The ninth annual underwriting forum 
sponsored by the underwriting commit- 


Uphold Blue Shield Symbol 

John W. Castellucci, executive director 
of Blue Shield Medical Care Plans an- 
nounced in Chicago that the recently- 
tried “infringement suits” in Texas and 
Mississippi, involving the Blue Shield 
service mark and the shield symbol, have 
been settled. The validity of the Blue 
Shield service marks has been recog- 
nized. The defendants, who were using 
Blue Seal and White Seal, have each 
agreed to stop immediately any further 
preparation ot sales material, or adver- 
tising of any kind, using these marks. 
Details of the settlement are set out in 





agreements filed with the U. S. Dis- 
trict Courts in Austin, Texas, and in 
Jackson, Mississippi, where the cases 
were tried. 

tee of the Health & Accident Under- 


writers Conference will be held at the 
Kentucky Hotel, Louisville, October 24- 
25. E. J. Rogers, Security Mutual Life, 
is program chairman. The forum pre- 
cedes the annual meeting of the Institute 
of Home Office Underwriters at the 
same hotel. 





INTER-OCEAN 


LOOKS WITH PRIDE 








The high standards of public 


service for which the insurance business is noted have been 
achieved largely through the efforts of those men and women who have 
given so unstintingly of their time and experience to the many A & H and Life 


associations. Their names are legion, and the achievements that have marked the 


progress of this great and growing profession are indeed a tribute to their loyalty, 
dignity, unity of purpose and to the companies they represent. Inter-Ocean is 
especially proud that so many of those who have so distinguished themselves 


have been recruited from its own ranks. 


Agents who write Inter-Ocean’s modern and complete line of Life, 
Hospital, Medical and Surgical Expense, and Income Protection are assured 
that they represent a sound and respected organization. 
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GEORGE M. GREEN — Mr. 
Green is State Manager, Weekly 
Premium Div., Charleston, W. 

Va., and in over 20 years of 
Inter-Ocean service he has 

held many positions on committees 
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Associations. He is currently State 
Insurance Economics NYolol-18 
and President, Charleston General 
Agents and Managers Association. 
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Ins. Advertising Conference 


(Continued from Page 1) 


take the initiative in creating a distinc- 
tive emblem sign that could be displayed 
by all agents of capital stock companies 

. an emblem which would enable the 
public to recognize instantly that the 
agent displaying it is the place to sub- 
mit their insurance problems. “Today 
with both mutual and direct writing 
competition this need is of paramount 
importance,” he said. Mr. Carlier did 
not depreciate the stock companies’ 
standard protection seal, currently being 
but felt that something better 


displayed, 
this time. 


is needed at 
Mr. Doty came in for 
gram chairman of this gathering. He 
presided at this morning’s session and 
the luncheon. He reflected the thinking 
of “A” members of the Conference when 
he remarked at the outset that IAC has 
heen increasingly aware of production 
firing line problems. “We have under- 
taken the responsibility of helping our 
agents in every way possible to over- 
come direct writer competition,’ he em- 
phasized. 
Award Winning Agents in Spotlight 


The IAC 


praise as pro- 


played host at its meeting 
to three of the agents who were win- 
ners of “best use of advertising” awards 
in their respective premium classifica- 
tions in the nationwide contest con- 
ducted by the Conference. As introduced 
this morning by Vice President Doty, 
they were John W. Kelly, Manchester, 
N. H., a first year agent whose business 
partner is his wife; Paul Swarm, De- 
catur, Ill, whose agency, nearly 50 years 
old, was established by his father and 
is one of the leading insurance offices 
of that city, and Donald E. Bowles, 
Dallas, Tex., managing partner of Shel- 
ton & Bowles. 

\ll three spoke to the 
advertising has helped their 
agencies sell their services, and they 
received close attention. The IAC peo- 
ple noted appreciatively that Mr. Kelly 
gave his wife the credit for inducing 
him to enter the award contest. They 
welcomed Mr. Swarm’s generous shar- 
ing of his agency-building ideas and the 
fact that his address had been neatly 
prepared into a printed booklet, avail- 
able for all who wanted a copy of it. 
Mr. Bowles, ardent booster of his native 
state of Texas, fascinated his audience 
by the story of how his agency has 
made itself known in Dallas and en- 
virons by constant repetition of news- 
paper, direct mail and billboard adver- 
tising. He gave such advertising full 
credit for having doubled his premium 
volume in the past five years. 


‘Aesop Glim’ Miller a Constructive Critic 


point on how 
respective 


Another “headliner” speaker was 
George L. Miller, vice president of 
Rk. T. O’Connell Co., New York adver- 
tising agency, who for the past 25 years 
has conducted “Aesop Glim’s Clinic” in 
Printers’ Ink magazine. In advance of 
this meeting he had been supplied with 
samples of the national and trade jour- 
nal ads, sales promotion material and 
house organs prepared by all the Class 
“A” members of IAC. He came to At- 
lantic City well prepared to give his 
reactions to the “copy approaches” in 
this wealth of material. Here are some 
of the constructive observations he 
made: 

“1. Insurance 
vital respect it contains 
‘scare’ copy of what might 
you do not insure. 

“2. Insurance advertising to be truly 
effective must ring true with sincerity. 
It seems to me that you will fail in this 
respect if you do not go out in the field 
and talk to the agents and brokers at 
whom your messages are aimed. 

“3. You must write copy that 
to be human. 


“4. | think 


fails in one 
much 
happen if 


advertising 
too 


dares 
some of you have a ‘big 
building’ complex and that your copy, 
perhaps for that reason, is ‘stodgy.’ In- 
stead of just writing, so to speak, about 
the exteriors of your big buildings, why 
not give the producer and consumer 
reader a peek inside? 

“5. Don’t be afraid to 


write ‘long 





Newsletter Voted by IAC 

Atlantic City, N. J., June 28—At its 
closing session this morning the 
Class “A” members of IAC voted to 
go ahead with the first issue of a 
“Newsletter,” to contain information 
of value to agents, local boards and 
state associations on _ advertising. 
Jarvis W. Mason, Hartford advertis- 
ing agency executive, will do the 
“copy” work. Contributions will be 
welcome, particularly if on successful 
campaigns being conducted (or about 
to be) by local boards or state asso- 
ciations. Such information should be 
sent to Alden M. Taylor, Phoenix of 
Hartford. 

In taking over as IAC president, 
W. H. Doty, Aetna Insurance Group, 
referred to his predecessor, Harry V 
Carlier, Northern Assurance, as a 
“patient, resourceful man who doesn’t 
weaken under pressure.” Mr. Carlier 
was presented with IAC’s past presi- 
dent’s certificate. 











copy’; people will read the message if 
it is informative, regardless of how 
long it is.” 

Over-all Mr. Miller thought that most 
insurance advertising is good but a lot 
of it appeared to him to be too self- 
conscious. 


“Red” Motley Luncheon Speaker 
Arthur H. “Red” Motley, 


president of Parade Publication, Inc., 
as luncheon speaker rounded out the 
well balanced speaking program today. 
He was introduced by Mr. Doty as a 
“salesmen’s salesman” who has made an 
outstanding success in putting “Parade,” 
a Sunday mi igazine supplement, into the 
“big time” class. 

Mr. Motley stressed the importance of 
the “right climate” in putting across an 
advertising or public relations prograin, 
and he said: “Everything you do either 
in person or in writing should be done 
with the idea of creating this ‘right 
climate.’ ’ 

Mr. Motley professed to have little 
knowledge of the insurance business but 
he showed a keen understanding of the 
sales techniques which motivate it. He 
brought out at one point in his address: 
“Your business is replete with stories 
of successful selling because somebody 
was smart enough to tell the people why 
they should buy from his organization, 
and did so in such forceful manner that 
the competition was left behind.” 

The speaker evidently had this thought 
in mind when he told how Parade Pub- 
lication, Inc., recently changed insurance 
brokers, and as a result, “we are spend- 
ing more money in premiums than we 
ever spent before.” What impressed him 
with the new brokers (Marsh & Mc- 
Lennan) was their understanding of his 
insurance needs. When they recom- 
mended the installation of a sprinkler 
system for Parade’s plant in Philadelphia 
he accepted the idea readily. The punch 
line of their sales appeal was that the 
sprinkler system would cut Parade’s 
premium costs by $7,000. Just the right 
note in another sales approach resulted 
in Mr. Motley investing in about $50,000 
of additional life insurance. 


“What’s My Whine” Panel Discussion 


Featured at the afternoon session was 
a “What’s My Whine” panel discussion 
on problems which are puzzling to IAC 
members. Dwight Ely, Ohio Farmers, 
was the moderator, and participants in- 
cluded Rhea Hurd, American-Associated 
Companies; Robert E. Brown, IJr., Aetna 
Life Affiliated Companies; Edwin E. 
Sterns, Travelers, and Jarvis Mason, 
author of a text book on local agent 
advertising, who is vice president of 
Wilson, Haight, Welch & Grover, Inc., 
Hartford advertising agency. 

Juestions were shot at this group from 
the audience and they covered a variety 
of subjects, some of them of long-time 
standing in the Conference. The panel- 
ists compared notes on how best to pre- 
sent new leaflets to the field forces and 
were not in complete accord as to the 
procedure. Mr. Hurd believed that the 
accompanying letter sent to the agent 
should be the main point of the effort 


Having 


A. E. FORREST, JR. DEAD 


President of North American Accident 
Since 1952; Had Gone to Hospital a 
Month Ago for a Rest 
A. E. Forrest, Jr., president of North 
American Accident of Chicago, died 
early this week at age 49. He had gone 
to the hospital for a rest a month ago 
on the advice of his physician. His pass- 


4 
7. 
A. E. FORREST, JR. 


associates and 
life insurance 


shock to his 


A. & H. and 


ing was a 
to many 
friends. 

Mr. Forrest who was educated at Lake 
Forest Academy, a boy’s school at Lake 
Forest, Ill, and University of Illinois, 
was the son of the founder of North 
American Accident. He joined the com- 
pany January 2, 1929. Two years later 
he was elected secretary and in October, 
1940, he became vice president. Follow- 
ing the death in August, 1952, of George 
F.’ Manzelmann, president for many 
years, he was elected to the presidency. 

Reportedly Mr. Forrest left his entire 
estate to Lake Forest Academy. He per- 
sonally owned 66% of the stock of North 
American Accident; the Marshall Field 
estate owns about 30%. Mr. Forrest is 
survived by a sister. 





with the folder or leaflet as “a secondary 
assistant” to the letter. Mr. Mason, felt 
that the timing of a leaflet was impor- 
tant. He also urged that companies keep 
punch card records of what agents have 
ordered and to send questionnaire letters 
to them regularly “to find out to what 
use they have put the material.” He 
promised that illuminating responses 
would be received. 

Mr. Brown agreed with Rhea Hurd 
that agents should be questioned as to 
their use of the sales promotion aids. 
His company is in touch with its pro- 
ducers once a year. “We ask them for 
suggestions and get back a good re- 
sponse,” he said. However, Edmund 
Schenke, Royal-Liverpool Insurance 
Group, indicated that it is a tough job 
to get agents to respond to a question- 
naire letter. “We get their orders in 
large quantities for folders such as on 
the homeowners’ policies but don’t really 
know to what use they are putting 
them.” 

The question of cooperative advertis- 
ing came up and consensus of opinion 
was that it was still a long way off. As 
to imprinting of direct mail material, 
most of those who spoke said that agents 
still expect such imprinting. The feeling 
seemed to be “we do not dare to drop 


evening’s annual dinner, at 
which the advertising awards were pre- 
sented, is reported in another column 
of this issue. It was the highspot of the 
meeting. Among the guests were J. 
Dewey Dorsett, Mrs. Dorsett, and their 
son who has just been graduated from 
Harvard Business School and who plans 
an insurance career. 


REVEAL NEW TRIP INS. POLIcy 


Fireman’s Fund Coverage Offers $50,009 
for Accidental Death; $5,000 for Acci. 
dent Medical Expenses 

A new trip insurance policy, available 
for periods from ‘three days to six 
months, has been announced by Fire. 
man’s Fund Insurance Group. Cover. 
age may be bought for limits as selected 
up to $50,000 for accidental death or dis. 
memberment and $5,000 for accident 
medical expenses. 

A boon for vacation travelers, the 
policy covers almost any accidental in. 
jury anywhere in the world. The policy. 
holder can select the length of time he 
wishes to be insured, so he can be coy- 
ered for the entire period of his vaca- 
tion. 

The_ medical expense coverage pays 
physician, surgeon, hospital and nurse 
expense for accidental injuries up to 
the limit purchased. It pays if expense 
occurs within 26 weeks of the date of 
accident. The dismemberment schedule 
of benefits under the principal sum coy- 
erage is clearly listed in the Fireman's 
Fund policy. 





Overinsurance Survey 


(Continued from Page 32) 


Benefit limits may be determined by the 
level of local charges for hospital and 
medical care. 

In the area of contractual provisions 
individual insurers writing non-cancella- 
ble loss of time coverages generally 
use the “relation of earnings to insur- 
ance” optional provision of the Uniform 
Individual Accident & Sickness Policy 
Provisions Law. On the other hand Bu- 
reau writers of coverages which are re- 
newable at the option of the company 
do not as a rule include any provision 
for the avoidance of overinsurance re- 
sulting from duplication, using neither 
the “other insurance in this insurer” 
provision ; nor proration provisions. like 
the “insurance with other insurers” op- 
tional provision of the 1950 policy pro- 
vision law. 

In the practice prevailing today in the 
writing of Group coverages, carriers 
generaily make no provisions in their 
contracts for avoiding overinsurance ex- 
cept in the case of major medical ex- 
pense insurance as written by some car- 
riers. In order to avoid overinsurance 
the companies generally exclude dis- 
abilities already covered under a work- 
man’s compensation or an occupational 
disease statute and frequently they ex- 
clude coverage for confinements in vet- 
erans’ administration or government op- 
erated hospitals where the service 1s 
free to the patient. 


Bureau Subcommittee Appointed 


Because of the manifest interest of 
Bureau companies in the overinsurance 
problem and because of its potential 
importance in a climate of rapidly ex- 
panding hospital and medical care cov- 
erages, a special subcommittee of the 
Bureau has been appointed to continue 
study of the problem and to evaluate the 
potential of contract provisions as 4 
solution. 

Joint chairmen of the subcommittees 
are: Albert E. Haskell, Aetna Life, and 
Harold R. Leidholdt, Travelers Insur- 
ance Co. Other members of the sub- 
committee are: H. Clay Dodson, Ameti- 
can Health Insurance Corp.; Alfred B. 
Hvale, Continental Casualty Co.; F. M. 
Hunter, Pilot Life; Carroll J. McBride, 
Travelers Insurance Co.; George L. ee 
Dowell, Commercial Insurance Co. 0 
Newark, N. J.; John Garman, € onneet 
cut General Life; Dr. E. S. Williams, 
Life Insurance Co. of Virginia; Fred- 
erick T. Googins, Massachusetts Mutual 
Life; D. Cody, New York Life; and 
Leonard C. Allin, Union Mutual Life. 
The survey, under guidance of the sub- 
committee, was conducted by L. A. Or- 
sini, manager of the Group division of 
the Bureau. 
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Dig...that crazy driver! 


Speeding, jumping lights, cutting corners, passing on curves, 
mixing driving with drinking... he needs his head examined. He’s going 
places, all right ... without looking where. He and his kind will 
take the lives of thousands of other drivers, helpless passengers and pedestrians 
this year. It’s crazy... and unnecessary. Use a little courtesy. Stick to the 
rules of the road. You’ll live longer. Remember: The wheel of your 
car is a wheel of chance. Handle it with care. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


Poster size reprints of this advertisement will be mailed on request. 




































The Case of the CAUGHT COAT 


























Soived by Accident Insurance 


A young lady was being driven to work as a member of a car pool. When she 
alighted from the car, an occupant of the rear seat closed the door, which caught a cor- 
ner of her coat. The driver started up, and the hapless lady was dragged some thirty 
feet before her predicament was realized. (Claim payment—over $700) 

No one can foresee when an accident is going to strike. Some people trust to luck 
that they will be able to avoid harm. Others prepare for the unknown by insuring them- 
selves against possible loss. Your clients, whether they are private individuals or key 
men in business, need Accident Insurance to protect their incomes and savings. 


Why not see your nearest Travelers Manager about The Travelers Modern 
Accident policies? He'll give vou full details plus a selection of colorful leaflets and 
promotional materials. 


THE TRAVELERS INSURANCE COMPANY 


Hartford 15, Connecticut 
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